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SEE the BUYING CHECK LIST on page 98 October 8, 1959 


A new chrome-plated Green Thumb trowel 
FREE, if you answer 3 quick questions 


We make this offer to all recognized dealers: Just mark your answers, clip this to your business letter or bill 
head and mail to us. We will send you a beautiful new chrome-plated Green Thumb garden trowel — the 
biggest seller in our 1960 chromed small tool line. 





You can now get American-made garden tools and shovels that FALSE 








compete in price with Japanese and German-made tools. | ] 
(Ask your Union Fork & Hoe Co. wholesaler to show you Yard ’n Garden | 
basic garden tools and Made-in-America shovels. Made by American 
workmen, they meet and beat foreign tools for service and low-low price.) 




















The smart merchant uses these low priced tools for promotion, 
then sells up to higher quality to make his proper profit. 




















Many more people can be sold up to better quality tools if 
you show them what they get for their money. 


ZK fp 


(To help you to sell up, our low 
priced tools now carry compari- 
son labels showing the superior 


This low priced construction and guaranteed satis- 


tool is o good valve 








for the money. . 


Fer best velve faction offered in top quality 
and guaranteed . 

service, 000 ovr Green Thumb garden tools. ) 
GREEN THUMB 

ALL 1% ONE PIECE 


THE UNION FORK & HOE COMPANY 
Columbus 15, Ohio 


Also Makers of 
FLEX * BEAM Forks © RAZOR-BACK Shovels 
RED HAWK Farm and Garden Tools 














For gardening — and selling to gardeners 
nothing succeeds like a Green Thumb... 
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R-W "LOCK JOINT’ TRACK AND 
HANGERS 


Designed for doors of all sizes and weights up 
to 3000 Ibs. Finished in long-lasting, weather- 
proof gray enamel. Hangers furnished with rust 
and corrosion resistant Cadmium Plated trucks 
for lifetime service. Track and hangers available 
ina wide range of sizes to meet your exact needs. 


R-W 

WEATHERPROOF 

BARNDOOR 

TRACK AND 

HANGERS 

The favorite of farmers 

everywhere ...R-W 36 

self-cleaning track is 

weather and bird proof. The R-W 423 hangers 
feature roller bearings, lateral and vertical ad- 
justment for easy dependable operation and 
rust and corrosion resistant Cadmium Plated 


trucks. 
ei 


R-W “EaR-Way"™ 
TRACK AND 
HANGERS 


For sliding doors weighs 

ing up to 200 Ibs. Track 

has ears spaced on 12” 

centers for wall attachment, Bosses hold track 
away from building . .. permits air circulation. 
Hangers have Ball Bearings, vertical and lateral 
adjustments, and Cadmium Plated trucks. 


WRITE 
70H! 


for your free copy of 
the R W Catalog N 
A-400, 












































R-W offers the proverbial “horn-of-plenty’ from which you can 
obtain a complete line of standard hardware items plus a diversified 
line of hardware specialties. Many items you will undoubtedly want 
to stock ... others, because of their special applications, you will 
want to buy only on customer request. In either case, R-W offers a 
prime source for those important hardware specialty items that will 
earn many dollars of ‘“added-profits” each year. The next time you 
receive a customer request for a hard to find hardware specialty 
item, look in your R-W catalog—your “ 
hardware specialties. 


direct-line” to “profit-plus”’ 


MANY OTHER R-W HARDWARE SPECIALTIES AVAILABLE... 


@ Industrial and commercial doors of all 
types 

® Sliding Door Hangers and Track 

®@ Fire Doors and Fire Door Hardware 

® Fusible Links 

®@ Hinges of all types 


® Panic Bolts, Door Bolts, Latches, Hasps 
and Catches for doors and gates 


@ Flush Pulls, Bow Handles, Stay Rollers, 
Floor Guides, Handrail Brackets 

®@ Studding Sockets and Concrete inserts 

@Door Closers, Fire Station Bolts, 
Cremone Bolts 


@Electric Operators for Doors and 


Gates 
®@ Airplane Hangar Door Equipment 


Richards-Wilcox 


MANUFACTURING COMPANY 
“A HANGER FOR ANY DOOR THAT SLIDES” , 
vecs woe Vee 


310 W. ILLINOIS 


THIRD STREET © AURORA, 





Ring up a Merry Christmas 
with eee 
or NEBYNS 


44 


America’s Most Gifted 
Housewares Line 


CAL-DAK 
King-Size Fiberglas®™ .. 
ROLL-A-RACKTt TRAY TABLE SET & 
Item No. 148-71, ‘Butterfly’’ 


CAL-DAK 
King-Size Venetian Bronze 
ROLL-A-RACKT TRAY TABLE SET 
Item No. B46-31, ‘‘Normandy”’ 


CAL-DAK® "4 CAL-DAK 
LAUNDRY CART King-Size Florentine Brass « 
Item No. 654 ) ROLL-A-RACKt TRAY TABLE SET er 
Item No. B48-61, “Olympia”  __. » (MAY t Patent applied for 


e 
¢ 


-, 


iii ) 
ot 


8 For gifts and holiday entertaining, 
-e 

your customers want the very best. 

You're sure to ring the bell with 


CAL-DAK . 
Wheeleasy luxurious Cal-Dak Roll-A-Rackt 


IRONING CADDY® : Tray Table Sets and popular 


Item No. 553 . 
work-saving housewares, so welcome 





in every home. 





CAL-DAK® , st one : Four centrally located plants and 


Side Winder Cart-type >» 
HOSE REEL - ee Gx jobbers in all major cities are 











Item No. 222 mi , , 
CAL-DAK BED RAIL* ' ready to give you prompt delivery 


a Item No. 960 | 4 on all items throughout the 


*U.S. Patent No. 2,859,454 — aay a entire holiday season. 


ORDER NOW FOR 
PROFITABLE CHRISTMAS SELLING FROM YOUR NEAREST 
CAL-DAK SALES REPRESENTATIVE OR LOCAL JOBBER 


Manufacturers of Work-Saving Quality Housewares 
FOUR FACTORIES: Lancaster, Pa. * Chicago, Ill + Little Rock, Ark. * Colton, Calif. 
Want more facts? Circle 101, p. 103 
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“KITCHEN JEWELRY” BY AJAX =a complete line of quality cabinet hardware 


>< 


AJAX HARDWARE CORPORATION 825 South Ajax Avenue, City of Industry, Los Angeles County, California 
Want more facts? Circle 102, p. 103 
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Packaged for quick, easy sales...and profits 


RUST-RESISTANT ALUMINUM FINISH 


on Acto Redi-Cut Proof Coil Chain 
in colorful cartons for displa 












A 


Priced for Profit,too! 


Acco Redi-Cut chain...an ex- 
citing new product with excit- 
ing new profit potential. Here’s 
the profit you will make ona 
typical stocking order: 


2 boxes + %s"” x 10’ 
1 box + %6" x 15’ 
2 boxes + %6” x 20’ 
1 box > 4%” x 10’ 
1 box « 4%” x 15’ 
1 box + %" x 20’ 


















20" me mavan SG 


f 










a 
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ACCO REDI-CUT , ACCO REDI-CUT 
1 box + %6" x 10° 5 7. it Ca GAN 
1 box « He” x 15’ : | : 
DEALER COST.......$39.85 
SUGGESTED RESALE.$59.80 | = | 
YOUR PROFIT.....$19.95 2 , <T} 7h. | SS eee 


ALUMINUM FINISH ; | es ats ALUMINUM FINISH 


Redi-Cut comes in 4 lengths and 4 sizes.... 
You don’t handle this chain—just the package 


Acco Redi-Cut proof coil chain with rust-resistant lengths of 10, 15, 20, and 50 feet. All four standard 
aluminum finish is a new product development lengths of Acco Redi-Cut are available in four 
that will make chain sales a bigger part of your  sizes...3¢”, 14", 44”, and 34”. No more bothering 
profit picture. Not just coated with ordinary alu- with cutters or measuring tape. No more hunting 
minum paint, new Acco Redi-Cut chain has a for rags to clean your hands when the job is done. 
durable aluminum finish combined with a rust 
inhibitor. Finish is bonded to the chain surface by 
a special Acco process. The result is a chain that 
will be a pleasure for your customers to handle, 
a chain that resists rust. 











What’s more, Acco Redi-Cut Chains are indi- 
vidually packaged in colorful yellow and blue car- 
tons that are clearly labeled with size, length 
and working load limit. There’s also a space for 

Acco Redi-Cut chain has other advantages that your retail price. Set up an eve-appealing display 
will make it a strong impulse item in the heavy of these self-service cartons on your counter and 


traffic sections of your store. As the name implies, see how they command attention and promote 
the chain is ready-cut and comes in popular buying action! 




















Order from Your Distributor American Chain Division 
Your ACCO distributor has Redi-Cut chain 
now or can get it for you promptly. AMERICAN CHAIN & CABLE 
Contact him for full details or Bridgeport, Conn. e Factories: *York and *Braddock, Pa. 
write our York, Pennsylvania, office. Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, . 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, moe 


"Indicates Warehouse Stocks *Portland, Ore., *San Francisco MARK 
Want more facts? Circle 104, p. 103 
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Editorial 


by W. A. Phair 


The eart before the horse . 


The trouble with hardware stores is that consumers are not con- 
scious of the services or merchandise available in hardware stores. 
This viewpoint is expressed in a recent letter from a Detroit dealer. 


secause consumers don’t think of hardware stores, the way they 
did in the past, it’s just a waste of time to worry about credit plans, 
stock control, window display, and other such things, our Detroit 
friend says, with considerable emphasis. The only way to get people 
into hardware stores is through low prices. That’s what we should 
be concentrating on, he insists. 


[t seems to me that our Detroit friend is putting the cart before 
the horse. He’s getting cause and effect mixed up. He should first 
ask himself: Why do people go into other stores, instead of shopping 
in my store? 


If he would do this, I think he’d find that customers go to these 
other stores to get the very services which he says are unimportant. 
And, in addition, these consumers know they will get these services 
because these other stores keep telling them this by constant adver- 
tising. 


When you look at the retail business objectively and study its 
movement over a period of many years, you find a definite pattern 
in all types of successful retail operations. 


One fact that stands out is that while some types of outlets start 
off by talking about price only, it isn’t too long before they add 
various customer services. The role of low prices in retailing is 
sadly misunderstood. Consumers have a habit of putting a great 
deal of emphasis on price when they talk, but when they act, you 
find many other factors influencing them. 


Discount houses started by promoting price only. But it wasn't 
too long before they began moving into modern stores, and offering 
credit and delivery services. 


In the early days of Sears’ retail stores, low prices was the big 
feature. But today, you find Sears setting the pace in the number 
and variety of services they offer customers. Making revolving 
credit available to catalog customers is the latest step in this direction. 


It all boils down to this: While competitive prices are important, 
customers look for more than price when they select a store in which 
to do their shopping. 


Perhaps the reason our Detroit reader thinks customers are not 
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Editorial 


continued 


conscious of hardware stores is because he doesn’t give them reasons 
to be aware of such stores. 


Perhaps if he would seriously use these things he says are useless, 
he would find more customers interested in shopping his store. 
Other dealers have learned the truth of this, to their profit. 


Be sure you tell them ... 


We hear a great deal these days about consumer consciousness of 
hardware stores. We must realize that this is not a problem faced 
by hardware stores alone. Every type of retailer must worry about 
the job of getting people to know and remember the type of business 
he runs. This is important to any store that specializes. 


In past years, when people did not move around as much as they do 
now, it was comparatively easy to establish and maintain the identity 
of a local store with a local market. 


It is interesting, in looking back, to note that in those days a 
hardware store was usually called a “hardware store.” Today, there 
seems to be a trend to call it anything but a hardware store. All 
sorts of strange, but meaningless names are cropping up. 


Any retailer who assumes that all the potential customers in his 
trading area knows about his store and that he doesn’t need to keep 
telling them, is bleeding himself to death. 


A primary task of a hardware retailer today is that of constantly 
reminding people that he runs a “hardware store.” This is not a once 
a year task; it’s a steady day in and day out job. 


I think that sometimes we forget that the word “hardware” has a 
definite meaning to homeowners. When a store drops this word from 
its name, it is losing an important identifying symbol. This symbol 
is especially important in attracting new members of a community. 


Identification of a store as a “hardware store,” backed up with a 
good stock of basic hardware items, is essential for survival in these 
competitive days. A hardware man is a specialist. It’s his reason 
for being in business. He should be darn sure he’s doing a good job 
in his specialty. 


There are many types of hardware that can be profitably handled 
by a hardware store. But these other lines should always be treated 
as a supplement to the basic hardware lines. Too often we see deal- 
ers putting more emphasis on these supplementary lines than on 
the basic items. When this is done, a store loses its identification. 
When this happens, a primary asset is also lost. 


A combination of good basic hardware stocks, in a clean, modern 
store, plus a program of constantly reminding the community of the 
services and merchandise you offer, is an effective way to make 
certain that your community is conscious of hardware stores. 
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FRESH MERCHANDISING IDEAS from s-k /LecTROLITE 
A oS spch HELP “SOCK AWAY” 
ma CHRISTMAS TOOL SALES 


% Complete merchandising packages loaded 
with Christmas Gift Appeal 


% Quick sales! Quick profits! with the 
fastest selling socket and wrench sets 






Colorful display card and counter rack 
FREE—packaged together—%", %” and 4%" 
drive S-K Socket Sets 








S-K No. X-3 


YOU'LL GET GREATER SOCKET AND 
WRENCH SET TURNOVER THAN EVER BEFORE 


%* Fully guaranteed % Precision machined 
% Proven acceptance % Fine quality finish 





3 FAST-MOVING S-K SOCKET SETS 


featured in one package 


Free initials to personalize each customer’s S-K 
Socket Set. Individual Christmas sets available. 


3 POPULAR LECTROLITE WRENCH SETS 


all wrapped up and ready fo sell 3 sales-proven Lectrolite Wrench Sets 
xara —individually packaged in Christmas 
Includes Combination, Box and Open End Wrench “take-home” box—all in one package 
Sets—in tough plastic tool bags—Christmas with FREE merchandiser. 
ackaged. 
oe INDIVIDUAL SETS AVAILABLE IN ) 
ASK YOUR WHOLESALER’S SALESMAN | CHRISTMAS CARTON | 


OR WRITE FOR COMPLETE INFORMATION 


LECTROLITE 
Low Cost 


WRENCH DISPLAY 
Good quality, individually 


Christmas boxed sets com- Sherman-Klove Company 
plete with merchandiser ; 2 IIlinoi 
for budget-minded buyers. Chicago 32, Illinois 


3 popular sets. 





TOOLS 


Lectrolite Corporation 
Defiance, Ohio 








bine 


Want more facts? Circle 105, p. 103 
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A SUMMARY OF EVENTS THAT 


Congressional windup shows little 
action for or against businessmen 


Congress this year passed no major anti- 
business laws. But few measures sought by 
business were approved either. 

Here is a rundown of major bills: 

Passed—restrictions on state taxation of non- 
resident firms, bigger loan fund for the Small 
3usiness Administration, stronger anti-unfair 
competition laws. 

Pigeonholed—federal Fair Trade law, tax cut 
for self-employed retirement programs, excise 
tax repeal, small business tax cuts, tax exemp- 
tion for reinvested profits, removal of the tax on 
cooperative advertising programs, shopping cen- 
ter lease insurance. 

Bills opposed by business also pigeonholed in- 
clude extension of a higher minimum wage to 
stores, a boost in postal rates, and economic 
controls. 


outlook 


All of the pigeonholed bills will be pending in 
1960 when both presidential and congressional 
elections will be held. Jt will not be a good year 
for business bills. But voter proposals, such as 
minimum wage expansion, may pass. 


Tight money pinch is being felt 
on business and consumer levels 


Tight money is pinching many businessmen 
and consumers. 

Recent government and commercial bank 
moves have put business and consumer interest 
rates at the highest point in almost three 
decades. 

Money is getting harder to find, the govern- 
ment reports. A boom in industrial building, 
rising government borrowing, and a new put-it- 
on-the-cuff consumer drive have dried up avail 
able credit funds. 
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WILL AFFECT YOUR BUSINESS 


Consumer credit is potent selling tool again, 
as a result. But it presents problems. 

On Aug. 1, consumers owed some $36.4 billion. 
This is $3.3 billion more than a year earlier, 
$639 million more than a month earlier. During 
July, consumers charged some $4.2 billion, while 
repaying about $3.6 billion of old debts. 


outlook 


Record high personal income and savings male 
most customers safe risks. You can earn good- 
will now by extending credit when possible. 


Home boom could last if public, 


investors like the new FHA terms 

The current home-building boom could last 
for another year, maybe longer. There are many 
’ involved. 

The new housing law signed recently by Presi- 
dent Eisenhower could push new starts next year 
above the 1.35 million expected to be started this 
year. 

The new law contains $8 billion in new FHA 
mortgage insurance authority. Even more im- 
portant, it authorizes a boost in interest on FHA 
mortgages to 5°4 percent, from the old 5'4 rate. 

This higher interest rate would normally at- 
tract more investors to home mortgages, making 
it easier for builders to put up and sell new 
homes. 

The big question is, will the 9 percent higher 
cost of financing for home buyers discourage 
FHA loan applications? Also, will continuing 
tight money drive investment dollars into other, 
more profitable channels? 


‘ifs’ 


outlook 


lf home buyers don’t resist higher interest rates 
and credit gets no tighter, the building boom 
will continue. Should the boom slacken, look for 
a big upturn in home improvements. Your sales 
to home owners should prosper either way. 





WITH 
REVOLUTIONARY 


NEW 
PN pee) 7 Wale 
SAFETY 
CLUTCH 


AT LAST...A QUALITY BIG SAW 





DESIGNED AND PRICED TO OUTSELL ALL OTHERS! 


SELLS SO MUCH BETTER BECAUSE 
THERE’S SO MUCH MORE TO SELL! 


® Big 7” blade cuts full 2'2’’ at 90°! 
® Easily cuts full 2 x 4 at 45°! 

® Exclusive new automatic safety clutch far superior to all 
others — Eliminates “‘kick-back’’, 
increases saw life up to 15 times! 
Powerful 7.0 amp. Series AC motor! 

Easy bevel and depth-of-cut adjustments! 
Self-lubricating bronze bearings! 

Large turbo-internal fan! 

Dynamically balanced armature! 


Lower guard retracting lever! 
Adjustable graduated rip guide! 
Weighs only 11 pounds! 


Handsome silver luster finish! 


SUGGESTED RETAIL 


729%R PORTABLE ELECTRIC TOOLS, INC. 
"Str, 320 WEST 83RD STREET — CHICAGO 20, ILLINOIS 
@ In Canada: 452 Birchmont Road, Toronto 13, Ontario 


Never before have you been able to offer a quality 
7” saw with all these features at anywhere near this 
low price! This brand new Shopmate beauty is just 
loaded with SELL! There just isn’t another saw in 
its class! Nationally advertised in the Saturday 
Evening Post, Life, Popular Science, Popular Me- 
chanics and other powerful publications, Write for 
full details today! 


SHOPMATE 


mail to: George Weatherby, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Chicago 20, Ill. 


Send me full details on the all-neu Shopmate Model SC -71]00 
7” Saw! 


HA-109 





Name 

Firm Name 

Address 

City_ Zone State 
My Preferred Distributor 








Want more facts? Circle 106, p. 103 
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TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 





steel picture darkens .. . 


No matter when the strike ends, we are in for the worst steel 
shortages since World War II, according to The Iron Age. It will 
take four weeks after the strike for full production to resume, 
and for first substantial deliveries from steel mills to roll. Most 
sheet steel, such as for appliances, will be on allocation for months 
after the strike ends. Should the strike stretch into late October, 
the Taft-Hartley Law may be invoked. This provides an 80-day 
cooling-off period while workers go back to work. Even if Taft- 
Hartley is invoked, the strike could resume afterward if settle- 
ment still is not reached. 


August income at record... 


Personal income (money earned by individuals in manufacturing, 
trade, services, farming, investments, government) reached an 
annual rate of $381.5 billion in August. Though off a moderate 
$2% billion, less than 1 percent, from June and July record highs 
this year, it’s the best August in history. But for the steel strike 
and some lower farm prices, August might have been the best of 
all months on record. 





housing starts hold gains... 


Housing starts (private homes actually begun) in August rose to 
129,000, up 3000 from July, and 6 percent ahead of August last 
year. Excepting August 1950, this is the best August on record 
for private building. Nearly a million homes were begun in the 
first 8 months of 1959. Next year may be a different story. New 
FHA interest rates (including insurance) total 614 percent, for 
much more costly financing. May discourage interest. Also, a 
shortage of mortgage funds seems definite (see HA, Sept. 24, p. 
14). 


Sears heads for $4 billion . .. 


Sales of Sears, Roebuck & Co. are on their way to a record-shat- 
tering $4 billion for the fiscal year ending on Jan. 31. Sears’ sales 
are more than 10 percent ahead of last year, with more than $2.3 
billion rung up through August. Sears’ sales last year topped $3.7 
billion. 
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WHY [5 IT IMPORTANT TO YOU THAT 
r QUESTION: PROCTOR IS THE RECOGNIZED 
for smaller “SPECIALIST” IN TOP QUALITY 
dealers IRONS AND TOASTERS? 


rs PROCTOR 


for smaller 
dealers SMEGEMS HCN ge WME m Cm CMTC 


and facilities for low cost production— 


[5 THE ONLY FAMOUS BRAND 


WITH A REAL PROFIT PROGRAM 
EXCLUSIVELY FOR SMALLER DEALERS 


Proctor keeps smaller dealers competitive’ even at today’s discount prices! 


More small dealers, more large dealers, 

more distributors, in every class of trade, are 

buying and selling more Proctor products 

then ever before ... with profit! Remember, too, 

that Proctor Irons and Toasters are the best 
advertised in America. So — now’s the time to get your share of 


Proctor profits... buy now for the peak selling season just ahead. 


Call, write or wire collect to your PROCTOR distributor . . . or 
Proctor Electric Co., 700 W. Tabor Rd., Phila. 20, Pa. « GL 5-8500 


Want more facts? Circle 107, p. 103 
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MERCHANDISING 


newsletter 


A REPORT t HELP YOU MAKE BETTER LONG RANGE PLANS 





A new competitor in the making. An Eastern utility company is 
marketing electric blankets direct to consumers this fall. 
Invoices for the blankets will appear on monthly statements. 
Three manufacturers are supplying merchandise. Others are 
interested. If the plan moves electric blankets, and the con- 
sensus is it will, it's possible the utility may consider 
promoting other traffic and major appliances. Long-term financing 
might enter the picture. 









































Why can't water systems be sold all year round? Sales normally drop off 
Sharply in winter months. Usual pattern is that sales in six colder months 











account for 40 percent of year's volume. But, market researchers say, 





wells are driven, houses started, and pumps wear out and break down in 








winter, too. One leading pump maker is convinced winter sales can be 
increased, and is backing this belief with all-out merchandising plans at 
wholesale, dealer, and consumer level. 


























The canopy returns. Store canopies and awnings began disappearing 
after World War II in deference to sleek, modern store fronts. But 
the surge of shopping centers in recent years, and customers' 
Satisfaction with canopied malls has led to a re-evaluation of 
canopies for downtown merchants. More canopies are appearing on 
new and revamped older stores. Modern design, using metals and 
Structural plastics, prevails. But the principle of protecting 
customers and window merchandise is old. A metal canopy extending 
12 ft from store costs some $45 a running foot. Here's an oppor- 
tunity for downtown stores to rejuvenate their shopping areas at 
moderate cost. 












































The big payoff is near. In a few weeks Christmas Clubs will mail 
depositors their holiday savings. Millions of new dollars will flow, to 
prime the pump for early-season sales. Department and chain stores trigger 
early gift ads to coincide with the pay-off day around the second week 

of November. Ask your local banker for 1959's payment date. Suggest that 
your customers come to you to cash their checks and do some early 
Christmas buying. 
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CHAN NT ie Ole ¢ 


You'll hear this profit-sound often when you stock the 
Channellock No. 420. Hundreds of thousands of hardware 
customers lay their money on the line every year for this 
popular plier. They like its pipe-wrench grip... its all 
*round usefulness. 


That’s why it will pay you to put the Channellock No. 420 plier 
out front for your customers to see...“*heft’’... buy. You'll 

be profitably pleased how many times they'll tell you 

to ‘‘wrap it up’’. Let us send you our new Catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 





; ’ e% F vs 
25 : 
SS 4 ‘ 
; Z 4 
a f° ; 
A SKILLED HANDS REACH FOR 
 e , CHAN yrs LOCK 


NA 


It’s easier to ; stock just ONE line of pliers 
It’s PROFIT-WISE to stock the genuine CHANNELLOCK line. 


slit 3 A ———— 
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A 4-Star Program to help you SELL... 


* A LONG PROFIT MARGIN—up to 
33% all year around .. . the kind you 
need for a successful, money-making 
power mower operation. 


*% SENSATIONAL DEMONSTRATOR 
PLAN—deluxe model demonstrators at 
a low, low price—38% off list—with your 
Early Buy order. A sure-fire profit 
builder. 


«x EXTRA EARLY BUY DISCOUNT 
—an extra 3% bonus for placing your 
Moto-Mower order early. Another oppor- 
tunity for profit. 


+* SALES-ASSURANCE PROGRAM 
—sensational plan that gives you special 
protection—makes Moto-Mower your 
sales partner on 50 percent of your Early 
Buy order. 
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OR iii E dame fitit 
Ta ll 


j enfeclion SPOTLIGHTS THE 


WIN | ...IN GAS HEATERS | ...IN GAS HEATERS 





Po LL 
| Style and comfort leader of 


the Forward Trend is Per- 
fection’s beautiful new 
CORONET. All the deluxe 
features ever offered in a 
gas heater. Available in ra- 
diant and circulator models 
65,000 Btu input. 


} iA: ry 





Five new circulators, 22,000 to 
45,000 Btu input, 3 vented, 2 un- 
vented. Baked enamel Dawn Grey 
finish with golden sheen screens. 


Companion models to the cir- 
culators above. Same capac- 
ities but with Perfect-Glo 
ceramic radiants. 








IN WALL FURNACES 





New “Director” Wall Fur- F . 
nace with smart louvered / / 
stvling. Completely auto- 4 = y 
matic. Available in gas at Pees 


or oil at 





70,000 Btu input, 
65,000 Btu output. 


‘ill 4 








“« 


~y wae OF 





FURWARD TREND 


Two oil-fired CORONETS, 
50,000 and 65,000 Btu. 
Each has fuel-saving 
“Midget Pilot’, automatic 
controls. 





The Regulaire, 79,000 Btu 
model features patented Reg- 
ulaire blower control built-in 
thermostat for automatic 
comfort. 








Four additional oil-fired models from 38,000 to 


79,000 Btu output, many advanced features. _—_ 


_IN PORTABLE HEATERS 





F ty Full Details. 
To Perfection Indus tries 


Send Name and Address 


MANUFACTURED BY _ Cleveland 10, Ohio 


PR 





INDUSTRIES 
uPP WAYNESBORO, GEORGIA 









} 
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A great national advertising and promotion campaign now paves the way to 
greater opportunities for profit on Cordomatic Handy-Lite Reels, Clothesline 


Reels and the new Mobile-Lite Reels... timed just right to bring in pre-sold 
prospects during your Fall and Christmas selling season! 


2 RT TE > ren — 














45 million neople will 
convenience of loudemadl 


Already the tremendous consumer acceptance of Cordomatic products is building extra profits f 
ware and housewares dealers from coast to coast. And sales opportunities will really multip 
power-packed ads pre-sell Cordomatic convenience in these national publications. Display Hai 









Reels, Clothesline Reels and the new Mobile-Lite Reels prominently—and watch them sell then 


\ Wie 


MOBILE-LITE REEL CLOTHESLINE R 


Designed with sales in mind, the new Mobile-Lite Reel throws Today’s modern homemaker will welcome anc 
a wide, bright beam of light wherever it’s needed, while a tion to her modern laundry. The new Cordon 
built-in electrical outlet provides power for tools or appliances. Reel obsoletes the old-fashioned clothesline 
Completely portable for use all around the house. Ideal for winding and clothesline clutter forever. Au 
attic, basement or garage . . . and perfect for outdoor tIlumina- ience for laundry, basement and outdoors. U 
tion of patio, lawn or garden. Cord locks and releases at any keeps the line taut under the heaviest load 
desired length . . . automatically retracts when not in use. retracts automatically into case after use. W 
Phenolic pistol-grip handle on universal swivel permits light to aluminum case is easily removed for stori 
be adjusted in any position. The new Mobile-Lite Reel accom- locations. Guaranteed. Feature it in men 
modates a 150-watt reflector flood, spotlight ann sos. an-rr. your gift, housewares and laundry 
departments. MODEL 


or incandescent bulb. Guaranteed. Feature it 1995 
NATIONWIDE FAL 











in your gift, tool and garden departments. LIST 


THE IN WITH THIS 
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I be be reading about the 





Ss for hard- 
tiply when 
jtandy-Lite 
lemselves! 


‘ic. products in 


POPULA 
MECHANICS 



















































































eps 


REEL 


e and need this addi- 
rdomatic Clothesline 
asline. Ends tangles, 
. Automatic conven- 
rs. Unique Lock Ring 
loads of wash. Line 
se. Weather-resistant 
Storing or changing 
MODEL CR-20, 20-FT. +395 

LIST 
MODEL CR-40, 40-FT. $695 LisT 


\LL AND CHRISTMAS PROMOTION 
aaa aaa i Ni ects 






















Better Homes 


and Gardens 








HANDY-LITE REEL 


Designed for today’s modern living and automatic conven- 
ience, the versatile Handy-Lite Reel has instant appeal with 
the man-about-the-house. Whenever and wherever he wants 
light and power, they're both at his fingertips... in home 
workshop, basement, garage, attic, garden or patio. Best of 
all, they're on the job without the inconvenience and hazards 
of tangled cords. The Handy-Lite Reellockscord atany desired =| ~ 





length . . . retracts it automatically into case. Mounts easily 
on wall or ceiling. Pistol-grip, impact resistant phenolic ° 
handle with built-in outlet for tools and ap- anes soo. 29.7 


pliances. Guaranteed. Feature it in your gift 
and tool departments. *g% LIST 








see back of this page > 











ALABAMA HAWAII MONTANA OHIO 
BIRMINGHAM Honolulu Electrical Prod. Co.,Ltd 930 Clayton St BILLINGS CLEVELAND 
Wimberly & Thomas Hdwe. Co., Inc Winter Hdwe. Co 4102 Ist Ave., South The Frankelite Co 1425 Rockwell 
1809 First Avenue, South IDAHO GREAT FALLS George Worthington Co. 802 St. Clair Ave. N.W 
ARIZONA IDAHO FALLS Glacier State Electric Supply 112 Ist Ave. South MANSFIELD 
PHOENIX Rogers Wholesale Supply 100 Birch St MISSOULA National Electric Supply, Inc 72 N. Wainut St 
Malico Distributors 312 South lith Ave Schwendiman’s 910 E. Lincoln Rd K. G. Distributors, Inc 229 W. Front St MARION 
ancata CALIFORNIA ee ILLINOIS esses NEBRASKA The Van Atta Supply Co. . . 375-77 W. Center St 
industrial Elec. Service Co 960 Fourth St ' }. B. Distributing Co 1616 Cass St NEWARK 
amaenen . ho gggma Supply 6227 W 26th S Paxton & Gallagher 8th & Jones St Williams Wholesale Distributors 
Electrical Suppliers inc 220 M St Ace Hdwe. Corp 2355 S. Blue Isiand Ave NEVADA YOUNGSTOWN 
LONG BEACH Cotter & Co 2740 Clybourn Ave RENO Wickliffe Wholesale 3745 Henricks Rd 
American Whsie. Hdwe Co. 1500 W. Anaheim St Electric Supply Corp 701 W. Jackson Bivd J. R. Bradley Co 1100 E. Fourth St OREGON 
W W. Grainger 118 S. Oakiey Bivd NEW HAMPSHIRE PORTLAND 
LOS ANGELES Kubec Electric Co 650 W. Jackson Bivd MANCHESTER 
Northern Whsie. Hdwe. Co 805 N. W. Glisan St 
California Hdwe Co 500 E. First St Lebovitz Whsie. Hdwe. Co 101 W. 84th St The Emery-Waterhouse Co 1111 Candia Rd 
California Tool Co 1929 S. Figueroa St Lincoin Square Eiec. Sup 3948 N. Damen Ave PENNSYLVANIA 
Hoffman Hdwe. Co 6625 E. Washington Bivd AC. McClure & Co 333 E Ontario St NEW JERSEY ALLENTOWN 
Jarvis Elec. Sup. Co 1415 E. Washington Bivd P 2S Acme Electrical Co 432 W 103 St ELIZABETH CY. Schelly & Bros. In 448 N. 16th St 
Lindsey & Hall Co 1036 S. Hope St South Side Electric Sup 5908-10 S Halsted St Eagle Sales Co 900 Magnolia Ave y SS., IRE 
Pacific Merchandise Co 2440 E. 12th St States Supply Co 2300 Warren Bivd HILLSIDE HARRISBURG 
Union Hdwe. & Metal Co 5555 Ferguson Dr Sterling Whsie Hdwe 2327 S. Damen Ave Milton Amster Co 1447 N. Broad St Fiuorescent Supply Co 2211 Paxton St 
NORTH SACRAMENTO IRVINGTON LANCASTER 
Sacramento Whsie. Hdwe Co 1001 Del Paso Bivd EVANSVILLE INDIANA Hy Maitz Hdwe. Co 735 Springfield Ave Herr & Co., Inc Prince & Chestnut Sts 
SACRAMENTO Boetticher & Kellog Co., | 1W. Fulton Sst, NEWARK PHILADELPHIA 
Capitol Whsle. Elec. Co 1235 “S” St meamanensn acne . Phoenix Hdwe. Co 95-99 Howard St Supplee-Biddie-Steitz Bristol & Fifth 
The Thomson-Diggs Co 1801 Second St Van Camp Hdwe. & Iron 401 W. Maryland St PENNS GROVE Edw. K. Tryon Co 815 Arch St 
SAN DIEGO Vonnegut & Co 402 W. Maryiand St R. F. Willis Co., Ing 7 Oak St Weiner Mfg. Co 56 N. Second St 
Wilson F. Clark Co 500 “L” St 1OWA NEW YORK PITTSBURGH 
SAN FRANCISCO DES MOINES ALBANY American Hdwe Supply Co 41 Terminal Way 
Baker & Hamilton 700 Seventh St Crescent Electric Supply Co 313 S. W. Sth St meee ong Aeray yy wey ~ A - YORK 
Robert O. Bossinger Co 419 Tenth St L. H. Kurtz Co 100-114 Court Ave ply x y Jno. E. Graybill & Co Broad & Walnut Sts 
J. B. Calder Co 1017 Howard St KENTUCKY BINGHAMTON 
Dunham, Carrigan & Hayden Co 2 Kansas St LOUISVILLE L. J. Kingsley Co 1-13 N. De Pot St SOUTH DAKOTA 
sorehine Corp 450 Townsend St. Beiknap Hdwe. & Mfg. Co HIE. Mainst BUFFALO ae nat 
Genera! Electric Supply Co 1201 Bryant St p R : Con-Roy Sales & Distributors 715 Elmwood Ave Fensel’s Electric Supply Co 
Graybar Electric Co 1750 Alameda St MARYLAND Frontier Electrical Supply 3242 Main St SIOUX FALLS 
Herning Co 1178 Folsom St BALTIMORE Lennis Products, Inc 1800 Filimore Ave Tri-State Electric Co 407 E. 8th St 
Lewis Leavy Co 956 Mission St Baltimore Gas Light Co 111 E. Lombard St Weed & Co 95 Swan St 
Nusbaum Whsie. Hdwe.Co.,inc. 871 Folsom St FREDERICK MALONE TENNESSEE 
Sioss & Brittain 100 Potrero Ave Frederick Trading Co Northern Hdwe. Co. Inc 98 E. Main St KNOXVILLE 
Westinghouse Electric Sup. Co. . 201 Potrero Ave MASSACHUSETTS NEW ROC 4ELLE House Hasson Hdwe Co.,inc.. 757 Western Ave 
SAN JOSE BOSTON Max Goldman, Inc 589 North Ave MEMPHIS 
Diell Electri¢ Supply Co 615 Stockton St Arvedon Distributors 73 Portiand St NEW YORK Orgill Bros. & Co 10-56 W. Carolina 
Carolina Ave. & Florida St 
VERNON S Simons Hardware Co 48 Canal St Hdwe. Distributors, Inc 1769-79 Boone Ave 
Wesco Merchandise Co 3111 E. 44th St CHARLESTOWN Manhattan NASHVILLE 
VISALIA Maiden Mop and Brush Co 7S. Eden St Atlas West Corp 60 Warren St Keith-Simmons Co., Inc 14 Cummins Sta. I 
Empire Supply Co 901 E. Main St HOLYOKE Beniott Electric Supply Co 46 Hester St TEXAS 
COLORADO J. Russell & Co., Inc 359 Dwight St. © &H Menzer Co 105 Barclay St DALLAS 
DENVER LAWRENCE Norman Korvchrens, tne,” 103-111 Merray st, cultum, & Boren Co pet 
. u 
Hendrie & Bolthoff Co 1635 17th St Treat Mardwere Co 596 Essex St Masbeck Héwe. Co 330 mene St The Schoellkopf Co 806 Jackson 
om" SOUTH BOSTON ene 
: ALT LAKE CITY 
Park City Distributors. Inc 80 Pulaski St Milhender Distributors 297 Dorchester Ave Central Queens Elec. Sup. Corp 92-35 166th St ye c aiiet yall 105 N. 3rd St.. West 
DISTRICT OF COLUMBIA —_ Yonkers venaneen 
Double Day Hill Electric 1135 Okie St., NE Buhi & Sons Foot of Adair St. 31 Goler Electric Supply 166 Ludiow St NORFOLK 
Fetterman Hdwe. Co 50-56 “H” St., N.W Electrical Specialties 16940 Hamilton Ave ROCHESTER Watters & Martin, Inc 110 E. Water St 
FLORIDA Mechanics Too! & Supply 5712 12th St A.L. Faik Co 1286-1290 St. Paui St o 
JACKSONVILLE RICHMOND 
Florida Hdwe. Co 436 Cassat Ave MINNESOTA ROME Virginia Carolina Hdwe. Co. . 1318-20 E. Main St 
MINNEAPOLIS Wardwell Hdwe Co., Inc lll W. Liberty St 
MIAMI Coast-To-Coast Stores 7500 Excelsior Biva SYRACUSE WASHINGTON 
Frank T. Budge Co 401 N.W. 7st St S$&MCo 1301 Hennepin A WALLA WALLA 
pin Ave Lincoln Supply Co 109-115 Otisco St 1011 N. Ninth St 
=. >, PEVERSSURG ST. PAUL NORTH CAROLINA aenaeeniaaan 
Ciarke Siviter Co 645 First Ave., South Farwell, Ozmun. Kirk & Co CHARLOTTE WISCONSIN 
TAMPA E. Ketlogg Bivd. & Jackson St Allison-Erwin Co. 2920 N. Tryon St EAU CLAIRE 7 
|. W. Phillips & Co Morgan & Beli Sts MISSOURI GREENSBORO Southern Minnesota Elec. Sup. 413 Galloway St 
GEORGIA ST. JOSEPH Odell Hdwe. Co. 1010 Seott Ave. = MANITOWOC 
ATLANTA Wyeth Hdwe. Co 301 N. 2nd St NORTH DAKOTA Rahr’s, inc 901 S. 8th St 
Sharp Horsey Hdwe. Co. 276 Marietta St., N.W Central Hawe. Co 4200 N. Union Bivd John iverson Co Badger Paint & Hdwe Store, Inc. 5001 W. State St 


MORE EXCITING PROFIT MAKERS 


model 500-LA 


$795 


LIST 





Multiple Outlet Reel 


ie in with the big 


Informative consumer folders, attractive self-display 
cartons, special fall and Christmas display signs and 
newspaper ad service kits are available for your use. 
Use them to tie in with Cordomatic advertising. Be 
Sure you’re ready when the campaign begins... 
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model 125-DC, ode! 200. 
oo tt model 200-HA 
$395 $995 

LIST 4 LIST 


tt wa 


$495 


LIST 
Heavy Duty Drop Cord Set 





see DackK OF tnis page y 
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HAS ITI! 
A, Exclusive, 


patented 
PAD-LOCK TOP 





res 


i fe ee iil aad 
pease. Ceteme ce « BUT IT THIS! 

el ralotaliale Medio) *iial® locked-in smoothness @ Specially-treated PAD- 

- LOCK top grips and 

“locks” pad to its surface! 












cme oe situme > 
Fecnatnet by > 


i il . 
Good Housekeeping @ Fully ventilated to pre 


vent heat build-up! 


0 45 aoveansee WAYS 
@ Fingertip-touch height- 
control bar! 











Base your ironing table business on the Arvin 
line for advantages that put you ahead of com- 
petition—in sales appeal and sales! Arvin’s 
exclusive PAD-LOCK feature costs no more 

. and brings you more turnover in ironing 
tables. Also custom-fit pad and cover sets for 
every table. Phone your distributor today for 
full facts and discounts. 


Model 391 


Deluxe MET-L- TOP—any height adjust- 
ment from 25"-36". Four wheels permit 
rolling when in use or folded flat. Blue 
top, chrome legs. Shpg. wt. 201% Ibs. List 
ea. $15.95* 


*Prices slightly higher far West and South 














Model 389 Model 237C Model 200C 
A top-seller. Instantly adjustable to any height Sparkling style, lightweight, and widespread legs. A lightweight beauty. Adjusts to 11 heights, from 
between 25” and 36”. Sturdy, steel tubular legs. Eleven height adjustments from 25”-36”. Folds 25° to 36”. Space-saving, T-leg understructure. 
Folds flat. Blue top, gold-tone legs. Shpg. wt. 20% compactly. Blue top, gold-tone legs. Shpg. wt. 15 Folds flat. Biue top, gold-tone legs. Shpg. wt. 13 
Ibs. List ea. $13.95° ibs. List ea. $9.95" ibs. List ea. $7.95" 










WE FR METLTOP IRONING TABLES... 


ea hoe SOLD THROUGH DISTRIBUTORS ONLY 
| Arvin also manufactures radios, phonographs, electric fans, electric heating, portable 
eS oS A) electric heaters, leisure furniture, barbecue gril/s, car heaters and car mufflers. 
a ARVIN INDUSTRIES, INC. * Columbus, Ind. 
Furniture & Housewares Division 


‘ 


MILLIONS OF FAMILIES ENJOY ARVIN PRODUCTS 
< Want more facts? Circle 111, p. 103 Want more facts? Circle 112, p. 103 A 
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SUG AUN) AUTOMATIC - ELECTRIC 
CAN OPENER and KNIFE-SHARPENER 


starts at the touch of a finger, and turns itself off automatically when 
lid is cut out. Opens all standard cans...leaves a safe, smooth 
edge. Powerful, ceramic magnet picks up the cut-out lid. Full-size 
electric knife sharpener included, And it’s portable. Handsome cabi- 
net in choice ofcolors,withchromeand goldtrim. Model 2100 *27. 95 


NEW!...SWING-A-WAY jf 


Automatic-Electric Can Opener 


All the features of Model 2100, but without knife sharpener. 
White cabinet with chrome trim. Packed in 3 color gift 
carton. Model 2200 $24.95 


SwinG-A-Way MANUFACTURING COMPANY 

ST. LOUIS 16, MISSOURI 

IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO as 
Want more facts? Circle 113, p. 103 

















24 © HARDWARE AGE, October 8, 1959 














The Tools Women Reach For— 
For Gayer, Brighter Kitchens a 









Line of Chrome Plate 
39¢ KITCHEN TOOLS 


~~ 
a > \ 
a . > at 
7 > ; 
‘ 





ye  JET-STREAM STYLING 
Consumer-tested and approved 





9 KITCHEN-COORDINATED COLORS 
Red « Yellow + Black « Turquoise 
Natural Wood 


MIRROR CHROME PLATE 
Lasting sparkle » Easy to Clean « Durable 


AND EVERY PIECE PRICED AND LABELED 
FOR EASY, CONVENIENT BUYING 


The 






AN SRO Xp Line is Styled and Priced for A-C-T-!-O-N 


Stock The Tools Women Reach For - for Faster, Steadier Sales! 


made by THE WASHBURN COMPANY - Worcester, Mass., Rockford, Illinois 
ar Wh Quality, First 7 Coernic, C Ter 


HOUSEWARES * RACKWARES * HARDWARE * OUTDOOR COOKING EQUIPMENT 





Want more facts? Circle 114, p. 103 
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Youse sCaniei 


®MAXIMUM MEAN LIGHT OUTPUT FOR 2500 HOURS OF LIFE 
ON REQUEST 


** NAME 


YOUR TOP QUALITY, LONGER 


" dome 
us 


TRIPLE LIFE! MAXIMUM LIGHT! 


al 





Stores report biggest dollar volume—biggest unit profit! 


At last a light bulb that gives you top dollar 
volume, top unit profit (up to 300% more 
than standard bulbs)! A major store’s ad on 
Duro-Lite brought “more dollar volume in one 
week than from all our other bulbs in previous 


two years.””” 


You attract new customers for this triple-life, 


oe 





; 
: 
; 


| Gaiters | 
4 house beautiful b 


Don't delay! 
Send for particulars. Make your bulb business better business with 


FLAMESCEN 


maximum light bulb, because it has built-in 
superiority from Cooling Crown to brass base. 


Smart women everywhere are redoing their 
homes with Duro-Lite bulbs for individual 
room lighting effects. Make the most of the 
growing demand for America’s first uniquely 
styled, precision-engineered triple-life bulbs! 


Full page, full color national advertising! 


Duro-Lite’s dramatic advertising program breaks in Good Housekeep- 
ing, House and Garden, House Beautiful, Living For Young Home- 
makers, and other national magazines this fall—sending consumers 
specifically to hardware-housewares dealers! 


Promotion aids to steer traffic into your store—floor, counter and 
window merchandising displays; window streamers; ad mats; ete. 


Want more facts? Circle 115, p. 103 
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NTS PENDING 

















PROFIT, LONG LIFE LINE! 


MOREY... ce cece eee es QQ The secret’s in the Cooling Crown! 


Safeguards the heart of the bulb—the filament— 
by drawing off damaging heat. Provides a “space 
barrier” against bulb blackening. 


Sturdier Filament! 


And extra filament supports! Duro- 
Lite bulbs light up after bumps and 
vibrations standard bulbs can’t take. 


Proved by industry! 


Proved by 30 years of rigid use in industrial plants. 








3-WAY CANDELITE® CRYSTALIER '” 
Stays 3-way The light that “Cut glass” 
all the way! flatters! elegance! 





30N0ED 










=D, aE 

= . {* > 

G U AR A NT E E / 7 SS Good ee ee 
with } = 4 or as AdveaTisto ites 





every bulb = 


= 





FLAMESCENT™ TRU-WHITE® INSIDE FROST 


Modernillumination, Glare-free white — Standard finish ; 
gas-flame charm! uniformly over bulb! super service! 


, | ‘ DURO-LITE LAMPS, INC. + North Bergen, N. J. 
, T, A subsidiary of Duro-Test Corporation, 
| world’s foremost specialists in 
@ the manufacture of long-life, special-duty 
light bulbs for industry. 


Want more facts? Circle 115, p. 103 
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Youll be 
sitting pretty. .. if you order plenty 


of Sterling Halite now, 
before winter storms hit! 


ns Slant inal a 2 
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The season's first storms will start a rush on Sterling Halite—to onniems mes eee ene 
clear sidewalks, steps, driveways of snow and ice! So be prepared 48.9% greater melting power than other snow 
. . and ice treatments at 30°F! + Dissolves 46 times 
for extra profits. Order Halite today and order enough. Halite ae cue edie an: qnewsen taal « Chek elieaten 
comes in 10-lb. bags (6 to a bale), in 25-lb. bags with carrying spread while snow is falling or before freeze! 
: : bs = * Breaks up ice and hard-packed snow by fast 
handle, and in 100-Ib. bags. FREE: Folder of ‘‘Merchandising sep umne satienl «dent ender vier Ghats at ent 











Ideas’’ to help you sell more Halite all winter long. Send for it today. 
INTERNATIONAL SALT CO., INC., SCRANTON, PA. 
STERLING HALITE melts danger away / Baltimore + Boston + Buffalo + Chicago + Cincinnati « Cleveland 


Detroit - Newark + New YorkCity - Phila. + Richmond « St. Louis 
Want more facts? Circle 116, p. 103 
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PRODUCTS 


head and shoulders above competition 


in FEATURES and PROFITS 


Advantages of 
YARD-MAN 
dealer program 


@ BONUS PROFITS 


Direct-to-dealer distribu- 
tion adds big extra profits 
for you, plus Early Order 
Bonus. 


@ EXCLUSIVE ORDER SYSTEM 


You receive Top Quantity 
Discounts all season long, 
regardless of delivery 
date. No storage problems 
and no reason to tie up 
your cash before selling 
season starts. 


@ MONTHLY SALES PLANS 


Fully prepared, easy to 
use, these proven pro- 
grams create sales all 
season. 


UNIQUE SAFETY CLUTCH 


SUCTION LIFT BLADE 


V-BELT DRIVE INDEPENDENT BLADE SHAFT 


UNIQUE SAFETY CLUTCH AND V-BELT DRIVE... 


are just two of the outstanding engineering developments that 
place YARD-MAN quality mowers head and shoulders above 
all competition .. . sales features that attract and sell customers. 


FULL YEAR GUARANTEE on engine and parts, LIFE TIME GUAK- 


@ CONSUMER ADVERTISING 
Timely national ads in the 
magazines your customers 
read and respect. 


e PLUS 


Free sales literature, 
point-of-sale material, co- 
op advertising budget, 
banners, newspaper ad 
kits and other special 
sales aids. 


ANTEED Bridge-type Housing, “INSTA-CONTROL” HANDLE and 
famous YARD-MAN PRECISION are more “blue chip” features 
that increase sales of this high profit, sensibly priced, quality 
line of power mowers. Sales records of YARD-MAN Factory 
Dealers across the nation prove it. 


Note the important Dealer Program features ... then write for 


complete details today while you have a chance to become a 
YARD-MAN Franchised Dealer. 


J 
\WARD-MAN 1402 W."GANSON ST., 
an 


INCORPORATED JACKSON, MICH. 





Exciting, New 


Motorette 


TWO MODELS FOUR MODELS FOUR MODELS THREE MODELS THREE MODELS 
16 and 18 inch 18 and 21 inch 18, 21 and 22 inch 21 and 22 inch 2 and 2% H. P. 


Want more facts? Circle 117, p. 103 
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“OUR NATIONAL BOOKKEEPING MACHINE 
up-to-date records. 


quickly gives us accurate, 








MICHAEL URAM, OWNER, 
Thriftee Hardware and 
Home Supply Company. 


THRIFTEE HARDWARE 
and Home Supply Com- 
pany, McKees Rocks, Pa. 


ey 


CUSTOMERS, TOO, like the Auto- 
matic Change Dispensing feature. 


“Our ational Cash-Charge-Posting System 
saves us *6,000 a year... 


pays for itself every 12 months! 





‘We have been using a National 
& harge-. Posting System for over 10 
years in our two store operation,” 
writes Michael Uram, owner, Thriftee 
Hardware and Home Supply Com. 
pany. “A majority of our business is 
on a revolving account charge system 
—a factor which increased our busi- 
ness 30% in the last two years. But the 
credit for maintaining this truly accu- 
rate and profitable charge system 
belongs solely to our National Charge- 
Posting System. 

“A year ago, we installed a National 
bookkeeping system and reduced our 
bookkeeping costs by 50% while still 
maintaining maximum accuracy and 
control. Now our National Syvstem 
handles all acceunts payable, cash re- 


)>? 


—Thriftee Hardware and Home Supply Company, 


ceipts and disbursements without the 
delay and error which were common 
with our old hand-posting method. No 
longer do we spend hours trying to 
correct mistakes caused by illegible or 
inaccurate handwriting — thanks to 
our National System. 

“Our records show that a National 
Charge-Posting System is an excellent 
investment. 

tecnica “genni 
Dispensers save us $6,000 a year. 
pay for themselves every 12 months!” 


Dan tut lew 


Owner, Thriftee 
Hardware and Home Supply Company 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 
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McKees Rocks, Pennsylvania 


Your store, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly 

through savings, then 1884 
continue to returna 


regular yearly profit. er 
National's world-wide Wo 
service organization YEARS 
will protect this profit. 1989 


*TRADE MARK REG. U. S. PAT. OFF. 





CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 


nce PAPER (No Carson Required) 


ee A 99 
Wilbur Chapman smiles as he checks the Worthington 
delivery list against his stock order. 
YOU ORDER! gue ae 


...only 63 “shorts” on Chapman 
Hardware’s 3,052 item 
Stock order 


When you order from Worthington, you get 
practically every item you want—immediately! 


Worthington has reduced “shorts” to a new Stock in place, Chapman Hardware is a modern, 
minimum... less than 3.8% for 1959 to date. independent store . . . ready to serve its customers. 


For example, when Chapman Hardware, Man- 
lius, New York, placed its recent stock order for 
3,052 hardware items, Worthington delivered all 
but 63 immediately. Work on the order was 
started Monday . . . merchandise was shipped 
Tuesday afternoon. 


Service given the Chapman Co. is not unusual. 
It is typical of how Worthington, with its ample 
inventory on over 40,000 different items . 
systematized order handling. . . and ‘‘16 hour- 
per-day”’ loading dock operation, serves every 
customer, 


This service is yours for the asking. Your H. E. Stewart, Worthington salesman, was 
Worthington salesman will consider it a pleasure on hand to ———ae in stock 
to work with you. A-612A 








THE GEO. WORTHINGTON Co. 


CLEVELAND 1, OHLO 


Want more facts? Circle 119, p. 103 
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No. 430 























PICK MATTOCK 
No. 2% 5 Le. 
CLAY PICK 
No. 424 
No. 280 5, 46,7, 8B. 
CONTRACTORS’ PICK a — 


8 LB. 





No. 63-E 
EXTRA QUALITY 
WRECKING BAR 
24"*, 30°', 36° Length 











No. 75 No. 400 
PINCH POINT SQUARE HEAD WEDGE 
CROWBAR 3, 4,5 LB. 














| , 
ee No. 63 


CARPENTERS’ WRECKING 
BAR 


12°", 18°°, 24°°, 30°", 36° Length 








No. 88 
TAMPER TOP Yas 
POST HOLE DIGGER VE? 
16 LB. 


Stock these 
IRON CITY TOOLS 


for 75% of your 
heavy hand tool 
requirements 







No. 74 
WEDGE POINT 
CROWBAR 
18 LB. 
























Here are the Iron City Tools with 
the fastest turnover. Three of 
‘. every 4 calls for heavy hand | 
tools are for one or more q | 
of these items. You can stock a“ y, \ 8 
the weights listed with con- | | ; Wie pOUsLE-FACE 
fidence — they'll move. ——" “ted 


4, 6, 8, 10, 12 LB. 
most popular 


ow ara 


tt Me 
™ ¢ 
~~ 












No. 229-H 
NEVADA (Long Pattern) 
STRIKING HAMMER 
8 LB. 
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BOX 791 ¢ WARREN, OHIO 
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LAWN-BOY 
Grass Catching LAWN-BOY \ “J ROTARY MOWERS 


Model 7250, 21”, $99.95 we 





“ 





QUIETFLITE 


Model 5250, 19”, $99.95 


Ma SAAN 


Model 8210, 21”, $114.50 Whe 6 We 


SPECIAL 


Model 3050, 18”, 
| \ \ $59.95 





DELUXE 


Model 7210, 21”, $89.95 
Model 5210, 18”, $79.95 






RIDER-MOWER 


Model 9272, 21”, $259.90 


e 
@ The 1960 LAWN-Boy line gives you more to sell, for a longer time. You 
profit more with this broader line on a franchise basis. Prices are right too! 
Plain-talking, hard-hitting national advertising, a strong co-op program, and 
common-sense merchandising aids are all set to make 1960 your biggest 
. LAWN-BOY year yet. And backing up the program is the famous LAWN-BOY 
Now! LAWN-BOY quality warranty and over 3500 Authorized Service Stations to help keep your cus- 


tomers happy. Yes! This is the year for you to go LAWN-BOY. Get the facts 
starts as low as $59.95! 


now. For the full profit story, send the coupon. 


Be sure to see LAWN-BOY... Booth 701 at the New York 
National Hardware Show and at the Chicago Lawn, Garden and 
Outdoor Living Trade Show, Booth 170 


Want more facts? Circle 122, p. 103 


LAWN-BOY reserves the right to make engineering changes 
without prior notification or responsibility to the purchaser. 
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for /960 ! 


NEW LAWN-BOY = =~ 
TILLERS \ Hs 


LAWN-BOY 
EDGER-TRIMMER 


Model ET-1, $69.95 


+ 


LAWN-BOY 
MASTER GARDENER 


Model LRT-3, $159.95 


Ha And the 
LIGHTWEIGHT & 


LAWN-BOY GARDENER \ SNOW-B 


Model LVT-1, $119.95 
(complete with accessory tines) 


OY 


a a 


New! Model SB-13, "team 
LAWN-BOY $159.95 So ~O 
PROFESSIONAL To extend your selling 


Models LPT-2 and L-252 


$269.95 season all year through! 


USTRY CLIP AND MAIL COUPON TODAY 
Li LAWN-BOY, Dept. HA-10, Lamar, Missouri 


oa 


BP ie 

7 mg Check one square ... 

LF | © Send me full details on the © Tell me how I can become 
: new 1960 LAWN-BOY line a LAWN-BOY dealer 

Lamar, Missouri, Division of Outboard Marine Corporation, M 

Makers of Johanson, Evinrude and Gale Outboard Motors. ba 


In Canada: LAWN-BOY, Peterborough, Ontario. 


* Name 
Address 
ug City Zone State 


Want more facts? Circle 122, p. 103 
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Which pump d 


Are your pump sales up 10% for the first six 
months this year? Your sales should show a 
10% unit increase if you have kept pace with 
the general sales growth of the pump indus- 
try. We sincerely hope you have enjoyed this 
increase in your pump business. 





ealer are you? 


Myers Sales 


; é 
. . » > 
‘ a @. 
‘ . tt i oe > Ke a 
é sige” 


Are your pump sales up 50%? This is the 
fantastic pace being set by Myers the first 
six months of 1959. While other companies 
may show an increase in business this year, 
Myers is leading the field with a growth 5 
times that being enjoyed by the industry as 
a whole. 


Confidentially We can’t help but point with pride to the sales success of Myers dealers 
throughout the country. Myers has coupled a hard-hitting merchandising plan and the 
leadership pump line for profitable gains in 1959. In the fierce competition of today’s 
market-place, they have proved the wisdom of being a member of the Myers Sales team. 


In November WATERWAY, Myers Dealer-Business Magazine, Myers dealers across the 
country will receive a new Confidential Profit Plan to help 


them strengthen their sales position even further. 


Contact your local Myers distributor NOW. He will be happy 
to talk with you about becoming a member of the fastest grow- 
ing, most progressive pump sales team in the country. Make 
sure you ask him to have your name placed on the WATER- 
WAY mailing list so you will get the complete facts on this 


new confidential profit plan. 





| Myers| The F. E. Myers & Bro. Ca. 





ASHLAND, OHIO 


KITCHENER, ONTARIO 


Want more facts? Circle 123, p. 103 
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Prospects unlimited| with YARDLEY PIPE 














YARDLEY recommends... 
YARDLEY FLEXIBLE PIPE* for (1) (3) (4) (6) (8) (9) 


Sizes: 14” through 3”; 75#-100# pressuratings; twin pipe for jet pumps. 


YARDLEY K PIPE* (RIGID) for (1) (2) (3) (@) (5) 6) (7) (8) &) 


Sizes: 14” through 6”; 100#-150# pressuratings and Iron Pipe Sizes. 
YARDLEY C/D — CONDUIT AND DRAIN PIPE for (0) (1) (2) 43) 44) 


Sizes: 2” through 6”, standard and perforated. 


YARDLEY FITTINGS* 


A complete line of molded fittings for all types of pipe 
produced to industry standards in Yardley’s own plant. 


* 
sD Write for details &) © 
* ( 4) | 
Golden Jet. 


YARDLEY PLASTICS CO. 
Engineered for use with jet pumps...and backed with 


ia LUMBUS 15, OHIO 
a written 5-year COST OF REPLACEMENT WARRANTY, 142 PARSONS AVE., CO 


ee a 


Want more facts? Circle 124, p. 103 
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WHAT’S NEW WITH YOUR 
MONE Y-MAKING FRIENDS 


MORTELL WEATHERSTRIPPING... NATIONALLY ADVERTISED 









r 


Mortite Weatherstrip now comes in 
' new eye-catching, speedier-turnover, 
faster-profit packages! 


Here it is . . . redesigned for more sales with Mortite .. . 
the new BARGAIN BOX! A real bargain-buy for your 
customers—the famous, nationally advertised “‘Fingertip 
Weatherstrip’’—90 feet of the finest weatherstrip 
money can buy. Enough for a full half-dozen windows 
and it sells for only $1.39 per box. 


DEALER PRICE—ONLY $11.12 

That’s list less 3344. Shipping wt. 25 Ibs. 

12 BARGAIN BOXES in each Dealer Carton. 
Newer, digger profit. You sell for $16.68 
THAT'S $5.66 PROFIT FOR YOU! 


Completely new and created especially to step-up 
impulse purchasing—the all-new, individually 
packaged JUNIOR BOXES. 12 boxes in each 
Mortite Counter Display Unit. Attractive, 
self-selling, plenty in a box to weatherstrip any 
average window—and at only 29¢ each retail, 
they'll go like wildfire. 


YOUR COST—ONLY $9.28 

List less 3314 of course. Shipping Carton contains 
48 Individual JUNIOR BOXES packed 12 
boxes to a Counter Display. Shipping wt. 16 Ibs. 
Order by Cartons of 48 only. You sell at 29¢ 

for a total of $13.92 AND THAT'S $4.64 JUNIOR BOXES 
PROFIT TO YOU! Stock No. JR-48 
































BARGAIN BOX 
Stock No. B-2 











| TOUND: coame: 


Foamflex doorstrip now ya 
comes in a new improved design that's  . 
more efficient than ever! 4 es 


Notice the exclusive, new “Offset” feature 

It adds new security—presses against the door y) 
stop for the most perfect, airtight seal you've ever 

seen. New wrap-around label tells and sells. 
Simple instructions in every FOAMFLEX 
package give easy, step-by-step information. 
Anyone can weatherstrip a door in 10 minutes! 


RETAILS FOR $2.29 

Your customer gets everything he needs to 
weatherstrip a door—even the nails. You get a 
handsome 12-Unit self-selling, Display Carton 
that takes only inches of floor space. YOUR 
COST, $18.32... YOU SELL FOR $27.48 
AND YOUR PROFIT IS... 9%9.16 






. 


For complete information and 
name of nearest jobber, write to 


Dy lortell 


508 Burch St., Kankankee, Illinois 


Remember ... you can DOUBLE-SELL! .. . Every purchaser of 
one Mortell Product can be sold the other by simply calling it to 
his attention. 





FOR OVER 18 YEARS! 
Want more facts? Circle 125, p. 103 
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MAKE BULL DOG 
YOUR PET TAPE... 


for every purpose 
¢ FRICTION 
e RUBBER 
¢ PLASTIC 




























































=le}-yge), 









EYE CATCHING, COMPACT 
COUNTER MERCHANDISER 
TURNS BIG PROFIT — IN 
MINIMUM SPACE. Discover the 
selling difference that imagin- 
ative merchandising makes! 
With BULL DOG, you get extra 
sales . . . impulse sales that 
speed turnover and build profit. 


BULL DOG is the name your 
customers know .. . the quality 
tape that sticks tight, stays tight! 






Sell the best. Sell BULL DOG! 









Sold only 
through verified 





wholesalers 

















BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Matting. Stair Treads - Automotive Hose 
more facts? Circle 126, p. 103 
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BOSTON WOVEN HOSE & RUBBER COMPANY 


DIV. OF AMERICAN BILTRITE RUBBER CO., INC. 








Now...a completely modern POWER measuring tape 
with P-U-R-R...fection in styling and performance! 





Deluxe POWER-SLIDE measuring tape 


with “Slide Control’ action* 





In keeping with today’s trend for 
clean, modern design and functional 
simplicity, the new Atlantic Deluxe 
POWER-SLIDE Tape is the ultimate 
in power measuring instruments. Sure 
to catch the eye at point of sale... 
sure to delight your customers with 
its advanced performance . . . and sure 
to earn you a larger measure of sales 
and profits! 





SELLING FEATURES A cinch to clinch the sale! 


The only “Slide Control” tape on the market 
Red and black ft. and in. markings, white faced 
Inside and outside measuring clip 

Available in 6, 8’, 10’, 12’ lengths, 42” blade 
(available for shipment Oct. 15, 1959) 








*HOLD finger tip on slide *RELEASE finger tip to stop 
for full retraction. retraction at any length. 


also new! 


Deluxe LEATHERETTE CASE 
Precision Measuring Tapes 

in 50 and 100 ft. lengths, %” blade, 
red and black ft. and in. 


markings, engineer's hook. 





Order the complete Atlantic Line of DELUXE, STANDARD and THIN 
Tapes! Styled to sell on sight, provide greater customer satisfaction, the 


Atlantic line offers a wide range of more than 20 models and sizes. Feature 
and display them all for extra impulse sales! 


Order from your Atlantic sales representative, or write for new low price 
lists to: 


ATLANTIC Industrial Corporation 


91-97 West Runyon St. = Newark 8, N.J. = Blgelow 3-S5000 


Want more facts? Circle 127, p. 103 
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TAKES OFF 
ITS HAT 
TO NOBODY: 








heh 


a> @-fe) Be 
HEAVY HEX NUTS 





Machine, lag, and carriage bolts. 
All sizes. Quick delivery from stock. 


cr 

—- 
— 
<i 
Hin 
_ 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export distributor: Bethlehem Steel Export Corporation, 


TH lene 


M 


BETHLEHEM STEEL Mii 


Want more facts? Circle 128, p. 103 
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ILCO “UNIVERSAL’ 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 
the way when the door is opened. Its installa- 
tion is neater, less obtrusive — no brackets are 
required. And finally, it is completely depend- 
| able. 


Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 





To cash in on Fall and Winter door closer sales... 


:) 10) Ue felt) aie Re)-) 7 ay tele Gp 


COMPLETELY UNIVERSAL! 


Bet 
% 3 ,/ } 
A cad y > 
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et 
we 
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ILCO “UNIVERSAL’ 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is... . 
without any mechanical change. . . on right or 
left hand doors. No more “‘ wrong handed”’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- ) be gp. vette, . 
applied or abused), have a rugged, leak-proof f| } i ¢iiaee a3 ‘ 1; 
construction, an extra powered helical coil 4 . conmuin i 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 
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BEST SELLERS “in the house” 
ilding Specialties 





aaa li STRIP 


MACKLANBUEG DUNCAN CO 








WEATHER STRIP ~“ 


This aes package unit means EXTRUDED ALUMINUM & DURABLE VINYL 
AVAILABLE IN easier handling for you... easier in- Made of sturdy, extruded alumi- 
STAINLESS STEEL stallation for your customers. M-D num and tough, durable vinyl. Per- 
Numetal door sets are available with fect for wood or metal doors. 
OR BRONZE regular door bottoms or with any M-D Comes completely packaged with 
threshold. necessary strip, nails, screws and 

instructions. 








Extruded Aluminum 


THRESHOLDS with Viny! insert 


MACKLANBURG DUNCAN CO 








WEATHER STRIP 


Fast-selling because it’s so easy to put 
on. This is the “original” coil metal 
and wool felt weather strip. Each 18 ft. 
a 5 yg ce Ng a aoe This beautiful vinyl-type threshold is available in either 
12 rolls. Alacrome or Anodized Albras finish. Albras is a perma- 
nent anodized color that will never tarnish — never 


needs polishing. Available 3%” wide by %” or 1%” 
Wu-GARD Automatic high or 1%” by 7/16” high. 


“* = 
ik) DOOR BOTTOM CALKING & _, 
Here's the perfect. automatic door bot- | GLAZING COMPOUND 


Smartly designed with silvery-satin fin- Na (ALK 

ish—will not rust or tarnish. Furnished World’s best calking compound (Atn 

in standard lengths—28”, 32”, 36”, 42” available in loads, with or without CALKING 
d 48”. 




















nozzle...hand squeeze tubes...or 

¥ pt., pt.. at. and gal. cans. Also fompound 
5-gal. and 55-gal. drums, gun or | 

knife grade. ; 


Nu-Glaze 


You can use and recommend this 
glazing compound with complete 
confidence that it always ‘stays 
. put.’’ Packed in ‘% pt., pt., and at. 
Natar® cans, 25 lb., 50 lb., 100 lb., 880 Ib. 
( ~~ drums. 





GLAZING 


easily when door seal out drafts ™ catuins ompound 


UP automatically DOWN snugly Ru 
to clear carpet against floor to Nompout 


opens. when door closes. se 











gr 


DOOR gl . DRIP CAP 


A. Made of extra thick 
wool felt and heavy gauge 
stainless steel, brass or 
aluminum. Standard 
lengths. Packed 1 doz. 
same length to carton. 








B. Extruded aluminum and felt door C. Extruded heavy duty drip cap—in 
bottom—in natural or anodized finishes. natural finish or anodized finishes. 


MACKLANBURG-DUNCAN | 277 


BOX 1197 . o) 40 .\n(0)\,V WROD An EO) AUN (0), EE since 1920 
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Complete Showcase of the Housewares Industry / 
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Ld Your Most Important Event in 1960 | 


Dee aNIAINIIA 
JEional Wousewares 


EXC 
January 11-15, 1960 


(MONDAY THRU FRIDAY) 


NOW Pua als WNL GAUL 


CHICAGO 
































Serving the housewares industry since Wists: 


NATIONAL HOUSEWARES wr U. ely Veoma ll i i-ae-U-t-jeley- wale). 
Talore la lol a-ba-te Malet Si lel ale) deh it) 





1130 Merchandis 6 Mee OD al let-lelemneol. Mam li ilalelt- 
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2,000,000 
REO OWNERS 
HELP YOU SELL! 


‘a sani , SEE US AT... 
There’s a “‘selling force’? of 2 million satisfied owners 
Lawn, Garden and Outdoor Living 


going for you when you sell Reo. They know Reo’s are a tg et 
built to last! They know about the quality engineering CHICAGO 

and rugged construction that make Reo the most de- Oct. 8-10 Booth 270 
pendable mower on the market. And they tell their 

friends and neighbors! Let them help you sell the quality 

line that’s really profitable. All Reos are backed by the NATIONWIDE, 


most comprehensive warranties in the field! ONE-STOP 


Get full details on the big 1960 Reo program at the SER! 


National Hardware Show and learn how Reo will deliver : 
even more sales and faster profits in the coming year. MOTOR WHEEL CORPORATION 
LANSING 3, MICHIGAN 
Want more facts? Circle 132, p. 103 
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means this to you..... 











Ames shovels feature the exclusive shock 
band construction, eliminating rivets at 
end of socket. There are no vertical rivets 
to break important wood fibers in han- 
die. You get all the strength nature built 
into fine Northern Ash. Ames shock band 
Utell MeMigal MeolM iim i lacel illite melile 
supporting the handle, a full 3” above 
ONE horizontal rivet. Laboratory tests 
prove Ames handles are stronger — 
Sigelilel Tam iilolime(ohA-Tailuil lil mol mali igelel> 
specifications. 


means this to you..... 


Quality shovels are tapered TWO ways. Not 
just from back to point, but also from center 
to side. Ames alone puts more steel where it 
counts. Remember — make sure your customers 
get all the advantages of Ames Exclusive 
Double Taper Forging. Blade unconditionally 


elle laelili t-te p 


Mme [*F-litS ametolalige) Ml Malo M-lerei(+l-Jal 


FINER PRODUCTS THRU HIGHER STANDARDS 
0.AMES CO. 


PARKERSBURG, WEST VIRGINIA 


Ames also manufactures the famous lines of Ames Aire Casual Furniture and Ames Maid Metal Household Furniture 


Went more facts? Circle 133, p. 103 
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UNIVERSAL Pour-Eady, 
VACUUM WARE™ 


THERMAL-SHOCK TESTED 


8-Hour Torture Test 
in Icy Chamber Proves 
Superior Performance! 


Beverage steaming hot, bottle 
unharmed after 8 hours in 
frigid chamber! This test — 
severest ever — demonstrates 
UNIVERSAL’S unique strength 
and heat retention powers! 


Pours like a pitcher, 
never drips a drop 
1. ‘*Pour-Easy’’ 10-oz. Bottle, 


No. 1180B. Pint (not shown), 
No. 26808. 


2. Wide-Mouth Food Jar, 
Pint Size (shown) No. 98918. 
Quart (No. 9892B), 10-oz. 
(No. 98908). 


3. “Pour-Easy"’ Quart Bottle, 
No. 3380B. With four nested 
cups, No. 33848. 


Styled right by RAYMOND LOEWY ASSOCIATES 
Built right, priced right by UNIVERSAL 


Proved performance! Rugged good looks! An unbeatable 
combination that makes UNIVERSAL the vacuum ware it 
pays to handle! Brilliantly styled by the world-famous 
Raymond Loewy Associates, this new line sells itself right 
off your shelf. Keeps itself sold, too. Famed UNIVERSAL 
features and quality are built in every UNIVERSAL item! 


America’s Finest Line of Vacuum Ware 


NEW Polyethylene 
“KLEEN-SEAL”’ STOPPER 
Odorless, stays clean! Pro- 
vides positive seal with 
easy opening and closing. 


Other UNIVERSAL extras 
® Never drips a drop 
® Easy-on, Easy-off Cup 
® New shock absorber mounting 
® Bottom opening for 
easy filler replacement 


UNIQUE 
DISPLAY PACKAGE 


Smartly designed, serves as an 
attractive space-saving counter 
sales piece. 


YOUR CUSTOMERS will be 
pre-sold by UNIVERSAL with 
Thermal-Shock Test promotion 
in SATURDAY EVENING POST, 
THIS WEEK and PARENTS’ 
MAGAZINE. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


Want more facts? Circle 134, p. 103 
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Anchorglass Punch Sets 















a 
| wr 

° a " > . 

19) iat LG 


sy 7% 





VAIN Ne] = 
Crystal or Milk-White 


600/75 W600/77 

Composition: One 6 qt. punch bowl, twelve 6 oz. punch Composition: One 6 qt. punch bowl, twelve 6 oz. punch 
cups, one base, twelve cup hangers and one ladle. fol] ol-Pae) a= 4 oY 1-1-M G;7-111,- Molt] MM at-1a1-4-1 6M late Me) al-MmE-Lo] (= 
Each set packed in gift carton, 4 sets to shipping Each set packed in gift carton, 4 sets to shipping 
carton. Wt. 53 Ibs. Set retails for about $5.00. No. 689 carton. Wt. 53 Ibs. Set retails for about $5.95. No. W689 
—Extra 6 oz. cups for above packed 6 doz. per carton, me St de- Mey AMolt] ol-M il ar-] 010)" -M oy-1el <0 Me [ey AM ol-] aer-1acelay 
wt. 24 Ibs. Cups retail for approximately two for 25¢. wt. 27 Ibs. Cups retail for approximately 15¢ each. 
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pack SALES WALLOP! 


Stock up now 
for happy 


HOLIDAY SALES 


Holiday time is punch set time. Nearly everyone 
wants a sparkling punch set to add a festive 
note to holiday gatherings. And when your 
customers see your display of beautiful, low-cost 
Anchorglass Punch Sets they won’t be able 

to resist them. You’ll reap the profits 

of all these impulse sales. 


These three 27-piece sets are handsomely 
gift packaged for easier handling, convenient 
display and minimum wrapping. Priced as low as 
they are, they still give you a high markup. 
So don’t delay—order your Anchorglass Punch 
Sets for happy holiday sales today. 
For additional information on these and other 
Anchor Hocking glassware, see your 
wholesale distributor or write us direct. 


COLONIAL 
se, tian NCHORGLASS 


soley micws makes you money...makes you friends 


Now... more than ever... 


Composition: One 8 qt. punch bowl, twelve 6 oz. punch 


cups, one base, twelve cup hangers and one ladle. ANCHOR HOCKING GLASS CORPORATION 


Each set packed in gift carton, 2 sets to shipping LANCASTER, OHIO 
carton. Wt. 31 Ibs. Set retails for about $5.95. No. 889 
—Extra 6 oz. cups for above packed 6 doz. per carton, 
wt. 27 Ibs. Cups retail for approximately two for 25¢. 


Want more facts? Circle 135, p. 103 
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ECLIPSE MOWERS 
give you more to sell in 60 


NEW DESIGN! 


There’s an entirely “‘new look’’ in 
the 1960 line of Eclipse Mowers. 
All models are color-coordinated 
for added sales appeal... golden 
yellow mowing units with spar- 
kling white engines and accents 
of black and chrome. Watch for 
exciting new features... new 
models. Sell Eclipse ... the Big 
“E”’ line with the New Design. 


ECLIPSE 
HAS IT! 


NEW COLOR NEW pEIGHT- -O-MATIC Mi - ABILITY* 


| y $ — iD hee 
; n> b Pr > Sp 


Rugged as a Rhino Durable as a Cat 


Se 
Fine, 
a. i Me aS 


Powerful as a Bull 


HAS IT! ECLIPSE 
EcLiPse. HAS IT! 


H A a | T ! * Design and construction to outperform all ordinary mowers 
year after year—for the lowest annual operating cost. 


PLUS...A special localized dealer advertising campaign in addition to Co-op. 


Write today for the com- 


plete story on Eclipse 
mowers...13 models 
available, rotary, reel, 


and riding types. Sell 
Eclipse ...the full profit 
line. 


THE ECLIPSE LAWN MOWER CO. Div. of Buffalo-Eclipse Corporation 
10917A Railroad St. * Prophetstown, Illinois 


Want more facts? Circle 136, p. 103 
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} 
WITH HANDY HOME WORKSHOP KIT 


\ 
\ 
START SALES OF PEG-BOARD UP \ 


| 
} 


‘ 


Here’s a compact, self-selling display carton of 40 genuine Masonite® 
Peg-Board® fixtures. Feature it as a Christmas special, then see how it spurs 


sales all year long of the nationally advertised Peg-Board hardboard panels. 


FREE! Masonite provides a complete set of newspaper ad mats. 
Use them to build store traffic and sales of Peg-Board panels and fixtures— 


and all your other items, too. Order now! 


Masonite Corporation 
Dept. HA-108, Box 777, Chicago 90, Ill. 


Rush facts on home workshop kit and ad mats. 


MASON TE ahiolhy 


CORPORATION 





Name 
“Masonite Corporation—manufacturer of quality panel products. Firm... 
Address 
City. 


Zone ie County 


' Want more facts? Circle 137, p. 103 
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TOOL CHEST 
AT YOUR 
FINGER TIPS 








CONTAINS 


|. Shelton Ratchet Handle — 
good grip — sturdy 

2. Straight Hex Adapter 

3. Offset Hex Adapter 





4. Five Hex Sockets 

5. Three Square Sockets 

» One Tool Steel Screwdriver 
Bit for Slotted Screws 





One Tool Steel Screwdriver 





5OCKE TOOL 


Everybody wants this amazing “‘do-everything”’ 
tool. The new ratchet-head Socketool handles 
almost all types of screws and bolts, fits slotted, 
recessed, square, and hex heads. Does the job fast, 
easy, too. A quality tool, built to last and please, 
the Socketool sells like magic. Specially at Christ- 
mas — dressed in the colorful gift sleeves shown. 
And after the holidays — just slip off the sleeves 
and put in stock. No extra investment. No bother. 
Order an ample supply of Socketools in gay, dis- 
posable Christmas wraps today. 


RETAILS % 2 38 


each 


SHELTON 
PRODUCTS 
INC. 


SHELTON, CONN. 


Want more facts? Circle 138, p. 103 
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Bit for Recessed-Head Screws 


PACKAGED TO 
SELL AT CHRISTMAS 
...and all year round 


* 
o*? @ te 6° 0 


*Reg. U.S. Trade Mark 





a “natural” for Christmas lighting! 


VocaALIne 


PERMA-PLUG 


4-in-1 outlet...ends messy wiring! = 


At Christmastime...in virtually every home—there U.L. and C.S.A. Approved. Installs in a jiffy — un- 
are never enough convenient electric outlets! Perma- screw old outlet plate, replace with Perma-Plug for 
Plug, the 4-in-1 outlet serves this big Christmas need 4 safe, permanent outlets in place of one! Ends un- 
—sells in volume all year ‘round! sightly plug-in connections. 


Self-Selling Perma-Plug Christmas Display and Ad Mats. 


Sell Perma-Plug right from this colorful, compact display—holds 6 units (ivory or brown 
to meet every home decor) . Ideal on counter, wall, rack, shelf—-anywhere! When the Yule- 
tide Season is past, remove the Christmas header—Perma-Plug moves in volume all year! 
Suggested Retail 69¢ brown, 79¢ ivory. Nothing like it—only Vocaline makes Perma-Plug! 





Cash in on the growing markets for 
Class ‘‘D’’ Citizens Band 
Radio — Vocaline Commaire 
for business and industry, home and 


Send coupon— 


Vocarine |: 
how VOCALINE 
COMPANY OF AMERICA, INC. can be your 


sports, anywhere private citizens OLD SAYBROOK, CONN. money-making line. 
want to keep in touch—this low-cost 
2-way radio has tremendous appeal! 


[] Perma-Plug [} Commaire [] Vocatron 
F.C.C. approved—no operator's 


Name Title 








license needed. in a class by itself— 


for performance! 
Company 





Wireless Intercoms — Vocal- 


ine Vocatron — Ideal communica- 
tion system for home, plant, office. 


Address 





City a Zone State 








No wiring necessary — plug in and 
talk! Brilliantly styled. 


eeeeeceen eee eee ewe ee eeenen eee ee ee Se SE ee ee Oe ee ee ee ee eee 


[) dealer [] distributor 
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give your 
customers —~ 





4 World’s Finest Can Opener | do) 


For a limited time, you can order this complete eye-catching package — consisting of: 

1. 4 Dazey Canaramics — Model 102WM — White 

2. 4 Christmas wrapping papers and 4 luxurious Satintone bows (39¢ value each) 

3. Powerful self-merchandising carton 

4. Fully gift-wrapped dummy package for display 
-.- all for the regular price of 4 Canaramics alone. 
Six million LIFE magazine readers will read about Dazey’s free gift wrap offer... plus Dazey’s 
amazing LIFETIME GUARANTEE. (Canaramic is guaranteed for the lifetime of the user.) , 
To this sensational selling story, add the most important fact of all: DAZEY IS THE WORLD’S 
FINEST CAN OPENER! 


Smooth one-handle operation punctures, cuts and releases can. Exclusive super-honed, grease- 
sealed cutting wheel never needs sharpening, never leaves a ragged edge. Order now from your 
jobber, Dazey representative or write us direct. 


Retail & ea- including free gift wrap. 


Davaaem Ccren teed for LIFE 


THE DAZEY CORPORATION, ST. LOUIS 7, MO. Adver tised un 
Want more facts? Circle 140, p. 103 
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NEW SPOTLIGHT TOPS LIST 
OF PROFITABLE G-E 
c 
TRISTMAS LIGHTING SUPPLIES 


Le 
SUGGESTED RETAIL 


NEW GENERAL ELECTRIC 

WEATHERPROOF SPOTLIGHTS ~ 

hold PAR-38 type bulbs in any if Ma 

position — stick in ground (with ba $2.49 
detachable ground spike), hang % _ = 

up, or mount on outlet box. Fh 


GENERAL ELECTRIC OUTDOOR UTILITY CORD 
SETS connect spotlights, tree lights or any lights, 
outside or inside. 25-, 50-, 100-ft. lengths. (25 foot) 


GENERAL ELECTRIC THREE-OUTLET CORD SETS 

are handiest all-purpose extensions you can offer LS) Oc 
for inside Christmas lights of all types. 6, 9, 12, 15, 

20 ft. lengths. S wey 


GENERAL ELECTRIC STEP-SAVER APPLIANCE 
CONTROLS provide “remote control” of lights or 


Al 
=< appliances from up to 15 feet away. 


‘vstienas sceunil 


GENERAL ELECTRIC SWITCH-CONTROL CORD 
SETS with convenient feed-through switch eliminate 
problem of having to crawl under tree or furniture 
to unplug lights. 


7, ie setien SS 


¢ . 
Plan now to feature G-E spotlights and cord sets in your Christmas “ermcr® 
lighting displays. You'll be offering the items your customer needs — 
at the price he wants to pay — plus the safety assurance of Under- 
writers’ Laboratories, inc. approval on every G-E cord set. General 
Electric Company, Wiring Device Department, Providence 7, R. I. 


Progress ls Our Most Important Product 
GENERAL @@ ELECTRIC 


Want more facts? Circle 141, p. 103 
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BARREL: Special steel, proof tested. 24” round, crowned 
muzzle. Chambered for new, 22 cal. Magnum cartridge. 
ACTION: Extra-heavy duty receiver and bolt, specially de- 
signed for the new Magnum cartridge. Double extractors. 
I he Special satin, non-glare finish on receiver, breech cap, rear 
sight and matching trigger guard. Handy loading platform. 


New- type Thumb-operated safety. Grooved trigger. 


STOCK: American walnut. Monte Carlo design with cheek 


shoot ing al / piece. Pistol grip cap and butt plate set off with white liners. 


Sling swivels. 


gun fans are SIGHTS: Rear with “U” notch and adjustment for windage 


and elevation. Bead front. Receiver grooved for scopes. 


Cx cit ed about Weight about 6 Ibs. Length over-all 4434”. Easy take down. 


Both rifles tapped and drilled for 
these high-precision Mossberg sights. 


1? 


oF ~ eee 








The new Magnum, rimfire cartridge for S-330 Receiver Peep Sight, Pre- S-320 Hooded Ramp Front Sight 
which this rifle is designed is an entirely cision-made with % min. adjust- offers instant choice of either 
new concept in a 22 bullet—a 40-grain, ments for windage and elevation, bead or aperture. 


jacketed, hollow point, expanding bul- 
let... with upset characteristics match- 
ing many a big game load. See com- 
parison of 22 cal. L.R. and Magnum, 
actual size at right. 


O. F. MOSSBERG & SONS, INC. 
91610 St. John St., New Haven 5, Conn. 





for accuracy 





ee 
aoe 
PIES 


\“Chuckster? 


5-shot bolt-action 


repeater 


$39.88 retail 


Model 1A25 C-LECT-POWER Scope 
shown. $24.95 additional. 
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A great Meisselbach fly reel design 
brought to rugged perfection by 
Airex .. . in five handsome versions, 
each the finest fly reel . . . the finest 
buy reel in its price range. 


ABLETTE No. 370 $4.95 


Rugged but light, the spool and housing 
are constructed of lightweight aluminum. 
Quick one - handed take - apart feature. 
Easily adaptable to either left or right 
handed use. Click is steady: heavy against 
fish, light on retrieve. Durable enamel 
finish. 278’ spool holds 50 yds. G level line. 


ABLETTE No. 371 $5.95 
3%" spool holds 50 yds. D level line. 


ABLETTE No. 373 $6.95 


Added to the fine features of the Ablette 
370 are the double hardened click pawl 
and stainless steel line guide. Non- 
corrosive hard enamel finish gives added 
long-lasting ruggedness. 27%” spool holds 
50 yds. G level line. 


ABLETTE No. 375 $7.95 
3%” spool; 50 yds. D level line capacity. 


ABLETTE No. 377 $12.95 


Only the finest custom-made fly reels boast 
such features as are found on this deluxe 
model of the Ablette. Micro-set drag with 
knurled contro! on rim of the housing. . . 
chromed line guide . . . quick take-apart 
feature . . . double hardened click pawls 
. .. adaptable to left or right handed use 
... non-corrosive epoxolite finish. A beau- 
tifully designed, beautifully made reel for 
the truly discriminating fisherman. 3%” 
spool holds 50 yds. D level line. 


AIREX CORPORATION 
Division of The Lionel Corporation 


411 Fourth Avenue - New York 16, N. Y. 
Want more facts? Circle 143, p. 103 
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Biggest Christmas 
in Stanley's 


bad co » * 


} 








Itt a0 nite to hawe e man around the howe ... Give him se aicnalissiat and see! 








HAND TOOLS ELECTRIC TOOLS 
X10A Unit Special 
Number Item Dealer Cost List Number Item Dealer Cost List 

ST1 4 “Steelmaster” hammer $ 3.33 $ 4.99 H75 Sabre Saw $31.15 $44.50 
SC1 4 W/S Camp axe (with sheath) 9.00 7.58 H36 Orbital sander 34.97 49.95 
oi 6” a a a H268 614” Builders saw 37.07 §2.95 

f OcK plane VU” dri 
700 Woodworker's vise 5.00 7.50 oy diner kit ro ~ 
295 “Surform’”’ file 1.80 2.69 . 
296 “Surform” plane 2.47 3.69 
H145K “Swirlaway” sander kit 2.47 3.69 PLUS... 
64 Chisel set 8.00 12.00 $34.20 OF FREE MERCHANDISE OR SAVINGS 
H1220 Hand drill 3.29 4.95 ee ; 

ere’s what your customer gets 

X10A Unit 1 each of 10 tools above 39.85. 93.80 with ...H75 Sabre saw—/ blades worth $4.90—Free! 
100 roto flyers FREE—4-color window display FREE—with your order H36 Orbital sander—2 permanent abrasives 
for X10A Unit. worth $4.00—Free! 

a H268 Builders saw—steel case, etc. worth $15.00—Free! 
X25C Stocking Includes 5 ea. of 5 carded H131 Drill—reg. $24.95, now $18.95—$6.00 off! 
display unit tools—total of 25 tools $16.67 $25.00 H81 Power drill kit—reg. $43.25, now $38.95—$4.30 off? 
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Too! Promotion 


Sts 40 nice to have a man around The house 


4 pee sive him Stanley tools... aad wet 


Co)  —— 


Complete dealer package fea- 
tures your best tool sellers ... 
plus the sellingest consumer 
advertising campaign—ever! 


This 4-color spread 
in Dec. 5 issue of 
The Saturday Evening Post 


w site le be used a3 
quality tools by Stanley 








Big 4-color store display, featuring the illustration in 


3 pages in POPULAR MECHANICS, Stanley’s post ad—an ideal stopper for counter, win- 
Dec. issue dow or island. 
9 pages in POPULAR SCIENCE *Packed as part of the hand tool X10A unit, and sent, on re- 
’ 


quest, with every order for 4 or more electric tool specials. 
Dec. issue 


1 page in HOME CRAFTSMAN, 
ee ies tee NOW’S THE TIME TO ORDER 


For details of terms, shipping, billing, etc. phone 
your local wholesaler or send coupon today to: 


CO-OP AD ASSISTANCE= 


For dealers and distributors. 


PROMOTIONAL AIDS = you 


get a generous supply of (1) Big 4-page rotograv- 
ure “‘flyers’’ showing all hand tool items plus 
other popular tools, and (2) beautiful 4-color gift 
guide pamphlet of the electric tool specials—both 
designed for in-store use or house-to-house dis- 
tribution with space for your imprint. Also avail- 
able, colorful tent cards that spell out prices and 
premiums on the electric tool specials. 


Christmas Promotion, The Stanley Works, 
3810 Elm St., New Britain, Conn. 


Please send me full details on Stanley's 
Christmas promotion of... 


[_] Hand Tools, [] Electric Tools, 
Name 

Company 

Street . 


City 


Eee ee 


PRICES SLIGHTLY HIGHER IN CANADA 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 

This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools * electric 

tools * builders hardwere ¢ industrial hardware © drapery hardware © automatic door controls * aluminum windows ® stampings 

© springs * coatings © strip steel © steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
REG. U.S. PAT. OFF. CANADIAN OFFICES: MONTREAL, P. @. ANO HAMILTON, ONT. 
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INTRODUCING... 


TWO NEW REVOLUTIONARY 
VACUUM BOTTLE CONSTRUCTION 
ADVANCES WITH THIS 










ys PINT VACUUM ni HERMDS 


~ Olronglas.. FILLERS 


TOUGH , SHOCK RESISTANT 











THERMDS 


TRACE MARK REG. U.S. DAT. OFFICE 


TOUGH, SHOCK-RESISTANT, 
NEW FORMULA 


Sirong/as... 


FILLER FOR LONGER 
VACUUM BOTTLE LIFE 


: LEAK-PROOF 
Free Displa WITH 10-UNIT ASSORTMENT 

OF STANDARD NECK PINTS, TRIPLE- SEAL 
WIDE MOUTH PINTS, IN FOUR STYLES, PLUS REPLACEMENT FILLERS. 
Complete assortment includes four styles of vacuum bottles and two replacement S70 Pp PF R 
fillers. Pint-size standard neck vacuum bottles are equipped with Triple Seal Stoppers 
—Stronglas(T.M.) Filler — Combination Tip Protector Shock Absorber — Cup with 


handle. Wide mouth bottles also equipped with Stronglas(T.M.) fillers and combi- GUARANTEED PERFECT 
nation tip protector — shock absorber .. . Available only on products by Thermos®. CLOSU RE. CORK IN SU L ATED 











— 

SPECIFICATIONS: | : 
Here is your fast-selling assortment complete | bay 
with free display: Sugg. Retail | 

Price Each 

2 #2234 ANNIVERSARY, STD. NECK, PINT .... $2.19 
2 #2284 ALUMINUM, STD. NECK, PINT .......... 2.35 
2 #5254 3-D PLAID, WIDE MOUTH, PINT ........ 2.75 
2 #2210 ICY-HOT®, STD. NECK, PINT. ............ 1.59* 
2 #22F REPLACEMENT FILLERS, STD. NECK .... 1.40 
1 COUNTER DISPLAY .......... FREE 
SEED DAEPER. nensesccovensonsenenneeooune $20.56 
SPECIAL COST . ....nccccccoccccceee $13.13 


YOUR PROFIT $7.43 OR 36.1% SS 
*Suggested retail price for this ed LS, 








SHOPPER STOPPER DISPLAY mont Abnoitey eskproot Wr proveny stapoge’ to 
ne ener mis pees ag = Aire rege pcs aang ai 
T. 10 Lbs. | 


| | THE AMERICAN THERMOS PRODUCTS COMPANY, 
AVAILABLE THRU December 31, 1959 | NORWICH, CONNECTICUT 





Canadian Thermos Products, Ltd., Toronto « Thermos, ltd., London 
Want more facts? Circle 145, p. 103 
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gifted. ideas... 


for presents that 
keep you remembered! 





from Rival 











1.Cool Thinking leads to this beautiful 
ICE-O-MATIC Portable Electric Ice Crusher. 
At the touch of a switch, delivers ‘custom 
crushed” ice in seconds! Use it anywhere... 
The center of attraction wherever it goes! 


2.Grand Opening for any size or shape 
can! CAN-O-MATIC Portable Electric Can 
Opener is keyed to the age of automation. 
Just press a lever... the job’s done! Manual 
Can-O-Mats, too, in wide choice. 


3. Entertaining |ldea—not only for special 
occasions, but for every meal of the day. 
PROTECT-O-MATIC Home Food Slicers in 
choice of hand-operated and electric models. 
Elegant gift for the whole family! 


LE 
‘" Guaranteed by ® 


! 


¥ Good Housekeeping 


* a 
2" 45 apvranstd mets 


RIVAL MANUFACTURING COMPANY, Kansas City 29, Mo, 


yr 
Rival Mfg. Co. of Canada Ltd., Montreal SS ° 
* HHH HHHHHsPHHsBPMPBP MMMM BM He 


Send the SLIM coupon today. I'd like to be a celebrated Santa. Rush me your special Gift Catalog. 


Slim prices for slim purses! (Attach Name - — Title 
business card or letterhead) 














Address en Sl 
t+ Ft HtHHHHHHHHHH HHH HH AHHH He Hee He He He He HE HHH HH Hee He HS 
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ORDER 
NOW... 


POWER lite 

World-famous 6V electric lantern. Shoots 800-ft. 
spotlite from side— widespread S 85 

floodlite from top. Made to last! 5 


FLASHING PCWERIite 
Same popular design as POWERIite. Has flashing 
red top with fresnel lens — highly visible! $595 





POWERTOP 


Compact. Handy. Handle and head fold flush 
with case. Head swivels 
180°. 6-volts. Only $439 


FLASHING POWERTOP 


As above, except flashing red top with 
fresnel lens. Stops ’em 4 mile away! $595 





mADE in 


} we 


BUY AMERICAN ! 
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1959 


for Christmas 






OUTTA, 


©) 5 Be Pe 2 On a O 
LANTERNS 


POWER-KING 

This 12-volt powerhouse shoots a piercing beam 
as tall as the Empire State Building! Handy 
adjustable head. Unbreakable lens. Sturdy 
metal case with easy-open feature. $ 75 
Here’s a man-size lite for only § 


is ca i. 


New Deluxe POWER-HEADS 


Four new all-chrome lantern heads’ 
for double-pack, 6-v. lantern batter- 
ies. Conventional bulb or Sealed 


Attractive Cartons 
All DELTAS are packed in 
colorful, attractive printed 
cartons. They’re perfect for a 
special Christmas display. 





Prices are list and do not include batteries. 





DELTA ELECTRIC COMPANY, Marion, Indiana 


LIGHTS THE WAY 


Circle 147, p. 103 





NEW CONCEPT in 


Lawn Mower Selling! 
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Any mower part will be replaced for one year for any reason, at no charge, 
except for $10.00 handling fee for complete engine replacement. Merely send 
part to factory, and replacement part will be returned immediately ! 


This totally new concept of PERFORMANCE INSURANCE is be- 
ing introduced for the first time on the new 1960 DIAMOND 
BRAND mowers, manufactured by The Great Lakes Tractor Com- 
pany, one of the world’s largest mower producers! ... AND we 
must admit that DIAMOND BRAND mowers can be PERFORM- 
ANCE INSURED only because of their superior construction and 
advanced engineering design. 


To prove that they can take it, they were torture) uNretoucHeD PHOTO 


. . - ©] an), | eae STEEL 
tested by running them into 7/8” steel stakes. No af 
STAKE USED TO TOR 


damage resulted to the mower or engine, but look jure test piamono 
at the stake! BRAND MOWERS 


Meet Us At 


WHY YOU MUST BE A DIAMOND-BRAND DEALER FOR 1960! : Booth #856 


NATIONAL 

1. GUARANTEED PROTECTED 5. FULL PROFIT HARDWARE 
FRANCHISE 6. NATIONAL ADVERTISING WITH # SHOW 

2. EACH MOWER PERFORMANCE BIG ADS IN NATIONAL a New York 
TESTED CONSUMER MAGAZINES kA . 

3. BREAKTHROUGH IN QUALITY . PLENTY OF BIG EXCITING ‘ Booth #250 
PERFORMANCE AT PRICES LOCAL SALES AIDS eg oat sonal 
IMPOSSIBLE 10 YEARS AGO. . INDIVIDUAL SERVICE FROM LAWN, GARDEN & 

. COMPLETE PROTECTION OF STRATEGICALLY LOCATED OUTDOOR LIVING 
YOUR CUSTOMER GOOD WILL FACTORY REPRESENTATIVES Trade Show 


Chicago 





INQUIRE IMMEDIATELY BEFORE YOUR 
TERRITORY IS TAKEN! 
PHONE, WIRE, WRITE or send COUPON 


ll a = = = = = a ee eh UL OU OU OD 


The Great Lakes Tractor Company 
510 Hanna Building « Cleveland 15, Ohio 
Phone: TOwer 1-4700 TWX: CV-909 
Gentlemen: 


Rush details on how I can become a FRAN- 
CHISED DIAMOND DEALER! 


Company 
Address 


eS - 





¥ * 


“Want more , Castel Circle 148, p. 103 





HARDWARE AGE, October 8, 1959 © 63 








You sell more of everything in Black & Decker 


LONG IL.INE 


Power Driver 
- and Engineered 
Attachments. 


| 
' & 
x 


FULL COLOR 
AD SMASH 


Timely savings spark sales of the 

L-O-N-G Line for you this Christmas 

... Black & Decker Power Driver $3.00 

less...6%”" Utility Saw $4.00 less... 

both till Dec. 25... Jig Saw, Finish 

CHA , Sanding and Saw Attachments... each 
casonve RE, at new low price of $14.95, as much as 


vag We owes ba ANIX F ‘ 
MECH ATED a $5.00 reduction! 
RM = 


3 JOURNAL 





The Saturday Evening Post spread fea- , 
tures B&D Christmas campaign... ' 
also full-page color ads in 120 local } 
newspapers ... monthly ads in Look ' 
; 
; 
i 





and Mechanics books .. . special ads to 
homeowners, farmers . .. timed to 
match peak buying periods! 


QUALITY ELECTRIC TOOLS 
TOWSON 4, MD. 


Order now from your wholesaler 


Want more facts? Circle 149, p. 103 
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introduces a stereo phono ata 
new low budget level for new 
high profits 


With this bright new budget-priced stereo phonograph, Arvin 
opens up a whole new market for you. A market practically un- 
touched until now. A market young in years but thoroughly knowl- 
edgeable when it comes to stereo phonograph performance. 
Imagine the extra sales you can rack up with this high-quality, 
low-priced unit during the peak sales season just ahead! Model 
2094 plays all 4 speeds, all record sizes. The light weight carrying 
case—compact as an overnight bag—opens up into a smart 
record playing unit with detachable speaker. Fifteen feet of inter- 
connecting cable included. ‘Two 4-inch speakers—one in each 
section—and separate volume controls for each channel. Dual 
sapphire styli. 45 RPM pop-up spindle in the turntable. Beauti- 
ful white and gray finish with brass trim and black and gray 
grille. $42.95* 
And remember, Arvin has a 
complete and varied selection 
of both phonographs and 
radios with “‘take-me- 
home” styling bound to 
earn a proud place 
in your sales tally 
this fall. 





Model 2094 closed 


this 3 a picture of your MEW stereo market 


Match this complete stereo system to catch sales from discrim- 
inating customers! Phono features 3 matched speakers, 4 tubes, 
separate bass-treble-volume controls, electronic crossover net- 
work, 45 RPM spindle, VM stereo changer for all 4 speeds, 30 
to 20,000 c/ps frequency response. Amplifier features 4 tubes, 
two speakers, volume/tone controls, crossover network, input 
jack. Both units are charcoal gray in color 


Phono: Model 7097. $119.95* 
Amp.-Spkr.: Model 1597. $39.95* 


...and don’t forget Radios! 





“International” 3-Band, 7- 
Transistor Portable. Receives 
foreign, local, amateur, ship, 
aero, marine, time and 
weather broadcasts. Features 
long range “whip” antenna, 
battery-saver switch, 5” 
speaker, push-pull output. De- 
livers 750 hours playing on 8 
“DD” flashlight cells. Hand- 
some black pigskin leather- 
ette case 


Model 9598 & 


ee 
ar A | 


$100° 


y 


Bright and breezy gift idea 
Six transistor pocket-size port- 
able gives 100 hours playing 
from four penlight batteries 
or 250 hours with mercury 
batteries. The neat gift pack 
also contains an earphone at- 
tachment, smart leather car- 
rying case and 4 batteries 


Colors: Black, gray, white 
Model 9594A $41.95* 
*Sii yntly & wer far we tand uth 


Arvin also manufactures 
Table and Clock Radios, Port- 
able Electric Heaters, Elec- 
tr Home Heating Units, 
Met-t Too Ironing Table x 
Steel and Aluminum Furni 
ture, Charky Barbecue Grills, 
Arviny! Wall Materials, and 
Automotive Muffiers and Ac 
Cé rie 


* a =, Consumer Products Division 
—_ / 


ARVIN INDUSTRIES, INC. 


COLUMBUS, INDIANA 
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as easy to carry as an overnight bag. 
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YOUR NEWEST a 
OUTLET 
FOR PROFITS 





HEAVY DUTY SUPER “200” 


The world’s most powerful 

rechargeable flashlight gives hours 

of bright dependable light from each charge. 

Has built-in Alnico® magnet — luminous switch 
Gift boxed. Adapter for auto charging available. 
Nationally advertised at $9.95 











POCKET-PURSE SIZE LIFE LITE 


This is the popular, all 

purpose rechargeable flashlight 
that has sold well all over the 
country. The modern, slim design 
appeals to men and women 
of all ages — makes a 
wonderful gift-promotion 
item. TWO MODELS 
Masculine — Gray & Gold, 
Feminine — Pink & Gold. 
Gift Boxed. Nationally Advertised at $5.95 


RECHARGE YOUR SALES WITH THE PROFIT “PACKED” 













pr~ 


LINE OF 


to Lito 


RECHARGEABLE FLASHLIGHTS 


The flashlight that NEVER NEEDS BATTERIES is now available 
in two models, two prices, three styles to appeal to all 
your customers. They are nationally advertised, beautifully 


designed and individually gift boxed. 


All models of Life Lite® have hermetically sealed power packs 
that never need replacement. If the beam becomes dim, 

the user merely plugs the unit into an ordinary 110V 

AC outlet to recharge. Life Lite® can be recharged over and 


over without harm of overcharging — will never leak or corrode. 


FOR COMPLETE PROFIT —STOCK THE COMPLETE LINE 


spe reer nie 
a | 
Colorful, eye appealing displays, complete with electrical outlet, are available 
for both price ranges, the $5.95 and the $9.95. They help you sell by showing 


the Life Lite to best advantage, and with the outlet you can show how easy it is 
to recharge the flashlight. 


WRITE TODAY FOR FULL DETAILS AND PRICES 


DISPLAYS FOR 
* COUNTER 
* WINDOW 
* WALL 


Lae Lik 





Gulton Industries, tnc.,Metuchen, N.J. 
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EVERY Bey, 


PROVEN SELLER 
FULL 40% PROFIT 


FOR DEALER 









-)4 5 
THAT 
—j 4 5S 


Complete Dealer Bell Department 
28 Bells with FREE.DISPLAY 
only $11.95 Dealer Cost 









Retails for $19.78 





A Real Assortment...28 BELLS! 





BRASS HAND BELLS SCHOOL BELLS 
CALL BELLS PATIO BELLS 
TEA BELLS COW BELLS 


There's a bell that's sure to appeal to each and everyone of 
your customers! People love the sound of a bell... put them 


out where your customers can pick ‘em up and ring them and 


















you've made a SALE! Order from your jobber. ge on 6) ga a ae ae a a a ee —_ 
. | Bevin Bros. Mfg. Company 

Order Now. Don't miss those fall and Christmas Sales. | 105 Duane Street, New York 8, New York 
’ ’ | 
Please send me more information on the No. 1200 ‘Bells | 
eo V i N os) ie oO Ss | that Sell’ Assortment. | 
— 
MFG. COMPANY, East Hampton, Conn. | Name — | 

Sales Representatives 
John H. Graham & Co. Inc. | Address —— 
105 Duane Street, New York 8, N. Y. | 
Company — 0 
j - - 

Res ces Ge ee a aw oe a ae em ow oe oe oe eral 
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Never perore: such spectacular adv wert ising fo. 





FULL COLOR ADVERTISING IN 
THE SATURDAY EVENING POST 


Only gifts by THERMOS are so dramatically presented to your customers. Ideal for friends, 
relatives and business acquaintances, gifts by THERMOS have the can’t-be-copied quality which 
makes them sell faster than any other line. For FREE Christmas Gift merchandising materials, 
ask your supplier or write us direct. 


BUILD CHRISTMAS DISPLAY AROUND THESE SALES “RAVENS 


VACUUM BOTTLES OUTING KITS PICNIC JUGS ICE CHESTS PITCHER SETS ICE PRESERVERS OVAL COOLERS 


THE AMERICAN THERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadian Thermos Products, Ltd., Toronto « Thermos, Ltd., London 


THE SPOTLIGHT OF LEADERSHIP /S ON PRODUCTS By « THERMDSs. 


Want more facts? Circle 153, p. 103 
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NEW 
BOONTONWARE’ 
PROMOTION HAS ae 


EVERYT 


Largest, most complete service for 8 
Melamine’s 3 most popular patterns — Killarney 


Sale-priced for big consumer savings 
Largest advertising-merchandising program 
Planned for your volume and profit 


Full Color, Full Page 
Advertisements This Fall, 
Aimed at 
53,900,000 Readers 

Life! 
This Week! 
Rural Gravure! 


53-PIECE SERVICE FOR 8 


95 Includes 8 each: dinner plate, 
S Seen sandwich plate, dessert dish, cup, 
stock Saucer, break-resistant tumbler — 

value plus decorated platter, vegetable 

$77.72 serving dish, 3-pc. sugar-creamer. 

Be Sure To Share In The Profit! Order Now! 
Written Guarantee Against Breakage 
bree 710K Wat’ 
finest of all melamine dinnerware 


BOONTON MOLDING CO., BOONTON, N. J. *The Name That Means Quality in Every Way to Everyone 
Want more facts? Circle 154, p. 103 
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6% Skilsaw Gift Pack 
\V Felels) meleis 


Orders and reorders top all forecasts, make Skil 
increase production of Snap/Lock Tools 62%; 


3 SKIL PROMOTIONS 


ene SN 
| _ 


pwr = sf EY LEI 
a — beer ae . 
= SRE oar os 
- oy ]30 BLADE KIT 
’ NT ~ ae 


| 


VTTING BLADES 


Skil Jig Saw Gift Pack 
Model 514 


Skilsaw 67s” Model 110%; Jig Saw 85%. 


We knew the new Snap/Lock tools and Gift Pack 
promotions would catch on fast—and frankly 
we set unusually high production schedules. 
But what happened was a landslide of orders. 
Just to keep up with the spectacular demand for 
these new tools, SNAP/LOCK PRODUC- 
TION HAS BEEN UPPED 62%. 


The best selling 6'2” Saw on the market plus 
the free offer of a $5.45 Value is putting the 
Model 536 Gift Pack Promotion way over the 
top. Although the last half of 1958 was the 
biggest period in the sale of the Model 536, and 
1959 fall production schedules were even further 


HURRY! Call your wholesaler or Skil Representative today— 
These 3 special offers expire December 31, 1959 


increased —here’s what had to be done to meet 
the demand, 614” SKILSAW GIFT PACK 
PRODUCTION HAS BEEN UPPED 110%. 


After a highly successful 1958 fall jigsaw pro- 
motion, we boosted Model 514 Gift Pack pro- 
duction even further for the last half of 1959, 
in anticipation of an even more successful 
Skil promotion. But again we underestimated 
the volume of orders we would receive. And 
now to make sure you'll get your share of this 
high turnover promotion, SKJL JIG SAW 
GIFT PACK PRODUCTION HAS BEEN 
UPPED 85%. 
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BREAKING REC 


Skil Snap/Lock Tool Master Pack 
No. 22510 


SKILSAW 612” MODEL 536 GIFT PACK 

Includes free rip guide and extra combination blade worth $5.45 for regular $49.95 Fave Se 
saw price—less your full discount. Display card plus reply card for ordering free 

streamers, stuffers, mats also in carton. $2 

SKIL JIG SAW MODEL 514 GIFT PACK KIL 


Get free 9-blade kit worth $7.50 by ordering Jig Saw at the regular $47.50 price less your 


full discount. Easel-type display card and reply card for ordering other merchandising 
aids enclosed in each Gift Pack. 


NEW SKIL SNAP/LOCK TOOL NO. 22510 MASTER PACK 

World's first and only tools that snap on and off %” drill-power unit in 3 seconds! 
Master Pack retails for $67.80 (less your regular discount) and includes: Jig Saw, 5” 
Circular Saw, Orbital Sander and %” Drill-power unit ($16.95 retail each). Complete 
with self-demonstrating merchandiser that also serves as 3 wall holders (worth $2.95 
each) for consumer give-away. Free merchandising kit including display card, 25 


stuffers, set of 4 streamers, etc., packed in each carton. Li By iP 


1 Silling Conds tilay with Cadeukio 


SKIL CORPORATION, 5033 Elston Ave., Chicago, IIlinois 


Want more facts? Circle 155, p. 103 
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This fall-Westclox will back 
watches *25 and under with 





more network television money 





than any other manufacturer! 


“SPECIAL TONIGHT" — a whole series of live network TV spec- 
taculars—will top them all! More time—more talent—all to help you set 
new records selling Westclox Watches and Clocks! 





Re ee ee Oe eee al a te a Ee Te Be 


BEGINNING THE NEW SERIES-BIG, LIVE OCTOBER SPECTACULAR! 


“BELLS of ST. MARY’S’ 
STARRING CLAUDETTE COLBERT 
OCTOBER 27 ROBERT PRESTON 


CBS-TV NETWORK - 9:30-11:00 p.m., Eastern Standard Time 












-_ 


; “ea eeu e ‘ +5 












Lovely BETSY PALMER again is the Westclox hostess. Dramatic, 
hard-hitting commercials feature Westclox Automatic Watches for men 
and Coquette Fashion Watches for women! Get ready, stock up and 
display now! Make sure you have enough of these high profit models to 
meet demand! 





Se RBS TR, a OO ct IE PP PRIIE POE, BEG 


VOLUME-BUILDING 


| PLUS! 


The October show—"SPECIAL TONIGHT" is only the beginning! There’s 
more, much more, to come in November and December. It’s a wonderful time to sell! 


WES TCLOX 


MAKERS OF BIG BEN «+ DIVISION OF GENERAL TIME CORPORATION + LASALLE-PERU, ILLINOIS 















Now! All Westclox Watches bear the 
famous Good Housekeeping Guaranty 
Seal. Look for the full page Westclox ad 
in October Good Housekeeping! 


ie a 
5 * Guaranteed by “4 
Good Housekeeping 





* v0 a 
Or at 
4S aoveariseo Wt 
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PLUMB | cube’ 


ASSEMBLY 


HAMMER . ta 


A Plumb safety - 


NON-BREAKABLE — 


FIBER-GLASS HANDLE 


STRONGER THAN STEEL 
— with the HICKORY FEEL 


» Will not collapse, bend, rust, rot or corrode 


» Guaranteed non-breakable in normal use 


Non-Slip Neoprene-Covered Grip 


a 


ae 


FAYETTE R. PLUMB INC., PHILADELPHIA 37, PA, 
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You'll make more money with G-E 
Christmas lamps than with imports 


Test stores proved = Test stores were high volume; gave only equal display to 
General Electric Christmas lamps in 5-bulb packs (at sug- 
gested retail price) and to low-priced imports. As you see 
G-E lamps outsold imports by 25% in units. And they made 





look at these figures 











Avg. per store G-E Import 
eP P dollar profits from 77% to 124% greater.(Same sales pattern 
Units 12,000 9,000 was found by a major chain, independently making its own 
Dollars $1,733 $688 equal display test!) It all adds up to this: The more display 
/ . 7 = . 
you give G-E Christmas lamps, the greater your sales and 
Profit $798 $282 your dollar profits! 








Order these G-E lighted display deals 


...either or both...along with your stock of standard G-E 5-lamp packs 
..-you'll sell more of all! 


s 


y CHRISTMAS 
* % 
» LAMPS % 
- i a wuTs winds wed decorvttade habdine 
DEPENDABLE 


LONG LiFe 
COOL-BURNING 


Special Snowball Assortment #226 G-E Lamp Assortment 


Your customers will go for this new G-E Includes FREE lighted display that attracts 
Snowball lamp! Snowy white ‘til it lights and demonstrates (with .14-socket string 

. in beautiful non-glaring colors. 120 of set) plus price card ... all in one case 
these new lamps in 20 cartons (assorted with these quick-selling new lamps: 96 
colors) plus free lighted display with 6- D30’s; 80 D15’s; 15 D27's. Order either 
socket string set and price card. Order it, or both assortments from your supplier 
along with plenty of fast-moving 5-lamp and attract more attention to all your G-E 
packs of standard G-E Christmas lamps. Christmas lamps. 


r 
7 ” ’ ry. 
‘ ~ 
e , Seer ‘ 


“de } 4 ar OK pity) 


1 
wef 


eas G-E ads will blanket the country in December to boost 
— >. Se your sales. 286 Sunday newspaper supplements will carry 
= : full color ads to reach 34,500,000 families. 


Miniature Lamp Department, General Electric Co., Nela Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 
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Unusual Packaging 


Gives YouWhat YOU Wanted 





Attractive, Uniform Box — All 
skates are packed in this same 
size box. Identification of the 
skate inside on one end of 
each box. Easy to open. 
Neat Shelving — Uniform siz- 
ing gives you clean storage 
. €asy-to-manage stock. 
Counter Display — Each box converts into a colorful 
display, ideal for crowded counters. 


Carry-out Case — A diecut handle in the box converts 
it into a take-home carrying case. No need for special 
wrapping. 

It all adds up to quality packaging of top quality roller 
skates to help you. 





To really make this your 
best holiday profit season 
ever, Santa will also carry 
these 5 top selling sets of pliers 
—Nos. K-5, K-25,CG90, CG89 and @ | 
CG95RL — all selected and gift wrapped th 
to delight every homeowner, hobbiest, 
craftsman and mechanic. 
Don’t delay —order your Kraeuter Christmas 
holly wrap specials today. Just contact 
your local wholesaler or wire collect: 


Kraeuter ... ask any mechanic 


CHICAGO ROLLER SKATE COMPANY kraeuter &co.inc 


4456 West Lake Street @ Chicago 24, Illinois FOR 100 YEARS THE FINEST IN HANO TOOLS 1660-1960@ NEWARK 3.N J 
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To build a more profitable future 
with electric housewares... 





Sell up to 





ier 








" “Gold “ae en Slice Triplette"’ 
Toasts 1,2 or 3 slices at one time! 
| All the features of the automatic 













| TOASTMASTER 
ao wg TROWE 
Wortiag4 parse 


**Cup-a-Minute"’ Automatic Coffee Maker 
Has new high-speed, geyser-action pump—starts perk- 
ing in 20 seconds! Exclusive “Fiavor-Dome” top dis- 
tributes water evenly, extracts full flavor from every 
grain of coffee. Exclusive dual thermostats. Demon- 
strates easily, brews perfectly, lasts almost indefinitely. 
3-10 cup capacity. Model 5D1, $29.95". 












TOASTMASTER 


| Want more facts? Circle 161, p. 103 
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De Luxe Home Hair Cutting Set 
12-piece set—everything to sell a pertect 
job." Model 13A1-12S, $17.95*. 

Other sets from $10.95*. 


**Double-Duty"’ Grill & Waffle Baker 
4 plate-size waffles at once. Doubles as 
agrill. Model 203, $34.95*. 


Waffle Baker, Model 202, $21.95". 


7 
"3 MA ¥ tig 


Stainless Steel 
_» Fused Forever 
- To 
Aluminum ! 


Automatic 


Aluminum Fry Pans 
‘ r Built-in precision temper- 
J | ature control. Cooking 
guide. Immersibie to in- 
signia. Two sizes: 
11” Model BA1, $19.95*. 
12” Model 8B1, $24.95*. 


Covers $3.50* and $4.50". 





uality...not down to price! 


Here’s how TOASTMASTER 
helps you do it! 


* QUALITY... A Toastmaster tradition for over 30 years. 
Toastmaster Homewares are made better... they’re worth 
more... you can sell them for more! And they stay sold! 
You cut complaints and profit-robbing repairs when you sell 
Toastmaster Homewares! 


*K CONSUMER ACCEPTANCE... Nationally-advertised 
Toastmaster Homewares will be pre-sold again in ’59 in the 
leading consumer magazines, as they have been for over 30 
years. This advertising, plus millions of satisfied users, creates 
the tremendous consumer acceptance that makes it easier to 
sell Toastmaster Homewares! 


ok LOCAL CO-OP ADVERTISING ...A controlled plan 
to help you bring pre-sold Toastmaster customers to your 
store. See your Toastmaster distributor for details. 


>K PROMOTIONS ... There’s a Toastmaster promotion 
designed to help you build your sales during every major 
selling season! As an active dealer you qualify for free mer- 
chandising kits, tie-in ads, displays. Why not start right 
away! Write Advertising Dept., Toastmaster Div., 
McGraw-Edison Co., Elgin, Ill. Sell Toastmaster Homewares! 


YOU CAN CONTINUE TO DEPEND ON TOASTMASTER FOR 
“FIRSTS THAT BOOST YOUR SALES TO NEW HIGHS 


1926 TOASTMASTER FIRST withthe 1957 TOASTMASTER FIRST with a 


automatic toaster...opening upatremen- geyser-action pump for high-speed auto- 
dous new area of sales and profit for hard matic coffee makers . . . an improvement 
goods retailers! destined to result in greater demand for 

‘“better’’ coffee makers . . . increased sales 


1942 TOASTMASTER FIRST with the 40d profit for dealers! 
Superflex Timer . . . greatly reducing 
dealers’ customer complaints by eliminat- 
ing faulty thermostatic control! 


1958 TOASTMASTER FIRST with the 
square stainless steel fry pan... an innova- 


1957 TOASTMASTER FIRST with tion on an already proved source of dealer 


“instant heat’’ elements for heaters ...a profit, creating many more new users and 
change that has revolutionized an entire bringing old users back to buy this radi- 
industry! cally improved product. 


Current Toastmaster product-development activity promises 
still more sensational Toastmaster ‘“‘firsts’’ coming soon! 
“Firsts” that will create more sales, more profits for dealers who 
stock and sell Toastmaster Homewares. 


HA (089 


108 


a WeCDAING 

* Guaranteed by ™ y RAW 

Good Housekeeping a 
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y' L. ay yu “ 





Want more facts? Circle 161, p. 103 


HARDWARE ACE, October 8, 1959 © 77 








Wit 


THE GREATES] @ WAME 


EG US Pal OFF 


C4 





pe a SP GPS GP OP SO OC OOO eet 





' 


Bob Toski “World Win” 
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Complete Line now available 
through D & M Wholesalers 


This quality-made line of MacGregor golf equipment is 
exclusive — available only through D & M wholesalers. 

More golf tournaments today—local, regional and na- 
tional—are won by players using MacGregor equipment 
than any other make. As in every year since MacGregor 
started manufacturing golf equipment in 1896, the Mac- 
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IW GOLF 







Jim Turnesa “Signature” 
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Beverly Hanson “Parmaker’’ 
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Gregor trade mark is recognized as truly—‘‘The Greatest 
Name In Golf.” 

Simplify your ordering and stocking of sports equip- 
ment. Boost turnover and profits. Sell the Draper-Maynard 
line that now includes MacGregor Golf Equipment! 
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You can boost Christmas profits 


The November-December sales peak brings you about 20 percent 
of your year’s volume, and it’s nearly here. Now is the time 


to plan for more sales by using the ideas in this Guide. 


Christmas 1959 looks promising from just for the next 10 weeks. These projects can inspire 
about every economic angle. In fact, it may be you to try similar ideas in merchandising cate- 
the best CHristmas in history for hardware gories of your own choosing. 
dealers. Exactly what are the prospects for the Christ- 

Hardware seéles to date are running 7 per cent mas season? 
ahead of last year. That means that a hectic Here’s a quick roundup of basic business facts 


Christmas season is about to break. The holi- 
day sales period usually equals the activity of 
the 10 months preceding it. 

Unfortunately, not all hardware stores will 
share in the expected Christmas boom. Some 
won't promote enough. Some have waited too long 
to place orders, and Christmas stocks will be de- 
pleted early this year. Inventory build-ups have 
steadily lagged behind sales increases all year, 
on the dealer and wholesale level. 

The fact that the sales picture looks bright 
does not guarantee all dealers a better Christmas 
selling season. 

The dealers who do show increases will be 
those who have bought enough stock, and now 
will follow through with a strong merchandising 
effort. Dealers who don’t try a little harder to 
garner extra sales simply won't. 

This Christmas Sales Planning Guide high- 
lights some of the many ways to expand your 
efforts for more sales. These planning ideas 
come from dealers who have made them work, 
and found them to be highly profitable. 

You'll do well to try one or more of the profit 
ideas in the following pages as the nucleus for 
a stronger merchandising effort in your store 
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and trends. It indicates that you'll be busier 
than ever before in the 1959 holidays, if you will 
make the extra effort: 


@ Hardware dealer sales — Will increase by 
some $40 million, or about $1000 per dealer 
average, in the November - December rush if 
present trends hold. 


@ Total durable goods’ sales — Boosted by a 
record 8 per cent for the first 7 months of the 
year, a pace-setter for the holidays. 


@® Consumer income—Running some $25 bil- 
lion higher this year than in 1958. Headed for 
an all-time yearly high of about $380 billion. 


@® Employment—Ranging between 67-68 mil- 
lion into the fall season, a record level. 

Just about every yardstick for measuring the 
economy points to soaring sales for the next two 
months. But sales and profit increases won't 
come over the transom. You'll have to pitch in 
and work for them. 

How about your store, are sales ahead? 

Have you projected the amount of your sales 
increase over the Christmas season? 

Have you bought enough stock to cover the 
gain? 

How about promotions, what special efforts 
will you make for more sales? 

These things should be firmly set in your mind 
by now. You ought to have a sales goal, and the 
wheels should be turning, now, toward that goal. 


Your early merchandise specials ought to be 


in the house, or set for delivery soon. Keep after 
suppliers for deliveries. Get all you can in the 
way of early deliveries, for some shortages are 
certain this year. 

[It will profit you to review your store with 
this Planning Guide in mind, to see where you 
can make a bold extra effort in merchandising, 
display, and promotion to pick up more sales 
and profit. 

Thanksgiving Day is little more than a month 
away. Most Christmas Club savings plans pay 
off early in November. The holiday mood will be 
a reality in a few short weeks. 

Many dealers are already making big Christ- 
mas sales with early layaways. Every dealer can 
profit by pushing layaway or revolving credit 
sales before Thanksgiving. 

Above all, don’t let Christmas creep up on you! 

It’s your best profit opportunity all year, if 
you are ready for it. If you have had to sidetrack 
decisions for Christmas buying, displays, and 
promotions, drop everything else. Concentrate 
on Christmas problems right away, or your 
profit will suffer when you’re caught up in the 
holiday rush. 

Make Christmas your number one project un- 
til you have licked every detail of its planning. 

The reason for such massive effort makes 
sense: Hardware dealers usually do close to 20 
per cent of their year’s business in the Novem- 
ber-December peak sales period. 

You'll have no other single opportunity to 
get more traffic, to make more sales, and to bank 
more profit. 
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Every woman is a homemaker and hostess to some degree. Each has 
chores and entertainment problems to face in her everyday household 
routines. Gifts that help lighten and brighten the job of keeping house 
are always welcome, often more welcome than frilly gifts. 

When you play up this theme in your displays of appliances and house- 
wares, you give a helping hand to bewildered males who don’t know 
what to buy. 

Items in many year round staple lines take on gift importance when 
they are grouped into displays for homemakers. Seemingly ordinary 
items can be made into glamorous gifts with a few Christmas ornaments 
and ribbons added to displays. 

A suggestion sign, such as shown above, tops off the display. Whether 
you focus this attention on $1 gadgets or $50 appliances, more sales are 
bound to result. Half of your job of boosting Christmas sales lies in 
making staple lines instantly recognizable as gifts. 

Women are interested in wide assortments of items for kitchen, bath- 





room, and laundry. They are conscious of being good hostesses. A shiny 

new percolator is often a more wanted gift than a bottle of perfume. 
Make your displays reflect this thinking. Group key items into large 

“Gifts for Her’ displays on tables or gondolas. Watch sales soar. 


You don’t have to buy a lot of special merchandise to be in the gifts- 
for men business. Your store is chock full of he-man gifts. 

Sean your tool, power equipment, and sporting goods stocks. Picture 
a barbecue, bait box, or electric drill against a background of glitter 
and ribbons. Top the picture off with a suggestion, a sign that says 
“Gifts for Him,” and you have the makings for many extra gift sales. 

Staple hardware items can be mighty unattractive at Christmastime, 
laying around loosely in bins or cartons. Yet, the same items are seen 
in an entirely new light by gift-seeking customers when they are dressed 
up with pennies’ worth of display finery. 

Staple hardware gives you unlimited male gift assortments from 50¢ 
stocking fillers to unlimited amounts in power equipment. You have 
as many gifts as you have ribbons, ornaments, and signs. 

A 25¢ hank of ribbon is enough to decorate a dozen small hardware 
items. A dash of glittery snow and a HARDWARE AGE gift sign will help 
you create 12 new sources of sales. 

A hammer is only a hammer, until you transform it into a gift 
through suggestion selling. Be sure to take this one extra step to more 
sales and profit. 





Use these signs in your store 


These Hardware Age gift signs help you sell staples as gifts. Shown here full size and color, you can 
cut them out for early displays. As a service to dealers, Hardware Age has printed a supply of these 
cards, 5!/2x7 in. and printed on signboard. They are 2 for 25¢ or 9 for $1, postpaid. Send cash or 
money order to Reader Service Dept., Hardware Age, Chestnut & 56th Sts., Philadelphia 39. Please 
specify form No. 13 for "Him" signs; form 14 for "Her" signs. 
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More profit from .. 


Hundreds of dealers have already opened the 





volume with lay-a-way sales. 
11. 
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4 for on or before 
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de ‘ ° ° , ° 
ments ore me Christmas is much closer than you think. In fact, it has 


already begun for many dealers. 

O_O rom WO 7 It will cost you lost profit dollars if you wait until the day 
after Thanksgiving to start Christmas selling in earnest. There 
is no need to wait. 

There is still time for you to get an early start on holiday 
sales and profit, if you will promote layaway. Millions of cus- 
tomers are buying now for Christmas. The number grows daily. 
Christmas Clubs pay off early in November, then the early- 
shopper rush really begins. 

Everything you need for a complete layaway program has 
been developed by HARDWARE AGE at dealers’ request, and is 
shown on these pages. 

In addition to HA selling and bookkeeping aids, you’ll need 
a few bins for storage of the items your customers select. You 
will also need a firm policy governing layaway transactions. 
These rules are average in most stores: 
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@® From $1 to 10 percent deposit to make customers respon- 
sible, and to prove good faith. 





USE OUR 


HERE IS YOUR LAY-A-WAY SALESMAKER KIT 


As a service to dealers, Hardware Age has developed 
a complete, practical layaway kit. 
PNG A-WAY There are 113 pieces in your layaway kit. The cost of 
the kit is $2.50, postpaid, a $3.03 value compared to the 
| } separate pieces. Here is what you get: 
® 100 three-part serially-numbered layaway tags. Form 
No. 7, $1.65 if ordered separately. These cover all book- 
keeping, package identification. 
® 3 of the new HA 5x18 in. window pennants in color. 


Form No. 15, 38¢ (2/25¢ if ordered separately). Stir up 
interest in passersby. Use in windows, doorways. 
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You will too, with HA aids 


@ A payment schedule on a regular basis, dependent upon 
customers’ ability to pay. 

@ A deadline for final payment at least a week before 
Christmas. 

@ No interest or service charges. 

@ Actual storage of the item customers select. Don’t take 
payments on stock you don’t own. You may be embarrassed if 
customers decide to pay off early. 

How to get started? 

@ Order your HA Lay-A-Way kit as described below. 

@ Mount HA posters, spinners, and big pennants around store, 
windows, cash register. Use them wherever display items have 
layaway potential: dolls, trains, sporting goods, power tools, 
housewares, barbecues, etc. 

@ Study your three-part Lay-A-Way tags. They are your only 
bookkeeping chore. They are serially numbered for quick identi- 
fication. Top part of tag goes on package to storage, middle 
part is held for your records, bottom part is customer’s receipt. 
All payments are recorded on middle and bottom parts at the 
same time by some person you authorize to handle layaway 
transactions. 





7 


® 5 round spinners, 6 in. diameter in color, printed on 
both sides. Form No. 9, 50¢ if ordered separately. They 
spin with every breeze, draw browsers’ attention. 

® 5 posters explaining the layaway plan, 8!/:xI1 in. 
in color. Form No. 8, 50¢ if ordered separately. They 
convert lookers into buyers. 

Buy complete kits or separate items by specifying Lay- 
A-Way kit or form Nos. Send cash or money order to 
Hardware Age Reader Service Dept., Chestnut & 56th 
Sts., Philadelphia 39, Pa. All prices are postpaid. 
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More profit from .. . decorations 


Here are product knowledge hints on decorating and 


safety that will make repeat customers out of browsers. 


Most dealers will offer similar selections of 
Christmas decorations this year, and do about 
the same sales volume as last year. The dealers 
who boost sales well above last year, and profit 
in many departments aside from decorations will 
be those who can help the trade decorate safely 
and more expertly. 

Here are some tips* that will help you get a 
reputation for knowing your products. This is 
the sure path to more sales. 


@ Tree trimming — accentuate the opposite. 
Decorate tall trees with horizontal arrangements. 
Trim short-wide trees following a vertical line 
(see Fig. 1). 

@ Tree care—a little water goes a long way. 
Cut trees should be put in water as soon as pos- 
sible, regardless of climate. Water stops falling 
needles, and insures a better looking tree. And 
it minimizes the fire hazard. 


@® Outdoor light safety —care is important. 
Make sure all outside wiring is rubber insulated, 
heavy-duty No. 12 or No. 14 wire. For current, 
always try to use a standard, permanent recep- 
tacle such as garage or porch lamp outlet. 

@ Spare parts—profit and convenience. Spares 
of fuses, bulbs, extension cords, blinkers, etc., 
are handy to have, most often needed when your 
store is closed, and worth suggesting for more 
profitable sales. 


* Courtesy of Noma Lites, Inc., New York City. 


@ Tree lighting—eliminate guesswork. Use 
this formula to calculate the lights you need for 
a well-lighted tree: multiply tree height by 
width (in feet) by the figure 3. For example, a 
6 ft tree that is 4% ft wide figures out this 
way: 44% x 6x3 = 81 lights (see Fig. 2). Here 
is a guide list for lights needed: 


Size of tree Average lights needed 


4 ft 36 
S ft 56 
6 ft 81 
7 ft 110 
8 ft 144 
10 ft 225 


@ Around doors, eaves — safety and beauty. 
Prevent lights from sagging or being irregular 
by running the strings through drive rings (Fig. 
3). These rings let you make any type of pat- 
tern while keeping strings safely in place 
throughout the season. 

@ Lighting evergreens outdoors—protect your 
plantings. Build a simple “teepee” design (see 
Fig. 4) by pounding stakes into ground at reg- 
ular intervals, under bottom branches. Lead 
wires from stakes to a common point several 
inches from tree top. At this point, fasten all 
wires to a padded collar. Use wires to support 
light strings, and protect valuable Blue Spruce 
or Douglas Firs from damage. 
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More profit from... gifts for girls 


Dolls and their accessories are the best volume gifts 


for little girls. Merchandise more dolls for profit. 


Dolls and doll accessories are the leading toy 
sales line for little girls. Dolls, doll furniture 
and clothing, toy houses, and stuffed animals 
account for well over half of all the toy sales 
made for girls. 

To make more Christmas profit this year, you 
should: 


@ Have at least half of your toy stock for 
girls invested in dolls and accessories. 


@ Keep assortments wide and full through 
mid-December. 


@ Display and promote dolls to the hilt, right 
through Dec. 15. 

The average retail price range of all dolls 
sold is $4.50-$5. This is a better than average 


This is normally the builders’ 
hardware section of Street 
Supply, Inc., South Hadley 
Falls, Mass. Dolls take over 
around Labor Day each 
year. Layaways become big 
business. 


toy sale, carrying a profit margin to 50 percent. 
This price range is where you should concentrate 
the bulk of your efforts. Higher and lower price 
dolls are needed in lesser quantities to complete 
selections. 

Fill one wall section or gondola completely 
with dolls, and give them even more space if 
you can. Dolls in windows are sure traffic 
stoppers. 

Best selling dolls are those that do things: cry, 
move, wet, walk, etc. Let customers try these 
dolls and they will buy. 

Dolls are also one of the best early-selling 
lines in stores that feature layaway, especially 
dolls in the $10-$20 range. Push layaway and 
you may sell dozens of better dolls before 
Thanksgiving. 
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More profit from... gifts for boys 


Much emphasis has switched from traditional toys to space-age 


replicas that spin, shoot, fly and move under their own power. 


If you want to sell more toys for boys, you’ll 
have to go modern. 

Unit sales of flashlight-size batteries have 
shown amazing gains in recent years. Why? The 


reason has significance in toy merchandising. 
Batteries power many hardware items these 

days. But one of the biggest reasons for the 

sales increases in batteries can be found in the 


ever widening number of toys, especially boys’ 
toys, that are battery powered. 

These toys range from rocket guns to guided 
missiles. They are mostly painstaking replicas 
Photograph courtesy of Gece. Worthington Co., Cleveland. ot pear-wiee weanaeianins Te in the Cosign and 
- . production stages, or prominently featured in 

t= a fiction. The demand for space toys increases 
es - all , steadily and the price ranges are svaring. 
' — f/f Young boys have made booming market out 
tf Og Se P| j of modern toys. The youth who hasn’t got a 
ss. . « : : space toy in his toy chest is an exception. Tradi- 
(0S By tional toys will continue to be the nucleus for a 
4 balanced toy section, but big sales increases will 
come from merchandising the more modern 
items. Window displays, demonstration samples, 
and advertising will bring you a steady stream 
of young boys with their fathers in tow. 
What young boys read and see has been the 
prime mover in the demand for modern toys. 
Comic books, TV, and the movies have had a 
terrific influence. When one boy gets the newest 
TV toys from your selection, neighboring chil- 
dren wiil cry for them too. 
Let your toys-for-boys displays stress new- 
ness. Have samples within reach for handling. 
Remember, fathers will get as big a kick out 
of space toys as the children. Keep fathers in 
mind when you plan displays and promotions. 
Also remember to stock a big supply of re- 
placement batteries. 


Modern action toys, hit of most dealer shows this summer. 
A sure thing for more sales this Chirstmas. 





This simple display speaks for itself. 


More profit from...staple hardware 


Staple hardware assortments are perfect gifts if they are 


merchandised properly. The right setting is all you need. 


Basic hardware such as hand drills, hammers, ware. The fact is, few home craftsmen have 


and levels rates high on the wanted list for most 
do-it-yourself males. And most males are do-it- 
yourselfers these days. So, many everyday hard- 
ware lines have a built-in Christmas appeal. 

The trouble is, too few stores do enough to 
glamorize basic lines. Too many customers look- 
ing for a gift for dad or brother go right by the 
tool and hardware sections, because nothing has 
been done to catch their eye. 

A bit of artful display with ribbon or other 
suggestion of a Christmas tie-in serves as an 
instant reminder that dad needs a new wrench 
set much more than neckties. Many manufac- 
turers of staple lines have learned this, and now 
package their wares accordingly for holiday 
shipments. 

Many stores have adopted a slogan such as 
“Give him a gift he needs” to emphasize hard- 


all the tools they need and want. When your 
signs and displays play on this theme, using 
low-cost Christmas trims, sales react at once. 

Many stores sell gift certificates so that men 
can pick out the tools they want most after 
Christmas. Many stores include sporting goods 
and outdoor items in displays of basic hardware- 
giftwares. 

Most of these stores gather wide selections of 
basic lines that have gift appeal on counters 
where they are labeled “Gifts for him—$5 and 
under.” This works well in the $10 and $20 
range, too. 

Fill a counter with assorted hardware. Don’t 
overload it. Top the display with a few orna- 
ments and a sign. Plant the seed of suggestion, 
and watch profits grow. 
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More profit from...low cost displays 


Here are some basic display units for store and windows 


that you can build quickly and on a modest budget. 




















Fig. |—Display for open-back 
windows 


Compact displays are needed to beau- 
tify windows as the trend toward open 
back windows grows. Draw attention 
to a limited amount of merchandise 
without blocking the view of the store. 
Triangular units (A) are made from the 
pattern shown in Fig. 2. Smaller units 
(B) are optional. They can be cartons 
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covered with gift paper, or thin ply- 
wood boxes with side shelves connected 
by dowels as shown. The center unit is 
a sheet of 3x6 ft perforated paneling 
supported on a Ix2 in. frame. The 
Santa Claus trim is block-diagrammed 
for easy copying. It is detailed to 
squares representing | sq ft each. Trans- 
fer sketch to a 3x8 ft sheet of paper by 
copying one block at a time. Then use 
the paper as a template to trace the 
outlines onto a fiber or plywood panel. 














You needn’t be especially clever with tools, or have 
a big display budget to build sales-boosting displays 
in time for Christmas. 

Hardware consultant James Kiley designed the fix- 
tures on these pages for dealers on a tight budget. 
The basic units, minus Christmas trims, can be used 
indefinitely in various places in your store. 

Good displays build sales. An outlay of $10 to $50 
for materials for fixtures like those shown here is a 
wise investment that will ultimately pay for itself 
many times. 





Fig. 2—Join fixtures to make a 
department 


This gift bar might also be head- 
quarters for decorations, or a - 
cialty shop for related lines after 
Christmas. The basic idea is to build 
an archway that joins two counters 
or gondolas, making them appear as 
one large unit. You can build the 
arch of Ix2 in. lumber. For greater 
durability use 2x4 in. wood. Per- 
forated paneling is screwed into 
each side of the framework to boost 
display area. The Christmas center- 
piece is block diagrammed for easy 
copying. Signs above each counter 
are supported by I|x2 in. posts. The 
+HLAVY CARD signs are hook-and-eye attached and 
hang loosely. 
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Fig. 3—Floor or window 
centerpiece 


A single sheet of 4x8 ft !/, in. ply- 
wood can be cut as detailed here 
to make a 2x4x8 ft triangular cen- 
terpiece for use anywhere in your | ay \\A / 

store. A little additional plywood Tis a REAR 
for shelves, plus a piece of perfor- — 
ated paneling for a backdrop, gives FRONT 
you a versatile unit with display eae 
space all around. A handful of flat- 
head screws, some medium grain mepeeenes 
sandpaper, and a pint of hard-finish 

enamel are all you need to com- 

plete this display. Nos. 2 and 3 

can be cut as a single unit, or indi- 

vidually, to form the 4 x 8 ft center 

panel. Nos. | and 4 are joined to 

make the fin. 
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More profit from window traffic 


¢ For winning windows: Simplicity 


¢ All windows need: A basic theme 








Theme: Gifts for do-it-yourselfers f LA LL 
Arrangement: About 30 tools on ladder Weak b) 
centerpiece. : 


Byrd's Hardware, Pacific Grove, Calif. 


Theme: Gifts for a hostess 

Arrangement: Open back frames 
the store. Some 
20 items shown 
spaciously. 

Wright Hardware, Pacific Grove, Calif. 


Theme: Gifts for sportsmen 

Arrangement: About 40 items on 
4-tier counter, cor 
rugated backdrop. 


Simms Hardware, Sacramento, Calif. 





How to make 





more profit from 


less inventory 





A big inventory does not 
guarantee more sales. Having the right 
basic staples and well organized 


displays are the keys to more volume 


When Arnold Duffield took over his present hard- 
ware store at Morris Plains, N. J., some years ago, 
he had everything to gain. 

The store was suffering from a severe case of slow 
turnover-itis. Basement and store alike were crammed 
with slow moving stock. Any customer who requested 
a non-stocked item could rest assured that it would be 
ordered for him, and that the surplus of that order 
would be on hand for a long time to come. 

Floor displays were disorganized. Reordering meth- 
ods were on a pot-luck basis, and backup stocks were 
mounting at an alarming rate. 

With good management, the store had to improve. 

Mr. Duffield set to work to update the stock control 
system and buying methods. 

Object: More volume from less inventory. 

When approached by Whitlock Hardware Co., whole- 





saler at Yonkers, N. Y., and Paul Cosgrave, coordi- 
nator of the PRO Profitmaker Program, Mr. Duffield 
found the means to reach his objectives more quickly. 

Since joining the PRO Program, Mr. Duffield has 
worked hand-in-glove with his wholesaler. Their 
mutual aim: More profit. 

Mr. Duffield took on the PRO Program because it 
offered him a quick solution to his most pressing prob- 
lems: 


(1) Hand-picked basic stocks. 

(2) Customized floor plan and fixtures. 

(3) Proven sales promotions and selling ideas. 
To solve the basic stock problem, Mr. Duffield was 


equipped with lists of basic-basic stocks and basic 
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This modest. store has set its sights on a big future. 


How to make 


more profit from 





less inventory 


(Continued ) 


stocks for every department. This list is ever changing 
with constant additions, deletions, and general] updat- 
ing. 

What is a basic-basic staple? This is an item that, 
without question, should be in every hardware store, 
and never allowed to run out of stock. 

What is a basic item? This is a good seller, but a 
dealer could not be severely criticised for an occasional] 
out-of-stock condition. For example, certain ball-pein 
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and claw hammers are basic-basic staples. To be out 
of them is critical. Certain other hammers, such as a 
specialty upholsterer’s hammers, may be basic staples, 
good but not best sellers. 

In updating floor plan and fixtures under the PRO 
Program, Mr. Duffield refixtured his store completely, 
according to proven display and merchandising ideas. 

These ideas include horizontal grouping of displays 
versus the traditional vertical] arrangement. Limited 
selections of basic-basics and basic items are shown 
in family-related groups wherever possible. There is a 
definite location for every item on stock control. Dis- 
plays and stock lists have identical arrangements. 

Displays are built specifically for the items they 
contain. Displays are color-keyed to complement the 
merchandise. No drawers, bins, or cupboards are used. 
Every line is shown on mass display for maximum 
handling and sales. 

Price marking is a 100 percent proposition. Every 
item and bin is marked. 

Each man is responsible for certain sections of 
the store, and each must count his complete inventory 
for reorders once a month. Fill-ins are used whenever 
needed. 


Sales promotion is a major consideration in Mr. 
Duffield’s PRO setup. 
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A specialized display is needed for lines such as plumbing. 


The store offers four major promotions a year. 
These are consumer mailers, timed with seasonal 
peaks and featuring hand-picked traffic items. The four 
promotions complete, cost Mr. Duffield just over $500 
per year, with a 5000 circulation for each mailer. He 
amortizes the expense with 10 equal monthly pay- 
ments. 

Mr. Duffield has chiseled away steadily at his former 
bulky $36,000 inventory. The figure is much less now, 
and he hopes to narrow his stock down to the $16,000- 
20,000 range. Turnover goal: 4-5 stock turns a year. 

Duffield Hardware feels that the average dealer’s 
future no longer lies in carrying everything that any- 
one might ever ask for, if indeed it ever did. 

This dealer believes that it’s better to carry a range 
of perhaps 5000 basic-basic staples and get rapid turn- 
over, than to spread inventory thin with overly wide 
selections, hoping to satisfy every customer’s request. 

A dealer who limits his stocks to basic and basic- 
basic staples will naturally lose an occasional sale and 
customer by turning down requests for 1 x 36 in. bolts 
and imported fly swatters. But this dealer will be turn- 
ing his smaller inventory 3, 4, maybe 5 times a year, 
while his competitor with a store-that-has-everything 
complex may go broke trying to please all of his once- 
a-year trade. @ End 


All displays were built for specific merchandise, and 
all bear identification and price marking. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 
you want more details about an item, just circle corresponding 
number on postcard on page 103, and mail 


Item | 
$19.88 '/4 in. portable drill 
Here’s a \% in. drill featuring a 
2.9 ampere motor for $19.88. This 
Shopmate drill has a multi-ball 
thrust bearing, a dynamically bal- 
anced armature and double reduc- 
tion gears in a compact, light- 
weight aluminum die cast housing. 
Model SD-2500 also features a 3- 
jaw geared chuck and key, a lock- 





type trigger switch and a pistol 
type grip. Portable Electric Tools, 
Dept. HA, 3820 W. 88rd St., Chicago 
20, Ill. 


Item 2 

Holiday-packed socket set 
Here’s a Christmas 3-Pack for 

S-K/Lectrolite Tools that includes 

a free counter rack and a display 
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card packed with three of the most 
popular S-K Socket Sets. The sets 
include No. X4916 (16 piece, 4% in. 
drive), X4520 (20 piece, % in. 


_toce-) A SOCNET SET 
~~) FOR HIS CHRISTMAS SOCK 


\ Baz 





drive) and X4116 (16 piece, % in. 
drive). Customers can have initials 
put on the cover of the set free. 
Sherman -Klove Co., Dept. HA, 


3535 W. 47th St., Chicago 32, Ill. 


Item 3 
Knife sharpener for 98¢ 

Acme Shear’s new Kleencut knife 
sharpener, No. X700, comes carded 
and pre-priced for self service 
sales. The sharpener features ni- 
carbed cutters to give knives sharp, 
long-lasting edges quickly. Avail- 
able in white, turquoise, yellow, 
and red. Mounting screw for easy 
installation is included in the blis- 





ter-packed card. Retails for 98¢. 
Comes 12 to a carton. Acme Shear 
Co., Dept. HA, Bridgeport, Conn. 


Item 4 
Tape-mucilage promotion 


Here’s a peak season special deal 
combining LePage’s cellophane tape 
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Here is a quick Check 
List of items described 
in the following pages 


and mucilage in a 12 x 14 x 18 in. 
display. Deal No. 1050 consists of 
three dozen 49¢ packages. Each 
package contains a roll of 39¢ 
cellophane tape and a bottle of 
19¢ mucilage, a regular 58¢ value. 
The display features a removable 
tray. Each package has a perfora- 
tion near the top for use on wall 
or shelf rack and in perforated 
panel displays. LePage, Inc., Dept. 
HA, Metuchen, N. J. 


Item 5 
King size salt and pepper 


These king-size polyethylene 
shakers feature gold stamped, em- 


bossed salt and pepper legends, 
are ideal for barbecues, picnics, 
and family style dining. Retail 
price: 98¢. Plas-Tex Corp., Dept. 
HA, 2525 Military Ave., Los An- 
geles 64, Calif. 


Item 6 

21 in. rotary power mower 
Toro’s Whirlwind rotary power 

mower with Wind-Tunnel features 

has been added to the Power Han- 

dle line. This 21 in. self-propelled 
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$19.88 4 in. portable drill. ... 
Holiday-packed socket set .... 


Knife sharpener for 98¢ 
Tape-mucilage promotion 
King size salt and pepper 


21 in. rotary power mower.... 


Rug cleaning applicator 
Lubricant with silicones 
Wire displays for gloves 
Three styles of door trims 


Free weatherstrip display.... 


Perforated board fixture 


Battery starter on mowers.... 
Racks for special cleaners.... 


Christmas tool specials 
Tiller for small gardens 
Weatherproof spotlight 
Portable electric opener 


Budget-price riding mower ... 


Oval flatting wall brush 
Rust preventive display 
Snow brush assortment 


Sphagnum peat moss bags.... 


"| Concealed cabinet hinge 
| Two brass saddle tees 


Propane torch kit 
Light lure assortment 
Vacuum bottle filler 
Improved door closers 


Unbreakable lath hatchet ... 


| 1960 line of 13 mowers 


“) Double roller cabinet catch... 


20-in. convertible bike 
Multiple purpose mixer 
Quick-coupling turf valve .... 
Power drive accessories 
Non-scalping riding mower.... 
improved pipe repair clamp... 
Rust preventive enamel 
Display for dinner bell 

Dual dial lawn sprinkler 

Drill speed reducer display.... 
Frostproof wall hydrants 
Aerosol reflective coating .... 
Packaging for bar aids 

House, boat number rack 
Outdoor Christmas candle .... 
Belt ax with nonslip grip 
18-pe hex key wrench set 
Cabinet hardware displays ... 
1960 midget car for $160 
Dark, clear cutting oils 
Unfinished wood leg pack 
Paint roller display 
Lightweight pipe adapter 
Supports for closet rods 
Squirrel call for $2.25 

3 gas radiant heaters 
Malleable iron pipe tools 
inswinging door latch 

Rubber cord connector 
Threaded steel inserts 

Line of lighting fixtures 

Ring, screw nail display 
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unit is powered by the lightweight 
engine and handle combination 
that powers 11 Toro work units. 
Features of this model include an 
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anti-scalp disc, a_ self-cleaning 
housing and a strong (1 in. long) 
erankshaft. This model retailing 
or $99.95 replaces the 22 in. ro- 
tary unit. Toro Mfg. Co., Dept. 
HA, 3042 Snelling Ave., 
olis, Minn. 


Minneap- 


Item 7 
Rug cleaning applicator 

A new Carpeteer rug-cleaning ap- 
plicator with a 60 oz capacity tank 
sells for $5.95, including eight 
ounces of Easy Glamur rug cleaner. 
A plastic trigger on the anodized 
aluminum handle releases the clean- 
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ing fluid. A hang-up ring is also 
on the handle. A_ sponge-rubber 
roller with brushes is used to ap- 
ply the cleaning fluid deeply into 
the carpet pile. FE. R. Wagner Mfg. 
Co., Dept. HA, 4611 N. 32nd St., 
Milwaukee 9, Wis. 


Item 8 
Lubricant with silicones 


Mr. Slick, a new lubricant with 
silicones, comes with a_ brush-ap- 
plicator bottle top for handy appli- 
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cation on aluminum or wood win- 
dows, drawers and doors that stick 
or squeak. Mr. Slick dries to a 
smooth, slippery surface and lasts 
for months. It doesn’t stain and 
won’t become tacky or gummy. An 
introductory assortment of nine 
3-0z bottles and two 6-oz bottles is 
available in a carton display for 
$4.36. G. N. Coughlan Co., Dept. 
HA, 29 Sprint St., West Orange, 
N.d. 
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Item 9 


Wire displays for gloves 


Pioneer’s Craftsman gloves are 
featured in two wire rack display 
units. Unit No. 970, shown, is 
free with the purchase of eight 
pairs of Pylox-coated knit wrist 
gloves and four pairs of neoprene- 
coated knit wrist Pioneers. Dealer 
cost is $9.70. Also available is the 
top-shelf wire display No. 1696 
that’s free with purchase of 18 





pairs of assorted Pioneers. This 
deal costs you $16.96. Pioneer Rub- 
ber Co., Dept. HA, 196 Tiffin Rd., 
Willard, Ohio. 


Item 10 
Three styles of door trims 


Three new high fashion Weslock 
basic trim designs are available in 
three colors and exposed metal 
parts come in standard finishes. 
These sculptured styles are adapta- 
ble for indoors and outdoors. Diam- 



























WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


eter of all models is 5% in. for use 
with 5 in. backset locks. Colors 
available are red, black and white. 
Western Lock Mfg. Co., Dept. HA, 
2075 Belgrave Ave., Huntington 
Park, Caltf. 


Item 11 
Free weatherstrip display 

With Bridgeport Fabrics’ try-it- 
yourself display for Inner-Seal ex- 
truded rubber garage door weath- 
erstrip cushion, your customers can 
test the product themselves. The 
display is 14% x 14 x 4%4 in. and 
has an easel backing. It is free 
with every 12 packages of Inner- 
Seal ordered. A new polyethylene 
package has been designed for 8, 
9, 10 and 16 ft lengths of the 





weatherstrip. Product information 
is printed on the plastic. Installa- 
tion instructions and nails are in- 
cluded. Bridgeport Fabrics, Dept. 
HA, Holland Ave., Bridgeport 9, 
Conn. 





Item 12 
Perforated board fixture 


Perclips are perforated board 
fixtures for use with either 4 or 
1, in. perforated panels. A spring 
clip eliminates fixture wobble, 
prevents fixture from falling out. 
Perclip fixtures can be used on 
flush-mounted board and around 


ITEM NUMBER ON FREE POSTCARD, P. 103 


top and sides of board, increasing 
useable space. Twenty-two fixtures 
are available, packaged on display 
ecards. Allan Marine, Inc., Dept. 
HA, 8325 Duffy Ave., Hicksville, 
N. Y. 


Item 13 
Battery starters on mowers 


Battery starters are available for 
the first time in the Yard Master 
reel-type riding mower (Mark 
30”) or the rotary type mower 


(Mark ‘“26’’) The battery is 
mounted on the rear frame of the 
Yard Master rider, shown. A plas- 
tic housing that protects the bat- 
tery can be removed quickly for 
easy access. The battery is a 12- 
volt unit rated at 20 ampere hours. 
An automotive type switch has a 
removable key. Porter-Cable’s Yard 
Master is also available with recoil 
starter. Porter-Cable Machine Co., 
Dept. HA, 110 Seneca St., Syra- 
cuse 4, N. Y. 


Item 14 
Racks for special cleaners 


These merchandisers for Quickee 
specialized cleaners are _ called 
Mity-Pops. Two of the units are 
floor displays and one is a wall 
model. A merchandiser is offered 
free with an order for 12 Quickee 
waterless cream hand cleaner cans 
or 12 floor tile cleaner cans. A 
free display is also given with six 
wall tile cleaner cans. Units 














are pre-packed in a corrugated car- 
ton with a Mity Pop merchandiser. 
Quickee Products, Inc., Dept. HA, 
Yonkers, N. Y. 


Item 15 
Christmas tool specials 


Four Christmas specials on Diss- 
ton tools are available in holiday 
packaging that can be easily re- 
moved after the season. The X101 
nest, shown, contains a saw kit that 


cuts wood, plastic, metal or bone 
and the saw handle can be switched 
to eight positions. The special 
Christmas-time price is $2.98, reg- 
ularly a $3.50 value. The Chieftain 
6-ft rule, regularly $1.50, is $1.39. 
The XR-1l hand saw listing for 
$5.95 is reduced to $4.95 and the 
Disston Dagger, portable electric 
sabre saw is reduced from $54.50 
to $49.50. Disston Div., H. K. Por- 
ter Co., Dept. HA, Unruh and Mil- 
nor, Philadelphia, Pa. 


Item 16 
Tiller for small gardens 


Midland’s VT-1 rotary tiller is 
a cultivator for the suburban home 
garden. Special walking discs cul- 
tivate between flower border and 
lawn edge without damaging foli- 
age. Soil-kneading tines have till- 
ing widths of 10, 15 or 20 in. Ad- 
justments for different tine widths 
can be made easily. This unit has 
a two-cycle, 24%4-hp engine, one 


quart fuel tank, 10 in. tiller diam- 
eter and the six tines have a 5-in. 
tilling depth. The VT-1 has a clutch 


lever on the adjustable handle. 
Midland Co., Dept. HA, Waukegan, 
Til. 


Item 17 
Weatherproof spotlight 

Shown here is General Electric’s 
new weatherproof spotlight, a 
handy holder for PAR-38 out- 
door spot and flood lamps. A de- 
tachable ground spike holds the 
light in the lawn and the 6-ft 
power cord connects to extension 
eord or outlet. The special com- 
bination base plate suports the 
light on post or wall or it may be 
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Want more details? Just circle item number on p. 103 
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mounted permanently on standard 
3,-4 in. outlet. The socket is built 
on heat-resistant porcelain and has 
a weatherproofing asbestos gasket. 
It retails for about $2.49 less bulb. 
Wiring Device Dept. General Elec- 
tric Co., Dept. HA, 95 Hathaway 
St., Providence 7, R. I. 


Item 18 
Portable electric opener 


Style-conscious homemakers will 
be traffic for this attractive Magic 


eae. 





Hostess electric can opener that 
can be wall-mounted or used on a 
counter top. This slim-line model 
comes with a handy table stand and 
extra wall bracket. Cans are held 
securely before, during and after 
opening the can. The motor stops 
when the lever is released. Fea- 
tures include a removable magnet 
that grips lids and a heavy-duty 
die cast motor mounting. Comes in 
triple-plated chrome with  gold- 
tone trim for $24.90. Magic Hostess 
Corp., Dept. HA, 86th and Ben- 
nington, Kansas City 29, Mo. 
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Item 19 
Budget price riding mower 
Here’s an economy riding mower 
that features gear transmission, a 
combination shift pedal and brake 
and a safety blade clutch. Spring- 
field Model 60B, shown, has a 4- 
cycle, 344-hp V3100 Clinton engine 
and recoil type starter. It has a 
cutting width of 25 in. and cutting 





heights of 11%, 2, 2% and 3 in. 
This model has a bucket type seat, 
tubular steel handlebar and a 
welded box type frame. Quick Mfg. 


Inc., Dept. HA, Springfield, Ohio. 


Item 20 
Oval flatting wall brush 


The oval base of this flatting 
wall brush makes it lighter at the 
sides, reducing fatigue and im- 
proves cutting-in qualities. Bris- 
tles are Tynex nylon, ferrules are 





Stainless steel. Available in 4, 5 
and 6 in. sizes. Maendler Brush 
Mfg. Co., Dept. HA, 188 East 9th 
St., St. Paul, Minn. 


Item 21 
Rust preventive display 


Tubular steel with black wrought 
iron gravity feed shelves, this Val- 





spar rust preventive display rack 
takes up less than 2 sq ft of floor 
space and is 4% ft high. Comes 
with Val-Oil assortment with a re- 
tail value of $384.86. Dealer cost 
$231.24. Valspar Corp., Dept. HA, 
? E. Lancaster Ave., Ardmore, Pa. 


Item 22 
Snow brush assortment 


This snow brush and ice scraper 
assortment contains five different 





(CE SCRAPERS ~ SHOW BRULHES 





units priced from 15¢ to 98¢. To- 
tal retail price is $22.44. The No. 
111 mass display can be hung any- 
where, contains extra display ma- 
terial. Mark Manufacturing Co., 
Dept. HA, P. O. Box 191, Owosso, 
Michigan. 


Item 23 
Sphagnum peat moss in bags 


Sphagnum peat moss is available 
in bags, sold by cubic feet. The 
bags come in 3 and 6-cu ft sizes. 
The peat moss is ready to use, can 





Here’s one of the 
greatest tool promo- 
tions ever offered, fea- 
turing the top ten of 
the Oxwall line, pre- 
priced at a sensa- 
tional 99c. Each item 
individually skin- 
packed, drarnatically 
gift packaged with 
free counter display 
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2) ne your sales volume will 
THE shoot to new highs. 
: THEADEAL CHRISTMAS GIFT fF extes vou 
ae Christmas package 
a -_ becomes a year round 
best seller by just re- 
moving top of display 
and Santa Claus tab © 
on package. 
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Retail value 59.40 
Dealer cost 39.60 





#4000 
28” wide, 6” deep, 32” high. 
Total Pes 60 Weight 28 Ibs. 


All assortment items aiso 
available in open stock. 
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To boost your Christmas 
sales and profits even more, 
Oxwall gives you beautifully 
packaged higher priced tool 
sets, ranging from $1.29 to 
$3.98 retail. For more infor- 
mation contact your local 
distributor. 











OXWALL “Qy: TOOL COMPANY, LTD. 528 sroapway - New YORK 10, N.¥ 


Want more facts? Circle 163, p. 103 
HARDWARE AGE, October 8, 1959 © 101 











BUYING CHECK LIST 


Want more details? Just circle item number on p. 103 
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be spread without breaking apart. 
The 6 cu ft bag is 52 in. high, the 
3 cu ft bag is 48 in. Premier Peat 
Moss Corp., Dept. HA, 535 Fifth 
Ave., New York 17, N. Y. 


Item 24 
Concealed cabinet hinge 


This concealed hinge gives closed 
cabinets a trim, streamlined ap- 








pearance. It’s made for 9/16 and 
34 in. wood or plastic laminate 
doors. Penn-Akron’s hinge allows 
door to open 180 deg. It is installed 
easily by slotting inner side thick- 
ness of door. Comes in most popu- 
lar finishes. Penn-Akron Corp., 
Hardware Div., Dept. HA, Wood- 
side 77, N. Y. 


Item 25 
Two brass saddle tee sizes 


New Sall Model 26 brass saddle 
tees, available in two sizes, pro- 
vide fast water connections to ap- 
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pliances with copper tubing. They 
have a compression fitting type 
outlet for % and % in. tubing and 
to saddle 1% in. iron pipe. Model 
26 has a neoprene seal cemented in 
place on the brass casting and is 
atached to the home piping with a 








rust-resistant plated steel U-bolt. 
Sall Brothers Co., Dept. HA, Rock- 
ford, Ill, 


Item 26 
Portable propane torch kit 


Portable propane torch kits in 
the Bernz-O-Matic line have been 
redesigned and repackaged. The 





cylinder is now a blue shade and 
its shape was modified at the 
shoulder and seams. A carrying 
handle has been added to the box 
that holds the kit. On the front 
are five illustrations showing the 
torch in use. A new wrap has also 
been designed for the metal torch 
kit. Otto Bernz Co., Dept. HA, 
Rochester, N. Y. 





Item 27 
Light lure assortment 


Six tested and proved lures make 
up this assortment of 2% dozen 
ULTRA LIGHT 
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light spinning lures. All are 
mounted on 13 x 7% in. display 
card. Each is marked with name, 
list price, weight and catalog num- 
ber. Marathon Bait Co., Dept. HA, 
Wausau, Wis. 


Item 28 
Vacuum bottle filler 


Stronglas vacuum bottle fillers 
cut breakage and double the life 
expectancy of vacuum bottles made 
by Thermos. Made of laboratory- 
type glass, the filler has a high re- 
sistance to pressure, sudden tem- 
perature change and shock. It is 
included in all current shipments 
of vacuum bottles and fillers at no 
increase in cost. American Thermos 
Products Co., Dept HA, Laurel Hill 
Ave., Norwich, Conn. 


Item 29 
Improved door closers 


Universal (shown) and Standard 
door closers require no tools to re- 
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FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadelphia 39, Penna. 
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A quick, easy way to keep up to date 


> Each issue of HARDWARE AGE contains hundreds of new profit 
making. ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


P You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check ; 
Postcard Service. 


P Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Cheok List and under the advertisements. We will promptly 
ferward your request to manufacturers and you will receive 
from them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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Where will you 
draw the line 

in electric heater 
Sales and profits ? 


When you become an Arvin 
dealer you don’t have to draw the 
profit line at any point! You sell the 
leading line of heaters with the greatest 
range of models and prices available today. 
You don’t have to stock any other make of heater 
to completely blanket the market! 


This is why: Arvin gives you the widest possible line 
to sell—14 models in all types including radiant, 
fan-forced and combination, priced from $12.95 
' to $54.95 .. . Arvin commands a very reai 
leadership “‘franchise’’ based on 27 years 
of unquestioned market dominance... 
Arvin backs you up with more effec- 
tive national advertising and local 
level merchandising than any 
other manufacturer. 

Discover how you can enjoy 
full, profitable portable 
electric heater sales this 
fall and winter. Contact 
your local Arvin dis- 

tributor now! 


instant Ribbon Heater 
an Instant Sales Success! 
New, fan-forced, radiant, au- 
tomatic heater. Advanced de- 
signed ribbon element heats 
faster while the broad-arced 
reflector spreads the heat over 
a wide area. Safeguard safety 
switch shuts off heater if over- 
turned. Thermostat control 
located at top. 1320 watt ca- 


pacity. Model 5918. $19.95 


ARVIN INDUSTRIES, INC. 
UMER PRODUCTS DIVISION 
COLUMBUS, INDIANA 
factures Radios and Phonographs, Elec- 
1. lroning Tables, Leisure Furniture, 
, Car Heaters and Car Mufflers. 
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Fast Heating For 
Fast Sales! 


New Safety Styling 
Wins New Sales! 


Two-Heat model with a 
Host of Sales Features! 


Here is America’s only fan- 
forced heater with a beautiful 
safety-curve front design. Com- 
pact, light-weight. High-qual- 
ity element. Specially designed 
spring-tension handle. Pearl 
enamel finish. 


Model 5914. $14.95 


Now! Radiant fan-forced heat 
in seconds. Ceramic-rod heat- 
ing elements give increased ra- 
diance. Unique slant design 
directs warm air out and up. 
Safeguard safety switch and 
thermostat control. 


Model 5824-1. $24.95 


Want more facts? Circle 164, p. 103 


This heater gives both 1320 
and 1650-watt thermostatically 
controlled heating capacities. 
Calrod type elements show a 
cheerful red glow. Safeguard 
safety switch and pilot light. 
Bermuda bronze finish. 


Model 5934. $34.95 
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(Continued from page 102) 


verse for right or left hand doors, 
have bumper springs, and come fin- 
ished in aluminum or tan. The 
Universal closer has a steel door 
bracket that allows closer to be in- 
stalled or removed without tools, 
and a five year guarantee. Dealer 
cost: $1.30. Dealer cost for stand- 
ard closer: $1.05. Peerless Mfg. 
Co., Dept. HA, 2100 N. 11th St., 
Reading, Pa. 


Item 30 
Unbreakable lath hatchet 


This unbreakable lath hatchet 
has a thin, keen-cutting replace- 





able blade that cuts or scores. It 
has a forged one-piece head han- 
dle made of tool steel. Comes with 
a nylon-vinyl deep cushion grip 
that won’t loosen or wear out and 
absorbs all shock. The E3-L Est- 
wing lath hatchet retails for $6.75 
and a package of four extra blades 
sells for $1. Estwing Mfg. Co., 
Dept. HA, Rockford, Ill. 


Item 31 
1960 line of 13 mowers 

The Eclipse mower line for 1960 
contains two riding models, seven 
rotaries and four reel-type mowers. 
The Model D-22 rotary mower, 
shown, has a Height-O-Matic blade 
control that adjusts the four wheels 
for cutting heights from 1% to 
314, in. The 22 in. and 20 in. de- 
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feature a molded 


rotaries 
hood of high impact type plastic 


luxe 


covering the engine. Reel-type 
mowers are available with riding 
sulkies that are easily removable. 
Eclipse Lawn Mower Co., Dept. 
HA, Prophetstown, Ill. 


Item 32 
Double roller cabinet catch 


A double polyethylene roller 
cabinet catch has been added to the 
Star line. Each roller is supported 
by its own carriage for maximum 
strength and adjustability. Packed 
with screws and one strike in bulk, 
envelope, and Skin-Pak’d on a card. 
Star Metal Products Co., Dept. HA, 
866-388 Butler St., Brooklyn 17, 
N. Y. 


Item 33 
20 in. convertible bike 


The Ross 20 in. convertible bi- 
cycle becomes a girl’s bike by re- 
moving the tank. Standard equip- 





ment on the promotionally priced 
bike is a rear luggage carrier, 
knuckle guards, streamers, trainer 
wheels, regular bike pedals and 
7¥z in. handlebars. The NA20C has 
semi-pneumatic tires, the NA20- 
CAT has 1.75 in. air tires and 
tubes. Chain Bike Corp., Dept. 
HA, 350 Beach 79th St., Rockaway 
Beach, N. Y. 


Item 34 
Multiple purpose mixer 
Homeowners, farmers, mainte- 


nance men and contractors will be 
traffic for renting or buying the 
Kol Mixal Mixer that mixes paint, 
feed, seed, plaster, slurry mixes, 
cement, and mortar. With the 
Selecto-matic mixing control, four 
angles for handling mixing jobs 
can be used. One man can operate 





this unit. A 50-lb batch can be 
mixed in two minutes. Only two 
square feet are needed to display 
and demonstrate the unit. Sells for 
$29.95 without motor. Can be used 
with any 4-hp electric motor. Kol, 
Inc., Dept. HA, 2323 Ellis Ave., 
St. Paul 14, Minn. 


Item 35 
Quick-coupling turf valve 


Nelson’s Model 30 Midget Valve, 
a new quick-coupling turf valve, is 
made of highest grade brass. The 
valve unit is useful in residential, 
golf course, park, commercial and 
industrial lawn sprinkling systems. 
Valves mount flush with the lawn 
surface, below mower blades. This 
model has a capacity of 10 gpm, a 
3, in. pipe inlet connection, 
threaded key design and a top that 
opens easily for key insertion. A 
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FALL PROMOTION 


Nationally advertised in for all FABULON dealers . . . an exciting, 
HOUSE BEAUTIFUL all-out Profit Excursion into a wonderful, new world 
HOUSE AND GARDEN of record-smashing FABULON sales. National 


LIVING 
FOR YOUNG HOMEMAKERS 


advertising in 3 important home magazines; 
regional and local advertising and publicity; free sales 
aids galore — you get all this and more 

in this fabulous FALL PROMOTION. 


FREE SALES AIDS 


literature, window banner, 
posters, demonstration panels, 
emblems, ad mats, PIERCE AND STEVENS CHEMICAL CORP. 
Sa 710 Ohio Street * Dept.HA1O9*« Buffalo 3,N.Y. 
Available in Canada — LEPAGE’S, Toronto 18, Ontario. 


“Through research... tomorrow's magic today’’ 


Want more facts? Circle 165, p. 103 
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t 
i 
locking, tamperproof cap is also 
available for this model. L. R. 


Nelson Mfg. Co., Dept. HA, 609 
WwW. Lake =e. Peoria, Til. 


item 36 
Power drive accessories 


These low-cost 
vert the portable Ridgid 300 Power 
drive into a smooth-operating pipe 
and bolt threading machine. The 
No. 310 Carriage, a lightweight 


accessories con- 





aluminum unit, slips onto the sup- 
ports of the power drive and holds 
the die head and cutter like a pipe 
machine. Ridgid’s No. 360 cutter 
is full-floating and features wide 
rolls for straight cuts at pipe ma- 
chine speed. Ridge Tool Co., Dep?. 
HA, Elyria, Ohio. 


item 37 

Non-scalping riding mower 
The Flex-N-Float action of this 

Imperial riding mower permits the 

rotary or reel mower unit to cut 
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on all ground contours without turf 
scalping. Mower is available with 
4%-hp Clinton, or 544-hp Lawson 
engine with recoil or 12-volt key 





26-in. 


Interchangeable 
30-in. reel mowers and 
Ariens Co.. 


Dept. HA, Brillion, Wis. 


starting. 
rotary or 


other attachments. 


Item 38 
Improved pipe repair clamp 
Marman’s heavy-duty Patchmas- 
ter pipe repair clamp easily and 
quickly repairs pipe leaks. A new 
lug design allows the clamp to 
conform to the pipe’s contour un- 
der high torque without biting into 
the pipe. The Buna N pad with- 
stands high clamping pressures 
without extruding and is adaptable 
to oil, gas, water, and steam. This 


corrosion-resistant clamp is made 
for pipe sizes from % through to 





8 in., widths of 3, 6, 9 and 12 in. 
Marman Div., Aeroquip Corp.., 
Dept. HA, 11214 Exposition Blvd.. 
Los Angeles 64, Calif, 


Item 39 
Rust preventive enamel 


Totrust instant dry enamel dries 
in 10 minutes, stops rust and re- 
quires no primer. Resistant to fun- 
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gus, salt spray, sun or freezing, 
it can be used on damp surfaces. 
In 16-0z spray can, 17 colors and 
clear, available. Wilbur & Williams 
Co., Dept. HA, 650 Pleasant St., 
Norwood, Mass. 


ltem 40 
Display for dinner bell 

Here’s a new red and white coun- 
ter display package for Bevin’s 
Barbecue Bell. This highly pol- 
ished aluminum bell has a satin 





black pony shoe mounting bracket, 
easy pull action tongue and a raw- 
hide lanyard. It retails for $4.95. 
Bevin Bros. Mfg. Co., Dept. HA, 
Kast Hampton, Conn. 


Item 41 
Dual dial lawn sprinkler 
Lafayette’s “104” Dial-O-Matic 


sprinkler, featuring dual dials and 
rustproof Cycolac base, retails for 
$5.95. This model covers circular 
or odd-shaped areas from 10 to 





Well 
Build Profits New And Finer 


YOUR CUSTOMERS HAVE NEVER SEEN PROPANE TORCHES LIKE THESE 


@ Porous metal fuel filters that cut clogging @ Precision construction. Cleaner, more uni- 
to a minimum. form flame. 


@ Added volume from the sale of C&L’s 
@ Easy-acting thumb-control valves — any _ better-built fuel cylinders and complete line 
size flame, instantly. of accessories. 








DELUXE SOLID BRASS TORCH UNIT 


(PENCIL FLAME) AND REPLACEABLE CYLINDER LP-330 


Every home, every shop, every customer is a potential buyer 
for one of these better-built propane gas torches. Built of 
solid brass. Porous metal filter improves flame and cuts 
clogging to a minimum. Easy acting control valve instantly 
adjusts flame from minimum to full. Here is a torch that 
looks better, feels better, burns better and SELLS better. 





RETAIL PRICE. 


cLvinogr 





ae (LP-331 is similar to LP-330 except that it is equipped with a burner head 
ane that produces a brush type flame instead of a pencil flame. Retail Price $6.95) 

















GENERAL PURPOSE 


TORCH KIT LP-340 

A complete torch unit, and in addition, all accessories 
ordinarily used around home or shop, available in a 
handy kit at a savings of 26 per cent over regular prices. 
THIS KIT CONSISTS OF: 

C&L FUEL CYLINDER $1.94 
PENCIL POINT TORCH UNIT | 5.26 
BIG BRUSH BURNER HEAD 1.95 
FLAME SPREADER . owes 1.00 
SOLDERING TIP | 1.75 


$11.90 
All torch units are equipped with LP-310 
Disposable Fuel Cylinder. Interchangeable. 


Available separately. ideal for stoves, lan- THE ENTIRE KIT COMPLETE FOR 
terns of other LP appliances. Retail $1.94 


RETAIL 


All units and cylinders of the C&L propane torches are built in our Louisville plant, to the same 
— specifications that have made C&L gasoline torches the standard of the world. 


Complete line of accessories include soldering tips, flame spreaders, and super burners. 


Clayton & Lambert sro1 oixie nicnwar, coursvitte 10, xenrucny 
The greatest name in heat tools for more than 70 years 


Want more facts? Circle 166, p. 103 
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60 ft in diameter. Other features 
are a lock stop nut for stationary 
sprinkling, triple chrome plating, 
and tubular aluminum 
These sprinklers come assembled 
in individual display boxes. La- 
fayette Brass Mfg. Co., Dept. HA, 
409 Lafayette St., New York 3, 
ee 


runners. 


Item 42 

Drill speed reducer display 
Versamate and Versamatic port- 

able drill speed reduction units are 

now in a pilferproof display. Re- 





moval of one of the tools creates 
enough disturbance to attract at- 
tention. It’s 9 in. tall and each 
wing is 10 in. wide. You can ad- 
just the display in a variety of 


ways. This display is free when 
you order Supreme’s “stock-and- 
display” combination package of 


one Versamate and two Versa- 
matics. Supreme Products Corp., 
Dept. HA, 2222 S. 
Chicago 16, Ill. 


Calumet Ave.., 
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Item 43 
Frostproof wall hydrants 


Here’s a line of improved frost- 
proof wall hydrants. New features 
include an oval flange and a nickel- 
plated silleock. Mansfield’s hydrants 
control water supply through a 
valve seat located within a warm 
building. Three models are offered: 
No. 375 with 1% in. thread and 
sweat connections; No. 376 with 
4, in. thread outside and % in. 
thread inside; No. 377 with % in. 
sweat outside and 1% in. sweat in- 
side. Hydrants come in standard 





4 to 18 in. lengths in individual 
boxes 12 to a master carton. Mans- 
field Sanitary, Dept. HA, Perrys- 
ville, Ohio. 


Item 44 
Aerosol reflective coating 
reflective 


Reflecto - Lite brand 


coating comes in 6 oz containers 
that cover 6 to 8 sq ft of surface, 
making it brightly visible in any 
for marking 


light. road- 


Handy 





way hazards, trees, mail boxes, 
docks, posts, driveway edges, and 
garage interiors. Display C-3 is 
packed in groups of six with 24 
pressure containers in each ship- 
ping case. Minnesota Mining and 
Mfg. Co., Dept. HA, 900 Bush Ave., 
St. Paul 6, Minn. 


Item 45 
Packaging for bar aids 


Colorful plaid packages are both 
counter displays and gift boxes for 





iN 


Mr. Bartender products. The full 
Mr. Bartender line of shakers, 
stoppers, strainers, jiggers, tongs 
and glasses is available with these 
boxes. Bartender Products, Dept. 
HA, 21801 South Western Ave., 
Torrance, Calif. 


Item 46 

House and boat number rack 
This compact, metal, stock-keep- 

ing display holds an assortment of 





READ: 
7 . i UM -EASIEST tO 
oT —. VISIBLE DAY OR NIGHT 








12 dozen Hy-Ko aluminum reflect- 
ing house and boat numbers, one 
to zero, in 15 in. of counter space. 
The rack also holds frames and 
lawn stakes. The display is in- 
cluded free with the assortment 
mentioned and is available with 






ARE YOUR CUSTOMERS 
VALUE CONSCIOUS? 


Jali @ challenger & 


FINE QUALITY TOOLS 


No. “so 50 SOCKET MASTER at Low Popular Prices: 


Assortment 


Baw 


| ‘ MADE IN AMERICA by World's Largest Producer of Hand Tools, with 
<— — over 50 years Leadership in Fine Tool Engineering. 


QUALITY THROUGH AND THROUGH. Up-to-the-minute Designs... 
Alloy Steel... Precision Manufacture . . . Superb Finish. 


PRICED FOR VOLUME SALES at a substantial profit for 


you on today’s competitive market. Nationally Ad- 
vertised. 





4 UNCONDITIONAL FACTORY GUARANTEE covers Ma- 
terials, Performance and Workmanship. 








5 YOU BUY COMPLETE LINE FROM ONE SOURCE—Indi- 

vidual Tools, Tool Sets, Tools in Kits and Clips .. . Self- 
service Floor and Counter Merchandisers .. . and 
“Wall-ettes” (illustrated). 


capa ze Mm 8=6Ask for CATALOG and PRICES today! 


VOLUME ry G 
‘“Wall-ette’’ Asst. 





Also receive Full-color Literature 
on 3 New fast-selling “Wall-ette” 
Self-service Assortments (at left) 
featuring Sockets & Attachments, 
Pliers, Wrenches, Screwdrivers, 
Punches, Chisels, Complete Socket 
Sets in Tool Boxes, etc. CONTACT 

. YOUR JOBBER . . or write address 
below. 





No. 460—227 pc ‘ i 
PROFIT MASTER 4 i iy 
“Wall-ette 


Asst 


APPROVED 
MERCHANDISING PROGRAM 


SUBSID- af me CANADIAN 
cha L lenger Division ) ‘PANT, 
PENENS TOOL COXPORATION ® SCHILLER PARK, ILLINOIS =— ONTARIO 
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EASY 
LOCKING 
> COVERS 


just one of many 
features that make 





> 





-_ 








Just flip up metal handles to 
LOCK COVE no awkword 
twisting of turning 







Cc-t24CS 


BIG 24 GAL. SIZE 


$9.95 


Yithian UNBREAKABLE 


Comparison instantly shows why colorful 
Lustro-Ware REFUSE-TAINERS invite more 
sales. Customers appreciate their 

versatile utility, better value, 

superior design that's GUARANTEED to 
provide complete customer satisfaction. 
Can't leak, dent nor rust—quiet, clatter-proof 
handling . . . so easy to keep clean. 


Retails for only 


Choice of colors for indoor or outdoor 
glamour. Wonderful, too, for boats, 
vegetable bins, etc. Order from 
your supplier with FREE sales aids. 


C-112CS ALL-PURPOSE 12 gal. 
TAINER with easy to carry metal 
bail. A flip of metal lift latch 
seals cover—no twisting or 


Retail $ 5.95 
c-108CS COMPACT 


turning 


wt” TAINER and HAMPER. 
Cover fits for odor-free 
closure and metal bail is 
designed for easy carry- 
ing. Perfect for picnic 
cooler . . . also in white 
and nursery colors for 


diapers, etc. $ 4.95 





COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


Sales offices in principal cities of U.S.A. and Canada. 


Nationally Advertised 
and Guaranteed by 


WORLD'S LARGEST manufacturer 
of Plastic Housewares 
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reversible 
Products 


single-faced and 
numbers. Hy-Ko 


style 
Co., 





8 gal. RECTANGULAR | 


Dept. HA, 6813 Wade Park Ave., 


Cleveland 13, Ohio. 


Item 47 
Outdoor Christmas candle 

You can sell the Tiki Holiday 
Candle this season for $4.95. A 
Tiki Torch unit comes packed with 
'the brightly printed, red and white 











“candle.” The two-piece unit as- 
'sembles into an outdoor decoration 
jaround the 6-ft metal pole of the 
Tiki Torch. The Torch burns Tiki 
‘Fuel or kerosense and stays lit 30 





hours on a single filling. John 
Charles Co., Dept. HA, 1513 Plaza 
del Amo, Torrance, Calif. 


| 


| 


Item 48 

Belt ax with nonslip grip 
Campers, homeowners, handymen 

‘and farmers are potential custom- 

ers for the Bridgeport belt ax. This 

‘ax has a one-piece solid drop- 














It’s 
nonslip, contoured, neoprene grip 
is comfortable to hold and locks 
mechanically onto the steel shaft. 
It has a 8 in. cutting edge and 
beveled nail slot. A leather sheath 
is optional. The ax and sheath are 


forged steel head and handle. 


wrapped 
Bridgeport Hard- 
Dept. HA, Bridge- 


available pre-boxed and 
for Christmas. 
ware Mfg. Corp., 
port, Conn, 


Item 49 
18-pe hex key wrench set 


Here’s an 18-pc hex key set that 
meets most of the hex screw needs 
of industries or homes. The 9SL 
key set comes in a red plastic 
pouch and is promotionally priced. 
The short arm keys range from 
.050 to 4% in., and the long arm 





series from 5/64 to % in. Both 
series have a plated finish. Upland 
Industries, Dept. HA, Upland, Pa. 


Item 50 
Cabinet hardware displays 


You can select the cabinet hard- 
ware items and finishes most popu- 
lar with your trade from Amerock’s 
picture frame displays. Each dis- 
play includes extra hardware for 
resale that gives you a 50-percent 
markup on your cost of $9 each. 
These displays come with an easel 
for use on counters and tabs for 
hanging on walls. Eight displays 
without frames fit a revolving unit 
that can be put in a window dis- 





play or on the counter. Display 
No. 521, shown, features contempo- 
rary black and gold hardware. 
Amerock Corp., Dept. HA, Rock- 
ford, Ill. 


Item 51 
1960 midget car for $160 


Automotive type demountable 
wheels are featured on Rocco’s 1960 
Norseman Thunderbolt midget car. 
The unit accommodates a_ wide 
range of power plants and has a 
dual mounting kit as_ optional 
equipment. All cars have Rocco’s 
10-tooth automatic clutches. Comes 
with Timken roller bearings. It 


sells for $159.95 without the en- 
Rocco Products, Dept. HA, 
Fourth 


gine. 
2916 


Minn. 


Ave., Minneapolis, 


Item 52 
Dark, clear cutting oils 
Two new types of cutting oils 
for Toledo’s pipe machine line 
come in cans with plastic pouring 
spouts and indented bases to per- 
mit stacking. The dark and clear 
Thread-Ezy oils prolong die life 
and permit sharp, accurate threads 
without smoke. The 


exXCess cans 


STORAGE SPACE BECOMES 
SELLING SPACE WITH 





Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


LY, 


YOU PROFIT FOUR WAYS! 

1. Floor space is made more pro- 
ductive and more profitable. Less 
floor space is required. 


2. Time required to handle stock 


and serve customers is reduced. 
3. Your sales increase because your 
customers see and help them- 
selves to more items. 
4. Better display in less space — 


better fixtures mean a better 
selling job. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Avenue, Wellston, Ohio. 


BONDERIZED 


REVOLVO 


COUNTER PARTS CASES 


REVOLVO 
NAIL BINS 


NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





es 
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come in quart, gallon and five gal- 
lon size. Bulk quantities are avail- 
able in 30 and 55 gallon drums. 
Toledo Pipe Threading Machine 
Co., Dept. HA, Toledo, Ohio. 











Item 53 
Unfinished wood leg pack 











A dealer pack has been added to 
the Gerber line of unfinished hard- 
wood legs. The kit consists of an 
assortment of wood legs and a mer- 
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chandising aid program with mail- 
ing pieces, ad mats, counter cards, 
and window. streamers. Gerber 
Wrought Iron Products, Dept. HA, 
2540 Farrar St., St. Louis 7, Mo. 
























































Item 54 
Paint roller display rack 
Your do-it-yourself department 











can be expanded with this selfsell 
roller display for painters, con- 
tractors and homeowners. E Z 
Paintr’s Master Decorator Assort- 
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ment, Jr., has a perforated panel 
backing and covers the field of in- 
dustrial covers from 9 to 18 in. 
and in standard and jumbo diam- 
BG Pent 


MASTER DECORATOR 


BOr4Ase« 






—- te 


eters. It’s handy for the store with 
limited display space. E Z Paintr 
Corp., Dept. HA, 4051 S. Iowa 
Ave., Milwaukee, Wis. 


Item 55 
Lightweight pipe adapter 
Wheeler’s pipe adapter can be 
used with a power drive to cut 21% 
through 4 in. pipe. This new tool 
increases the capacity of pipe hold- 
ing devices with a 2 in. maximum 
capacity. It will handle _ pipe 
through 4 in. diameter for manual 
cutting and threading operations 
with a 2 in. or larger pipe vise. 
The interior of this high strength, 
lightweight device is cast into 
cylindrical steps fitting 2145, 3 and 


4 in. pipe. Wheeler Mfg. Corp., 
Dept. HA, Ross Rd., Ashtabula. 
Ohio. 

Item 56 


Supports for closet rods 

Here’s a Universal closet rod 
support that can be used with exist- 
ing shelf brackets to convert them 
into closet rod supports. A pair 
of these supports holds closet rods 
with normal clothing weights. They 
are made of 44 in. heavy wrought 
steel, zinc plated. These supports 
can be used without shelf brackets 


oe g ™ 


Ses 
a 
“ 
ts 
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by attaching to existing shelves 
with two screws. The Griffin rod 
supports retail for 50¢ to 60¢ per 
pair. Griffin Mfg. Co., Dept. HA, 
1515 Cherry St., Erie 6, Pa. 


Item 57 
Squirrel call for $2.25 

Squirrel hunters will go for this 
call that duplicates squirrel chat- 
ter. High quality, with green rub- 





ber bellows, it retails for $2.25. 
Green Head Co., Dept. HA, 3 
Second St., La Salle, Ill. 


i 2 
+ ~ 


Item 58 
3 gas radiant heaters 


These cool cabinet unvented gas 
radiant heaters come in 20, 30 and 
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Repairs kitchen utensils 


Fills in boats 


. Aan 


Repairs die-cast parts 


User Says Devcon Aluminum Makes Hundreds of Home Repair Jobs Faster... Easier 


You just can’t possibly think of all the 
uses for Devcon Aluminum Putty, accord- 
ing to one user who wrote recently. He 
Says it’s the easy way to repair perma- 
nently almost anything around the house 
... metal, wood, porcelain, plastic... 
toys, utensils, power tools . .. holes in 
boats, leaks in pipes, cracks in appli- 
ances. Nonshrinking and permanent, 
Devcon Aluminum seals, fills and bonds. 


No wonder hardware men everywhere 
say aluminum putties like Devcon are 
among the fastest selling specialty items 
in years. Made with ALCoA® Aluminum 
Powders by Devcon Corporation, Dan- 
vers, Mass., Devcon is as easy to use as 
modeling clay, shapes to any contour 
with a putty knife. Anyone can use it. 


Devcon Aluminum dealers say a promi- 
nent display always means fast turnover. 
Customers come back for more, tell their 
friends. Are you stocked? 

ALCOA does not make aluminum 
putties, but ALCOA Aluminum Powders 
are combined with epoxy plastics to 
make Devcon Aluminum. When a hard- 
ening agent is added to this aluminum- 
epoxy mixture, a chemical reaction turns 
this putty into a hard, tough aluminum 
mass. Easy to use, requires no special 
tools, heat or flame. It adheres to metal, 
wood, plastic, glass or concrete... is not 
affected by water, oil or gasoline . . . can 
be burnished to a high luster or even 
painted. Write for more information 
today. Use the coupon. 


Want more facts? Circle 170, p. 103 


PIGMENTED witH 


Look for this 
label... it’s your 
guide to the best 


in aluminum value 


For exciting drama watch “Alcoa Presents” every Tuesday, 
ABC-TV, and the Emmy Award Winning “Alcoa Theatre” 
aiternate Mondays, NBC-TV 


Aluminum Company of America 
1744-K Alcoa Building, Pittsburgh 19, Pa. 


Please send more information on cold solders 
made with Alcoa Aluminum Powders. 


Name 
Company 
Address 


City Zone State 
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BUYING CHECK LIST 


Want more details? Just circle item number on p. 103 


40 thousand BTU input sizes. All 
models will accommodate an op- 
tional circulating fan for field in- 
stallation. Baked enamel finish 
over bonderized steel. Chattanooga 
Royal Co., Dept. HA, Chattanooge 
6, Tenn. 


Item 59 
Malleable iron pipe tools 


This company has expanded its 
line to include four malleable iron 
threaders for pipe from *% to 2 
in., two malleable iron Saunders- 





type cutters for 4 to 2 in. pipe, 
and a malleable iron portable pipe 
stand 36 in. high. Milwaukee Tool 
& Equipment Co., Dept. HA, 2773 
S. 29th St., Milwaukee, Wis. 


Item 60 
New inswinging door latch 

This Ideal latch for inswinging 
combination and jalousie doors can 
be installed with three 14 in. holes. 
The latch is held by two thru-bolts. 
Rotating surfaces operate on self- 
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lubricating Bronze Oilite Bearings. 
The latch has an inside locking 
slide button and it will fit stiles as 
narrow as 1%% in. and doors “, to 
13g thick. The inswinging latch 
has a protective finish of clear 
epoxy enamel. A new special brack- 
et for adaptation of the Ideal door 
closer is also available. Jdeal brass 
Works, Dept. HA, 250 E. Sth St., 
St. Paul 1, Minn. 


Item 61 
Rubber cord connector unit 


Here’s a rubber cord connector 
that locks any standard cap. This 
fagle Lock-On cord connector, Cat. 
No. 50, is made of black rubber 
with white phenolic buttons. The 
hardened Lock-on spring makes 
and holds contact on both sides of 
the prong. Cord clamps hold the 
wire connections firmly. This de- 
vice is handy for attaching exten- 





sions for power tools, lawn mowers 
and hedge cutters. Comes mounted 
on a card. Eagle Electric Mfg. Co., 
Dept. HA, 23-10 Bridge Plaza 
South, Long Island City 1, N. Y. 


Item 62 
Threaded steel inserts 

This improved threaded steel in- 
sert, for use with wood assemblies 
held together by machine screws. 
is called the Delta-Nut. The ma- 
chine screw can be withdrawn and 
replaced indefinitely. It holds like 
a bolt. Three teeth bite into woud 








without insert is 


splitting. The 
handy for quick assembly and dis- 
assembly of parts, fastening iegs 


to wooden parts, and securing 
drawer pulls or handles. Size is 
ly, x 20 x 5/16 in. overall. A %% in. 
hole is required. Diamond Expan- 
sion Bolt Co., Dept. HA, Garwood, 


N. J. 


Item 63 
Line of lighting fixtures 


This line of 60 surface mounted 
and recessed lighting fixtures is 
available from Emerson Electric. 
The line includes 12 recessed fix- 
tures and a thin 150-watt fixture 
3 in. deep. Emerson Electric Mfg. 
Co., Dept. HA, 8100 Florissant 
Ave., St. Louis 36, Mo. 


Item 64 
Ring, screw nail display 
Sterling ring and screw shank 
nails are featured on this nail dis- 
play board. Actual nails are iden- 
tified and fastened so that they 
can’t get mixed-up or lost. North- 
western Steel’s display uses plas- 
tic heat-sealing and skin pack 


STERLING TING and SOCRTW SHANK MatLS 


Hold Better 



















WD css wr cence Wet FEO 861s OF DRED ete ErtTErEACoRe 


methods on its new display card. 
Northwestern Steel and Wire Co., 
Dept. HA, Sterling, Ill. 





each EVANS POCKET TAPE 
comes packaged in 














(U.S. Reg.) 


THE GREATEST IDEA FOR PACKAGING 





HR) some AND MERCHANDISING IN YEARS! 


» 


y= “ 


~ 


oe EXTR: 
- 
VALUE 

“HOLSTER-PAK”, the greatest merchandising ad- Ts: — 
vancement in packaging of the decade, is the perfect HOLSTER -Power-Tapeé - 
blend of product, package, promotion, and utility. This . --p_pAK 
sturdy leatherette tape-holster clips on the belt and n HOLS i=R- 
keeps the tape handy on the job at all times. Your _ 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) 
come to you ready-packaged in this sensational form- 
fit ““Holster-Pak’’, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale ‘Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 








RULE CO. FACTORIES AT ELIZABETH, N. J. & MONTREAL, QUE. 
Want more facts? Circle 171, p. 103 
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This catalog production line can make up 33 catalogs every 3 days. 


Wholesaler’s catalog service 


makes a hit with dealers 


So many dealers asked this wholesaler to supply a catalog service that it has become 


a regular part of the business, with a reward of more sales for all concerned. 


How does a wholesaler get into the business of sup- 
plying a catalog service to dealers? Here’s how it 
happened to F. C. Stearns Hardware Inc., Hot 
Springs, Ark. 

“At the last Arkansas Retail Hardware Assn. con- 
vention, February 1959, I had many dealers ask me 
if they could purchase one of our salesmen’s catalogs,” 
says Stearns sales manager W. M. Anderson, Jr. 

“They wanted the catalogs to keep inventories 
priced right and up to date, and also to quote prices 
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and place special orders for customers who wanted 
things they didn’t have in stock. 

“This impressed me to the point that I thought we 
should get started immediately on a catalog service,” 
Mr. Anderson says. “That was the beginning of our 
program.” 

How has the service worked out? 

“Well, remember, we are not the world’s biggest 
wholesaler. We work entirely in Arkansas, go just 

(Continued on page 120) 





~ 


NEW TIME-SAVING CABLE ARRANGEMENT — 3 
leads in a single cable jacket! 3 leads permit easy service- 
ability, because controls are at surface level. 1-piece con- 
struction eliminates splicing on the job, cuts installation 
time, prevents wrong connections at the pump end. 
Packaged cable available in 9 lengths. 


NEW DESIGN IDEAS INSIDE! New Hex-A-Drive shaft 
design eliminates impeller keys, provides positive drive. 
New ByRITE parts—impellers, guide vane, coverplates— 
resist water absorption. Extra-wide impellers protect 
against mineral and algae build-up. Lower in cost, BYRITE 
even offers advantages over corrosion-resistant metals. 


| 


wor c OG) 














} 
NEW ROCK-BOTTOM PRICE is attracting flocks of 
buyers to Goulds’ new Silent-Flow Submersible Water 
System in 14, 14, and 34 HP sizes. Now you can offer 
your customers a 14 HP sub—with many exclusive fea- 
tures—for only $195 (manufacturer’s suggested retail 


DISASSEMBLE IT IN THE FIELD—no special tools 
needed! To do the job, all you need is a screwdriver and 
a wrench. You avoid sending the pump to the factory for 
repairs, save time and money and build good will with 
your customers by providing faster service. 





USE THIS DISPLAY to spread the word about Goulds’ 
new Silent-Flow to your customers. It illustrates each 
new feature, points out all the advantages, helps you get 
those ‘‘easy’’ sales. To get yours, ask your Goulds dis- 
tributor, or write for more information to Goulds Pumps, 
Inc., Dept. HA-108, Seneca Falls, N. Y. 


GOULDS @ PUMPS 


Want more facts? Circle 172, p. 103 
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Wholesaler’s catalog service 


Makes a hit with dealers 
(Continued from page 118) 


Here's an excerpt from Stearn's sales message 
to dealers, covering the values of the catalog 
service. 





ot 
“Sony WO 


many 


Stearns’ 


“COMPLETE CATALOGUE SERVICE" 


(over 32,000 items to sell) 


GLADLY BE. ORDERED 


combined with Stearns Fast 
Truck Delivery, will add 
HUNDREDS OF SALES -- at no 
additional inventory cost. 





This talogue Service, complete with weekly up-to-the- 
minute change sheets, will enable YOU to keep your | 
merchandise PRICED CORRECTLY - to QUOTE PRICES immediately 
to your customers on items not normally stocked, and to 


TAKE ORDERS to come out on our NEXT IRUCK. 


All at a cost of less than $1.00 a week (which only covers 
ASE QUR SALESMAN ABOUT 


cost of mailing change pages). 
THIS PLUS SALES OPPORTUNITY. 





BM. Andersm@m, Jt. 
President 


+1 
tte 








over the borders into Missouri and Louisiana, and 
travel one man in Oklahoma,” Mr. Anderson says. 

“We sold our first 100 catalogs to dealers in June 
this year. Then we set up a regular catalog assembly 
line (see photograph) to make the next 100 easier 
and less costly to put together. 

“Using bins, open binders, and a production line 
plan, we have found that we can build 33 catalogs 
every three days. This takes a crew of five people 
working some three to four hours daily,’ Mr. Ander- 
son says. 

‘“We’re working on our second block of 100 catalogs. 
These catalogs remain our possession, we sell only the 
service. We charge $50 a year to each dealer who 
buys the service, and this just takes care of mailing 
out catalog changes. 

“Each week we mail price change sheets to all of 
the dealers who subscribe to our service,” says Mr. 
Anderson. 
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“Our dealers have been very receptive of this ser- 
vice. They have told us that they have paid for the 
entire year’s service cost with extra sales in the first 
two weeks that they had the catalog. 

“‘We have other dealers who tell us that their year’s 
subscription is worth it for the value of having an 
authentic source for remarking and pricing their in- 
ventories,” Mr. Anderson says. 

How does the production-line assembly work? 

“We built special catalog bins in vertical positions, 
to conserve space. We built them about an inch shorter 
than the catalog pages, so that the pages extend with 
their numbers visible. This, of course, eliminates the 
need for numbering the bins. 

“In this way, the bins can be changed as we add 
new pages or new lines. We can easily change the 
bins without having to worry about altering bin 
numbers,” Mr. Anderson concludes. @ End 














NEW Free Roller Display! 


Rubberset’s "Sb walle, 
GULL- WING DISPLAY 





















































Most attractive and efficient way to show and sell paint rollers! 


Certain to boost paint roller sales for you. Lets you offer complete . 
“Flo-matic” roller line for homeowner users with minimum investment. Your best bet is 


ubberset” 


THE RUBBERSET CO. 


Stock is easy to find, easy to select and easy to sell. Display holds one 
dozen each of six types of “Flo-matic”’ covers; 30 “Flo-matic” chassis 
or rollers . . . all in a compact area. Unit measures 25” by 48” by 
2012". Sturdily constructed, sets up in minutes; no screws or bolts. 


Now learn how you can cash in on increased roller sales with this 
great new GULL-WING display free with your order of Rubberset 


‘“Flo-matic” rollers. Be sure to see your Rubberset representative for 900 Passaic Ave. 
data on the only complete roller line—homeowner and industrial—avail- East Newark, N. J. 
able from one source . . . Rubberset! 


Want more facts? Circle 173, p. 103 
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About $1 worth of lumber and 
hooks makes pet display above 


counter area and... 


Display boosts 


harness sales 20% 





H&.G's Completely Merchandised 


FULL LINE of BRUSHES 


How do you display dog harnesses? 





e An "e An Assortment for Every Budget | Weidler Hardware Co., Milwaukee, does it by a 1 x 2-in. wooden 
eo FREE Racks of All Sizes | frame which forms the background of a window. The harnesses are 
e Famous H&G Quality hung on hooks and can be seen by sidewalk traffic as well as by cus- 
e Sparkling FOIL Protect-a-Wrap tomers stepping into the store. 
7 Sales have gone up 20 percent on these items since this display was 
; set up. @ End 
| 
| 








See your Distributor or write " = ) _ 

2-12 yt oro 9 1" urna 9 of types of harness is easy for customers inside or outside 
: : o> & | the store because of this open displ thod. 
Want more facts? Circle 179, p. 103 is Open display metho 
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NEW lessen 
Special Christmas Packaging 


Special Christmas Pricing... 


NO STOCK PROBLEMS 
Disston Christmas specials are special. Prices for all 
pockets . . . reduced for real action (full markup for 
you). Attractive Yuletide packaging, including 
Christmas tags, seasonal displays and colorful sleeves. 
No stock problems after Christmas because all special 
wrap is easily removed. Order tool stocks, now. 

















HERE THEY ARE 
1—DAGGER— A whole shop full of saws in one. 


The fastest cutting, most powerful sabre saw on the 
market. SPECIALLY PRICED with Christmas tag 

$49.95 | 
2—CHIEFTAIN RULE—Sparkling bright chrome-plate Cater to the impulse buyer and win extra profits 
case catches the eye. Ideal for amateur or pro, it’s a | with this big, bright exhibit of hooks for bathroom, 
high-quality, executive rule. SPECIALLY PRICED closets, hallway and kitchen. New display of beauti- 
Se. es fully finished, chromium plated aluminum hooks 


3—RANCHER HAND SAW— Bevel filed with carved, sparkles against a rich, blue background, catching 
hardwood handle. This is the famous Disston Standard the eye of everyone who comes near it. Display 
brand saw. SPECIALLY PRICED with Christmas | including $1.40 worth of hooks is free! You pay only 
SE: st vnc ck enees<eldeautes ethan e0 ke $4.95 for the hooks inside the display case. 

4—NEST OF SAWS — The all-purpose saw kit... | 


| 


cuts wood, metal, plastic, bone. Handle adjustable | Ask for Display No. AL 6600-26-—Holds 8 Doz. CHROMIUM PLATED ALUMINU 


to 3 positions. Appeals to everybody. SPECIALLY | QUANTITY HOOK No. PROJECTION HEIGHT LIST PRICE 
PRICED with Christmas sleeve.............$2.98 
12 only AL 6650-26 1-4" 1-4" 25 each 


24 only AL 6651-26 1-44" 1.44" .25 each 


12 only AL 6652-26 2-4," .30 each 


24 only AL 6655-26 yA" .30 each 


24 only AL 6660-26 3” 2-1," 30 each 


Every hook is individually packaged with screws in 
transparent polyethylene bag. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; | Order from your Jobber 
Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION 

Specialty Alloys —RIVERSIDE-ALLOY METAL DIVISION; Refractories—-REFRACTORIES | 

DIVISION; Electric Furnace Steel—_CONNORS STEEL DIVISION, VULCAN- KIDD STEEL DIVI- SAFE PADLOCK AND HARDWARE CO 
SION: Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LES- ; 
CHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, | LANCASTER, PA. 

S. A.: and in Canada, Refractories, ‘“Disston” Tools, ‘Federal’ Wires and Cables, “Nepcoduct”’ 

Systems—H. K. PORTER COMPANY (CANADA) LTD. 


Want more facts? Circle 174, p. 103 Want more facts? Circle 175, p. 103 
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HARDWARE MEN: Nut drivers are 
e New Colored Plastic Handles 


e Choice of Gleaming “Chrome- 
Tone” Solid Shafts or Exciting 


now in constant demand for maintenance work, 
electrical and TV repairs, appliance repairs, 


and for every job around the house 


where a hex nut is used. “Gold-Tone” Hollow Shafts 
So, stock the line that has everything “++ @ Extra Hard Sockets That Won't 
appearance, quality, beautiful packaging! Round-Out 
Priced right for the hardware trade, too! 


Colorful, New Vari-Board 
Shelves to Help You Sell 


These Shelves Fit Your Perforated Backboard 





Comes with 42 “Gold. Tone”, 
hollow shaft nut drivers with 
colored plastic handles. 

List $46.08 Complete 


seni 44 “Chrome-Tone”, 
solid shaft nut drivers with 
colored plastic handles. 


List $40.60 Complete 






» A beautifully matched set of 5 most popu- 
lar size nut drivers in handsome 2-tone 
plastic box with hinged cover. A treat 
to behold and only $5.00 List Price. 


here 


Want more facts? Circle 176, p. 103 
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Small town dealer is 
promoter of time-pay 


Few businesses can afford full 
size billboards on highways ap- 
proaching a town of barely 3000. 
And in most cases, they just 
wouldn’t pay off. A West Coast 
dealer proves the exception to this 
rule. 

Fortuna Hardware Co., dealer at 
Fortuna, Calif., believes in revolv- 
ing credit as a source of increased 
volume. 

“We also believe in advertising,”’ 
says co-owner James Loudon. 

“We spend 5 to 6 percent of our 
gross sales on advertising, and our 


One billboard, six important words 
for more sales. 


revolving credit billboard is just 
one media,” Mr. Loudon says. “We 
spend some $70 per month for one 
full size billboard, but we believe 
it is good, solid advertising that 
eventually pays its own way in new 
customers for revolving credit.” 





HARDWARE HUMOR 


"Il don't need any paint, but I'd sure 
appreciate your lending me a paint 
paddle for awhile.” 





Want more facts? Circle 177, p. 103 > 





Now from 


Midland! 


You get 

the tillage market 
you've been missing = 
with this exciting new 
Vertical Tiller 


Finally! a truly low-cost tiller-cultivator for the small 
space gardener. Outstanding features include: a 
handle-intake air cleaner, tines expandable from 10” 
to 20”, hi-lo handles, an off-on switch with starting 
position behind handles for safety, and non-winding 
walk-along tines that protect plants during between- 
row tilling. It’s perfectly balanced — and powered 
by a rugged OMC Iron Horse engine. This will be 
the hottest unit in the industry! 


joy year round salos— 
with the Compldé 1960 Midland Line’ 
NEW Vertical Tiller Model R 71 7 HP Riding Tractor 
NEW Snow Blower Model M70-B 7 HP Utility Tractor 


Model RT 3 HP Rotary Tiller NEW Self-Propelled Mower 
Model TMS 4 HP Garden Tractor and 5 other great power mowers! 


The Midland Company 
1200 Rawson Avenue « South Milwaukee, Wisconsin 
Subsidiary of Outboard Marine Corporation 


iinet Et te on en oe ee oe oe on a a os a a hs eh he a a a a a ae ee a ee 


Select franchises are still available for qualified dealers. Mail this coupon 
or write to find out if a Midland dealership is available in your territory. 


The Midland Company 


Dept. MHA.109 
1200 Rawson Avenue, South Milwaukee, Wisconsin 


you start selling this fall! 


Midland means business — and plenty of it. And 
you don’t have to wait until Spring to make your 
first sales. You start selling now, with the exciting 
new Penguin Snow Remover — and you keep build- 
ing Midland sales...and profits...all year long. 
That’s our story for 1960: a broad, modern line... 

with sales ap- 
peal four seasons a year. Why not make the BIG 
move — to Midland. Send the coupon now. 


Gentlemen: | . 
The 1960 Midland profit opportunity sounds 
interesting. Please send me more information. 
Name......... hiheiaeonin 
Company 


Address 


City. 















The Finest 








. 


CEKCO) Ekco Products Co., Chicago, ©1959 





Want more facts? Circle 178, p. 103 
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Products Made 


fa) 


EKCO 


Make Your Housewares Department 


As Complete and Profitable 
As Possible... 


FEATURE FLINT 


ST @ in National Advertising 
@ in quality 


@ in name recognition by consumers 


Pat. 


Pend. 





@ as a complete full line source 
e with profit making promotions 


e with new products and ideas 
SEE YOUR DISTRIBUTOR 
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For a narrow store, 


try special displays 


How to beat the space squeeze and 
widen traffic aisles? Try building 
fixtures that are long but narrower 


than standard sizes. 


Narrow islands in a narrow store help the Tomah (Wis.) Hard- 
ware Co. make effective use of its limited space. 

Seven of these units are 5 ft long and 18 in. wide. They are used 
with three aisles in a 30-ft wide store. 

The islands are made of 1-in. lumber, 1%4-in. plywood and per- 
forated panel dividers. Displays are supported on 114-in. pipe. 
Islands are finished in a light gray. 

The design of the upper part of the island varies. Some are made 
with perforated panel dividers which support glass shelving. 


How one of the narrow islands is adapted for display of aluminum 
and stainless steel cooking ware. 
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Where to find the 
nearest Wheeling 
Warehouse 


BOSTON 

Warehouse #45, Mystic Wharf 
Charlestown District 

Boston, Massachusetts 
Charlestown 2-4925 


BUFFALO 

1722 Walden Avenue 
Buffalo 25, New York 
Keystone 7444 


CHICAGO 

2547 Arthington Street 
Chicago 12, Illinois 
Seeley 3-5700 


COLUMBUS 

1785 Kenny Road 
Columbus 12, Ohio 
Hudson 6-4318 


DETROIT 

6410 Miller Road 
Dearborn 1, Michigan 
Luzon 4-2005 


KANSAS CITY 

820 Atlantic Street 

North Kansas City 16, Mo. 
Grand 1-4141 


MARTINS FERRY 
First Street 

Martins Ferry, Ohio 
Melrose 3-9321 


MINNEAPOLIS 

340-400 27th Ave., N.E. 
Minneapolis 18, Minnesota 
Sterling 9-7233 


NEW ORLEANS 

1560 Tchoupitoulas Street 
New Orleans 1, Louisiana 
Jackson 5-2291 


NEW YORK 

47-04 Van Dam Street 
Long Island City 1, N. Y. 
Stillwell 4-8580 


PHILADELPHIA 

3rd and Bristol Streets 
Nicetown Station 
Philadelphia 40, Pennsylvania 
Davenport 9-1600 


RICHMOND 

1600 Jefferson Davis Highway 
Richmond 24, Virginia 
Belmont 3-6936 


ST. LOUIS 

722 South Vandeventer Avenue 
St. Louis 10, Missouri 
Jefferson 1-3900 


Want more facts? Circle 180, p. 103 




















SQUARE 
CONDUCTOR PIPE 













SEAMLESS ROLL 
} ROOFING AND VALLEYS . CORRUGATED ROOFING 
AND SIDING 












. ) 

4 
CUT NAILS ) 
( ASH OR GARBAGE CAN 

_ OVAL PAIL ) 

HOUSEHOLD Yi? a CHANNELDRAIN , 

MOP BUCKET Bes 2". <0? ROOFING Y 
. ‘|| SERRE 
L | Ree | 


CD Thinking of quick service? 
gc Then think of Wheeling! 


Cut nails, galvanized ware goods, roofing, gutters . . . in 
fact all these steel products are immediately available 
from your nearby Wheeling warehouse. 

This means no lost sales because you can’t fill cus- 
tomers’ orders. 

What’s more, Wheeling products sell better because 
customers know they’re top quality ...and they are 
consistently merchandised through colorful advertise- 
ments in national magazines. 

Get the full story on Wheeling service and Wheeling 
products from our nearest warehouse or sales office. 
Wheeling Corrugating Company, Wheeling, W. Va. 


WHEELING CORRUGATING COMPANY 
IT’S WHEELING STEEL 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, 
St. Louis Sales Offices: Atlanta, Houston 

























ees 
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Best Twine 
to buy because it's 


SURE to SELL! 
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Shuford'’s 


STAY 
CLEAN 


TWINE 


...ever-wrapped ...ever-ready! 


Shuford’s Polished and Unzolished Twine and Cable Cord 
in the exclusive STAY CLEAN package is a sure seller 
at a popular price. 


Shuford’s STAY CLEAN Twine has eye-appeal and buy- 
appeal because it stays wrapped until the last inch is used 
. Saves time and twine! 


<“s eo Order Shuford’s STAY 
an. by > CLEAN Twine . . . high 
Good Housekeeping quality, extra value, strong 
\ op e ideal for office, indus- 
trial, farm, store and home 


Nationally Advertised! °°. 


we 
45 apvearisto WES 





CLOTHES LINES e TWINES Shus 
PRESSURE - SENSITIVE PAPER TAPES da: | SINCE , 
SASH CORDS e« WEATHER STRIPPING we 


COTTON & RAYON YARNS « EXTRUDED PLASTICS Hic, ad — Inc 





41208 World's Largest Manufacturer of Cotton Content 
Want more facts? Circle 182, p. 103 
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Action display boosts 


water pump sales rate 

A live display or demonstration 
increases sales of hardware. 

This has been found particu- 
larly true at Ramsey, Inc., Hard- 
ware, Goliad, Texas. Owner Bob 
Ramsey has set up a submersible 
pump in a one square foot clear 
plastic container. The container is 
filled with water, and a submers- 
ible pump is kept in fairly contin- 


Owner Ramsey, left, shows a prospect 
how the pump starts and develops 
full power. 


uous operation. All water pumped 
flows back into the plastic tank. 

Customers watching the action 
can see the rapid flow and get a 
better working knowledge of sub- 
mersibles. Since submersibles are 
still a new type of pump to many 
farmers and suburbanites, this 
display is doubly interesting. 

Right now, submersible pump 
business accounts for something 
less than half of the store’s water 
pump volume. The figure is stead- 
ily increasing, and Mr. Ramsey 
says submersibles have a bright 
future in his store. 


Dealer builds lively 
local plumbing trade 


Even without new home installa- 
tion sales, plumbing pipe and fit- 
tings can be a productive depart- 
ment for a neighborhood hardware 
store. 

So finds Roland J. Bertrand, 
owner of Loyal Heights Hardware 
in Seattle, Wash. When he took 
over his store in the Ballard Dis- 
trict, there was virtually no sales 








Now!... Convert Your 


e 


"3 Efficient, New Fei GaallID Accessories 
For Fast Custom Pipe Jobs...Extra Profits!” 


RIZFSID No. 310 Carriage — Slip this 

strong, lightweight aluminum alloy carriage on 
the support arms of your RIE31D 300 Power Drive, 
and you'll get real cut-and-thread efficiency! Holds die 
head and cutter at your fingertips exactly like a pipe 
machine. No fumbling for right size threader . . . no 
tools to drop. Easy sliding . . . snugs right up to 
chuck for close threading and cut-off. 


RiEkeaID Die Heads — The time-saving 
B RIEZ30B 535 Quick-Opening Die Head shown 
here, or any other ReIZ2(1I Machine Pipe and Bolt 
Die Head, snap-locks into carriage quickly, easily... 
eliminates slow back-off. Single adjustment on 
carriage centers die head exactly for true threads 
every time. 


RIFEBID No. 360 Cutter — Full- floating, 

wheel-type cutter... wide rolls for straight cuts 
at pipe machine speed. Attaches easily with swivel 
drive pin. Fits 310 carriage only. 

Die head and cutter operate independently .. . 
Swing up and stay out of way when not in use. 
Add a RIGID No. 19 Nipple Chuck and you can 
thread close nipples in your spare time. 

For a bargain in fast, easy work, equip your 
Rile(b 300 Power Drive with these accessories 
... available individually ...from your Wholesaler. 
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sALES Kocke?s 
with these quality 


SNOW TOYS 


they turn snow into profits 


ei Rocker 


Genuine molded fiberglass. 
48” long—17”" wide. 
Bright holly red color, 


Ked Kover ¥ 


. “, tal 


Genuine molded fiberglass. 
Stee! wire reinforced bead. 
Fyli 26" diameter. 


4 as 


Whether you stock and sell quality-built, 
full profit snow toys... ora lightweight, 
low-profit line . . . your cost of doing 
business is the same. It’s to your ad- 
vantage to make the most of each sale. 


Red Rocket Toboggans and Red Rover | ine 


Snow Coasters bring you up to 3 times 
as much profit per sale. 

Red Rockets and Red Rovers are 
easier to sell, too! They give your cus- 
tomers more value for their money! 
“ach is molded of heavy-gauge, dur- 
able fiberglass. Each is full size and 
safety tested. The Red Rocket Tobog- 
gan is 4 feet long—-17 inches wide... 
big enough for two riders. The Red 
Rover has a steel wire reinforced bead 
for added safety ... and lasting cus- 
tomer satisfaction. 

Ask your distributor salesman or 
write direct for further information. 


PLASTIC PRODUCTS 
CORPORATION 


P.O. Box 857 
Cleveland 22, Ohio 
Want more facts? Circle 184, p. 103 











and 


| to repair 


volume in plumbing merchandise. 
Now, with an inventory of about 
$2000 in pipe, fittings, and acces- 


That's owner R. J. Bertrand refilling 
busy bins. 


sories, the store has a turnover in 
this merchandise of 
times a year. 

One feature of the plumbing 
merchandise display is the over- 
head rack for plumbing pipe which 
Mr. Bertrand set up in his back 
room. 

The owner mounted his pipe 
racks from the ceiling of the ware- 
house room, placing it so the end 
of the rack is just back from the 
warehouse room. entrance. 
the sales room, and prices 
of each of the popular sizes of pipe 
indicated on the end of the 


' rack where they can be seen from 
the sales 


room. 
Mr. Bertrand provides a cutting 


threading service, using a 


| power threader. For pipe up to °4 
| in. he charges 10 cents per cut and 
| 20 cents 
| sizes the charge is 15 cents per cut 
‘and 40 cents per thread. 


per thread. For larger 


Fittings and accessories are dis- 


| played on a self-service island near 
| the center of the sales floor. 


“In our 2000 sq ft store, we don’t 


_ have space to handle plumbing fix- 
tures,” the owner says. “This nec- 


essarily limits us almost entirely 


work sales. Even so, 


_there is a good enough volume to 
| make this well worth the effort we 
| have put into it.” 








about three | 


| The | 
ends of the pipe are thus visible | 
| from 





as all Outdoors Ya 


‘ 


WHEN YOU FEATURE THE il 


NEW (me Wi 
CADDIES i 
AND PLANTERS 

I? 


‘se \ ¥ 
svi) 
1 


q 


TWO MORE 
NEW PROFIT- 
PACKED . 
PRODUCTS 
FROM 


No. 314-B To bring outdoors indoors, 
the NEW “Lantern” table or wall com- 
bination Planter with extra large brass § 
plated 412” plastic pot. 


No. 215-B A NEW modern design Com- 
bination Beverage Caddy with section for 
paper napkins in the handle for gracious 
outdoor serving. Lustre-Bright brass finish. 


No. 208-B Party No. 603-BA Candy 
Caddy Nut Dish 


Send for New 1959 Catalog showing over 
80 fast selling, money-making 
Housewares and Giftwares. 


Dept. HA, East Hampton, Connecticut 
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ANOTHER PRODUCT OF 
NOW! MOTO-MOWER 


ADVANCED ENGINEERING 





MOTO-MOWER 
| 


Quality Features That Make 
Selling Easy 


Tills a 22” row—width expands to 32” 
with accessory extensions. Depth adjust- 
ment 0” to 8”. 


Heavy unitized steel construction. 


Husky 3% h.p. 4-cycle engine. Quick- 


action impulse starter on engine. 


16 individually replaceable, non-clogging 
Universal Bolo tines—14” diameter. 
Lifetime guarantee against breakage. 


Fingertip controls on handle for engine 
throttle, clutch and reverse. Also— 
safety clutch and reverse releases. 


, f ae f - ig Vertical fully-enclosed worm drive. 4 
Timken tapered bearings, bronze worm 
“af Ee 5 wheel. Forward and reverse drives. 


Adjustable height 3-position handle. 


3 position wheel adjustment for maxi- 
mum tilling. 
; Swivel base for hilling, going around 
se : Pe 4 | >, trees or fences. 10” wheels, heavy duty, 
4 semi-pneumatic tires. 





‘ Z 
» -~ s es 
©. fess 
We acer 
er w : 7 
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| : SUGGESTED LIST PRICE. +f p 4 95 
A BIG PROFIT MAKER... EVERY 
GAR aay PLOT OWN ER A '=)—~Tel> PECT Also Available: 16” Standard Tiller: $139.95 


It’s another fast-seller to round out the complete Moto-Mower 
Profit Line for °60! This rugged, versatile unit—the Workhorse of 
all Tillers—breaks up, even pulverizes, the hardest-packed soil, 
destroys weeds while it tills a 22” rov’. 1.’s automotive-engineered 
,and built to Moto-Mower’s exacting quality standards. Easy to 
handle as a Moto-Mower. power mower « . . and loaded with features 
‘customers will want. Any one who owns a garden plot or truck 
farm is a prime prospect! 





Business leaders expect supplies of metals, 
money rates, to be keys to sales in 1960 


Economists are looking into 1960. 
What they see, so far, is good. 


annual sales outlook session of the 
National Industrial Conference 
Board. 


Manufacturers are expected to 
produce more things to sell. The 
increase in soft and hard goods is how long will it take strike-bound 
to be modest. The increase in metal producing industries to sup- 
machinery and tools to make things ply materials when strikes are 
in factories is expected to be a bit over? 
higher. These forecasts were made Shortages in steel are to become 
by business leaders at the recent critical this month. Key to the in- 


rulls Wy : 
Spray TTT 


Shellac... 


The big question mark now is: 


a 
; 


—— ee 


_ 


yg A aX (9) 2.4") 
47a | 


SELLS FOR 
SCORES 
OF USES! 


Professionals and do-it-yourselfers alike are finding that Bulls Eye Spray 
Shellac is the quickest, easiest way to do scores of jobs—touch up worn 
floor areas, door saddles, thresholds, stair treads 
furniture . 





restore scratched 
. seal knots, sappy streaks, plaster patches on walls before 
painting. It is also being used to protect window screens, picture frames, 
lampshades, hardware, tools, toys, golf clubs and many other articles. 


Bulls Eye Spray Shellac is a High Profit 
Item backed by National Advertising 


in American Home and Living for Young Homemakers. Sold only 
through paint and hardware stores. How-to-do-it folders available. 
Call your Bulls Eye distributor or write us for his name. 


ZINSS: 


since (84° 


WILLIAM ZINSSER & CO. 

office and factories at: 
516 West 59th St. 319 .N. Western Ave. 
New York 19,N.Y. Chicago 12, Illinois 
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EXTRA CHRISTMAS SALES! 


Protects and adds luster to 
Christmas greens, pine cones, 
artificial fruit, flowers and 
leaves. Useful as quick drying 
adhesive with glitter on 
candles and decorations. 


fluence of shortages on manufactur- 
ing is which type of steel product 
is in lowest inventory. A manufac- 
turer’s plant may have big inven- 
tories of many steel products, but 
the lowest inventory of any type 
of product determines the maxi- 
mum number of finished units that 
can be made. 

A shortage in copper is not fore- 
seen for 1960 although the copper, 
lead and zine producing industries 
are now shut-down. 

Economists predict a surge next 
year in demand for products where 
supplies have become scarce on ac- 
count of strike shortages of metals. 


Lift for marine hardware 

The construction industry is ex- 
pected to produce fewer homes, 
more industrial and commercial 
buildings. About 1,200,000 non- 
farm homes are expected to be built 
next year, against about 1,300,000 
such homes this year. Commercial 
building is expected to increase 
through more construction of 
school and college buildings. 

Forecasts for the oil industry 
have a figure of special interest 
to hardware wholesalers and deal- 
ers. That figure is a probable gain 
in marine fuel consumption of 10 
percent. That is more than double 
the expected gain in motor fuel 
used by automobiles. Marine fuel 
consumption means an increase in 
marine hardware, a rising market 
for hardware stores. 

The increase in factory machin- 
ery and tools is estimated to be 12 
to 15 percent. Such increases re- 
flect good employment, and in turn 
high payrolls with workers having 
money to spend for consumer 
goods. 


Autos, key to time sales 

Forecasts were on the cautious 
side because of the money situa- 
tion. Rising interest rates were 
seen as a brake on spending. Money 
rates are a big factor in the build- 
ing industry. 

Key to the influence of higher 
interest rates on time payment 
sales is expected to come in the 
automobile industry. Smaller 
domestic models have given con- 
sumer interest in autos a lift. 
Forecasts at the Conference were 
for more than 6 million sales next 
year of domestic cars, about 600,- 





RAP the fast moving money maker for all dealers 


A high quality paint remover that creates repeat 
sales is RAP. Customers buy it again and again 
as a preferred product. Consumer acceptance 
across the nation has caused a steady increase 
in sales for this heavy consistency paint remov- 
er. RAP will stay wet longer, holding the remov- 
er to the surface for fast action. The manufactur- 
ers of RAP paint remover also make a complete 
line of allied products including a brush cleaner 
and a paint bond. The entire line of products 
is backed by many sales aids to help you fea- 
ture RAP products, and technical assistance to 
increase your sales with this excellent line. 


Visit our Booth #B-104 at the R.P.W.D.A. Show, 
November 22-24th in Chicago, Illinois. 
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DEALER SALES AIDS 


RAP PRODUCTS, INC. say city, michican 
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WHY 
PAY THROUGH THE NOSE 
for High-cost, Locally-built 
Display Fixtures? 


Store modernization is lower in cost 
with Display Fixtures Styled by HELLER! 


Quantity purchase of materials and high-volume production by 
HELLER assure you substantial savings Over units built by local car- 
penters or cabinet shops as well as other factory-fabricated fixtures. 
And HELLER meets your space needs right down to the last quarter- 
inch! Flexible-View Fixtures are completely finished and supplied with 
necessary hardware. 

Smart, Flexible-View HELLER units outpull, outsell ordinary, locally- 
built displays by as much as 36% on a storewide average .. . as high 
as 42% in many departments. 

Take advantage of HELLER’S merchandising and installation service. 
Our factory-trained store engineers can assist you in planning your 
fixtures to deliver highest store profits from every bit of your display 
space. Why not check with us today? 


USE THIS COUPON TODAY 


— — 
— — —= 
——— ems —— 
— we 


Oe ee ll 
ee —_—— 
ee 


—_— — 


W. C. HELLER & COMPANY @ MONTPELIER, OHIO 
Gentlemen: 


|! am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER. 
Please send complete details. 


NAME 





STORE NAME 
ADDRESS 


CITY ZONE 


ELLER 


COMPANY 


war 





MONTPELIER, OnIo 
Want more facts? Circle 189, p. 103 A 
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000 sales of foreign passenger cars. 
Domestic car sales this year will 
be about 5,700,000. If predictions 
of sales for 1960 hold up, that will 
be an indication that consumers 
are willing to take the plunge into 
instalment debt in spite of higher 
interest rates. 


Product identification 
is self-service boon 


A lot of do-it-yourselfers and 
amateur gardeners know little 
about tools. 

They may have been advised to 
get a double-bend shovel or light 
hoe for a certain job. When they 
visit a store, they may normally 
have to wait around for service, 
even though the implement they 
need is in plain view. 

Not so at Miller’s Hardware, 
Winter Park, Fla. All long-han- 
dled tools are fitted with eye hooks 
and hung by the handles in rows 
of six. Each row of tools has an 
identification marker which plainly 
identifies the kind of tool. 

Customers can help themselves 
on busy days. There is no ques- 
tion about getting the right tool, 
and the side-by-side comparisons 


| 


Markers invite self selection. 


help undecided customers make up 
their minds quickly. 

Side-by-side mounting points out 
the advantages of better merchan- 
dise. Heavier construction, longer 
handles, sharper edges, show up 
quickly when easy comparisons can 
be made. This is one reason why 
Miller’s does so well with better 
quality lines. 
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oxco’s Zusk > 


make profitable Cleaning Supplies sales centers— 


NAL @ 
wz “S 


designed to 


No. 25 
CLEANING ee PAERCHANMD'SER 
CH 


SUPPLIES (% 
ee ae ee Reseaes Eaisees ™ Sh ee were A wide selection of popular Oxco 
-< . oso, 12% res TIT brushes, all labeled and pre-priced, 
mp N init ranging from 29c to $1.49, attrac- 
At Ned Ab ik hal tively displayed on a permanent, 
r . ih ‘ first quality fixture. That’s Oxco’s 
No. 25 Merchandiser—designed to 
NRHA specifications as the sales 
center for a complete cleaning sup- 
plies department; proven through 3 
successful years as a steady producer 
of brush sales and profits for hard- 
ware and general merchandise stores. 


for large volume stores 





No. 25 includes one dozen each of 25 different 
Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign printed both sides. 
Fixture sign and hangers in 1 ship. cont., 25 
doz. brushes in 3 ship. cont. Shipping wet. 
per Merchandiser... 


NO. 15 DISPLAY FIXTURE—60”"x 26"x 17%". Strong 
peg-board panel; lacquered hardwood molding and — 
removable ‘‘A’”’ frames. 


CLEANING “/--~ No. 12 MERCHANDISER 


SUPPLIES 


for small and medium stores 


HOUSEHOLD BRUSHES 


Twelve fast-selling Oxco brushes, full of modern colors, attrac- 
: ee lee agee vi aes 2 sae tively displayed on a permanent, high quality fixture, make 
f+ ‘ OKA 1h Mie “is aa ots up Oxco’s popular No. 12 Merchandiser. Designed to NRHA 
Brevi | Hi | ne f " , ( pia i specifications, brushes are labeled and pre-priced, ranging from 
29c to $1.49. Thousands of these Merchandisers are on dis- 
play in stores throughout the country, ringing up profitable 

brush volume never believed possible by store-owners. 
No. 12 includes one dozen each of 12 different Oxco brush styles, with 
No. 9 display fixture, 12 hangers and top sign printed both sides. Fixture, 


sign and hangers in 1 ship. cont.; 12 doz. brushes in 2 ship. cont. — 
wgt. per Merchandiser :; 





BOTH MERCHANDISERS MATCH MODERN STORE EQUIP- 
MENT. Back of fixtures suitable for displaying other products. 
Other brushes can be binned in front or back. Displays adapt- 
able for island, gondola, wall or column use. Send for 
illustrated folder—"‘How to Merchandise Cleaning Supplies 


for Profit’. Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Md. 


NO. 9 DISPLAY FIXTURE—30"x26"x17'%”". Similar 
to No. 15 in construction NOTE: Display fixture included in total retail value of Merchandisers. 
oe | , Fixtures available separately, or with your choice of brushes. Contact your 
Jobber for details. 












For high dollar sales volume and big profits... 


Aa NAN 








Oxco ar me 
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a Mops 


\ 


e nN 





| 
SPEEDY-cLEAN MAOP 


made with DUPONT cellulose sponge yarn 


Speedy-Clean keeps your mop line up to date 
because it cleans modern floors fast. It’s a quality 
mop that’s attractively packaged for quick, easy 
sales. 


Y SANITARY—rinses clean easily, keeps clean shape and 


appearance. F o od J - a © P ¥ 
V FASTER CLEANING—soaks up water and leaves floors » f &, ee i A ¥ » © 4 
semi-dry. - 


Y EASY TO USE—no tangling; no loose lint. Stocks od Displays hd Sells 
wv LONG LASTING—outwears ordinary mops 3 to 5 times. Most Popular Sweeps* 





7 a Mark off 2! sq. ft. of floor space in your store 
ms | walls or columns for and see how little space this display takes 
| quick sales. to increase your volume on high profit Oxco 
: 
| 










floor sweeps. 


Top sign tells customer type of sweep 
needed for his floor surface. 


, Complete selection displayed . . . includ- 








ing sweeps for garage floors, smooth or 
rough floors of wood, tile, terrazzo, etc.; 
medium or heavy dirt. 





Stocks extra sweeps on rear platform. 
* , , 

3-14 Favorite; 6 - 18° Favorite; 

3 - 14” Choctaw - X; 4 - 18” Choctaw - X; 

2 - 18” Garage Palmyra (plus 18 - 60” handles). 





See a é cote OX FIBRE BRUSH COMPA NY, INC, Easy to set up and stock in minutes. Includes 18 sweeps 
complete preoericx eleblished /SSf waRviann and handles, plus metal rack at no extra cost. 


linein... uy 
at | | 
? PACING THE &! tt INDUSTRY FOR 75 YEARS / 








Screen door replacements 
can be big profit source RT ee 


Screen doors are given top bill- 


ing at Sturkie Bros. Hardware, | 
Gadsden, Ala. | 
Four or five times as many are 
displayed as in most stores, and up 
front. When asked why such em- 


FOR HAND and POWER MACHINES 


A New Era... 
H. D. Sturkie and his diapley of | In Cutting Oils ’ 


phasis was given to screen doors, | eo A SUPERIOR GRADE 
H. D. Sturkie, proprietor, said this | : AT POPULAR PRICES 
was one of the best replacement 

items that a hardware store can | 

sell. 


Also Mr. Sturkie says the sale | TOLEDO 
of a screen door is just the begin- | 
ning for the sale of other items | CUTTING _ IMPROVES THREADS 


including hinges, grilles, door clos- | OL 
ers and paint. He says that a good | INCREASES DIE LIFE 


many industrial workers in*Gads- | 








DARK or CLEAR 





HARDWARE HUMOR 


IN 5, 30 and 55 Gallon Drums, 
Gallons, and Handy Quart Sizes 
4 


x CHANGE TO 
pOLes N IT’S ANTISEPTIC 6 


( 4 CALL YOUR Mr. TOLEDO NOW 


(Sold only Thru Authorized Distributors) 


OR WRITE TO: 


PIPE THREADERS e« PIPE WRENCHES e¢ PIPE MACHINES 





— 

*pleg 
"This doesn't mean employees TOLEDO PIPE THREADING MACHINE CO: TOLEDO 4, OHIO 
Wilson .. ! y 4 
< Want more facts? Circle 190, p. 103 Want more facts? Circle 191, p. 103 A 
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den work on night shifts and sleep 
in the day time. They like auto- 
matic door closers so screens will 
not slam as children go in and out. 
For that reason more than the 
usual number of door closers are 
sold. 

Sereen door sales at Sturkie’s 
are $5.95 to $8.95. Decorative 
grilles have added a lot to the at- | 
tractiveness of screen doors in re- 
cent years. 


SALES 
APPEAL 

and PROFIT 
MAKING POWER 








America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


| Pre-Sold To Your Customers 





MAGIC 
CARBIDE-JEWELED 


KNIFE 


Quick color check is 
customer time saver 





















Customers make buying deci- | / 
SHARPENER sions more quickly, and need less | Through a a Maga- 
eeeeeee@ ! eeeeeeeooeeooeoooooeeoee eee sales help with a color marking pont o> el a _ ~— 
for system used at Whitney Hard- —— a 
ware, Seattle, Wash. GET TOP TURNOVER— 
REGULAR or Manufacturers’ color swatches BIG PROFITS with d-CON 
HOLLOW are removed from brochures and ee 
GROUND added to pricing labels on the 
J Hard-To-Sharpen 
STAINLESS 
and THE d-CON COMPANY, INC. 
1450 Broadway, New York 18, N. Y 
New patented construction puts a Want more facts? Circle 193, p. 103 








professional edge on any knife in 
3 light strokes. Comes in 6 attrac- 
tive Decorator Colors — Sold ona 
MONEY BACK GUARANTEE. 


NATIONALLY ADVERTISED 
to MILLIONS OF HOMEMAKERS 
in GOOD HOUSEKEEPING, 
LADIES’ HOME JOURNAL, 
McCALL’S and SUNSET. 


PACKAGED and DISPLAYED 
TO SELL! 


1. Card-mounted in at- 
tractive “blister-pak.” 
2. 6 and 12-pack coun- 
ter display cartons. 


Everybody’s making the 
switch to new... 








Each line of paint carries its own 
color swatch for fast identification 
without handling the merchandise. 





| paint storage bins. 











3. Self-Dispensing Similar color Tape- -Seal. 
Metal Counter Mer- ranges are grouped for customer 

chandiser — a tried convenience 

aed proved sales. 9ro- nience. — | Seals threaded joints 
ducer! This color identification plan has better, faster than old- 


What a profit-building | numerous advantages to the cus- 





combination! The best product in its 
field — nationally advertised — with 
sales-boosting package-display 
features. 

SEE YOUR JOBBER — OR MAIL THIS COUPON. 


, NEW ENGLAND Carbide Tool Co., Inc. 
55A Commercial St., Medford 55, Mass. | 

! Please send me information and prices on 

| the new ALADDIN CARBIDE KNIFE | 

| SHARPENER 

| 

| 

{ 


Cj —o PAK — (Carded) 














| 

[} 6 or 12 pack display cartons | 

{}] SELF-DISPENSING METAL " 

COUNTER MERCHANDISER 

j Name l 

| Company _ me ‘ital 
, Address I TTS 

; ‘ 

y city_________————Slate —_____-—, 
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tomer. It also has a big benefit to 
the dealer. Customers who nor- 
mally hunt around the bins to find 
certain color usually mix up the 


cans, in sizes and color. Many 
dealers spend a lot of time on 
busy days, trying to rearrange 


paint to proper 
and size of can. 
Hardware 


position by color 
With the Whitney 
customers can see 
what they’re getting without han- 
dling the cans or checking through 
brochures. 


idea, 





fashioned paste compounds. 
Made from DuPont’s Te- 


flon® plastic .. . never hard- 
ens! Kit contains 70” of 14” 
tape. Good profit margin... 
takes less display space 

. makes a hit with plumb- 
ers, handymen, etc. Write to- 
day for sample and details. 


FRIESLAND PLASTICS CO. 


Friesland, Wisconsin 
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TWO OUTSTANDING WSO, PROMOTIONS 
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= Qpecial "' 
Deluxe Drill Set Display ’ 


No. CP 113 


Christmas comes early for Hanson dealers. Now, the 
finest, fastest selling drill set has taken on special 
Christmas trimmings to help you to sell more as gifts. 
The Hanson No. 113 Drill Set includes 13 High Speed 
Steel Drills from 1%" to 14” in the finest drill case ever 
designed. From now until Christmas each set will have 


‘ 
“ 











a colorful gift wrapper, and the Self-Seller Hanson 4 
11” x 14” Christmas display card will stimulate im- fu 
pulse buying. Both the display and Christmas wrappers e : 
are Hanson extras—no charge, of course, to you. The a 
s4 supply is limited! We suggest that you ORDER NOW. © 7 






—— ws tial 


YOUR COST 
for 4 Drill Sets 


14” 
Retail Value $25.00 


The Dispiay and Christmas Box 
Wrappers are FREE 


Accé Super-Set of Taps and Dies 


With Special Christmas Display Insert 
No. CP 614 
Here’s another money making idea for 
Christmas selling . .. Hanson’s Super-Set 


No. 614, containing 39 top quality taps, YOUR COST 


dies and tools, in the finest of cases is 
| ready as a Self-Selling Christmas gift $1677 


item. All you have to do is lift the cover 
and let the attractive Christmas insert 
do the rest. Every Super-Set shipped be- SUGGESTED 
fore Christmas will contain a display RETAIL $27.95 
insert. It’s a Super-Set for mechanic or 

handyman ...a Super-Seller for you. 


Both of these promotions carry Hanson's Famous 
Unconditional Guarantee 


Supply is limited 
Order NOW from your Wholesaler or 
| HENRY L. HANSON COMPANY 
a. 25 UNION ST., WORCESTER 8, MASS., U.S.A. 
‘Want more Caste? Circle 195, p. 103 
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Sheffield... the LEADER... is often copied ... BUT 

NEVER DUPLICATED ... has now developed the most 

LWW sensational aluminum paint! Continued research by our 
will technicians has developed an EXCLUSIVE formulation for 

FOR OVENS. STOVE PIPES RED HOT that creates a FUSING ACTION that takes 
“AND FURNACES Es place when heat is applied resulting in a SMOOTHLY 

oN OF HEAL FUSED ALUMINUM SURFACE! GET THE BEST... get 

NEFFIELD BRonze PAINT CORP NG the NEW RED HOT! 


CLEVELAaB_15. Onte 


2 USE IT EVERYWHERE 
GUARANTEED Wherever EXTREME HEAT 1S REQUIRED 


* To Withstand at Least 1600° of Heat 
* Not to Discolor @ FURNACES and BOILERS 


* Not to Blister.. Peel Off ..Chip..or Crack @ OVENS and STOVES 
* Insoluble in Ordinary Solvents 


@ HEATING PIPES and CHIMNEYS 


Stratfield Zronge PAINT CORPORATION a 


ONE OF THE WORLD'S (j Acovge ABS 4 
MANUFACTURERS OF ALUMINUM PAINTS — CLEVELAND 19, OHIO Swine 


Want more facts? Circle 196, p. 103 
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California dealer shows 


hardware from old days 

A display of old hardware is al- 
ways a traffic puller. 

Here’s a panel of old hardware 
items used by Wisnom’s in San 
Mateo, Calif., to attract customer 
attention. 

The hardware items shown on 
this perforated panel include 19th 
century hardware. Some items date 
back to days of the Spanish occu- 
pancy. Newer things include sam- 
ples accumulated in the past 50 
years. 

The hinge at the lower right- 
hand corner is from an old resi- 


ey 





ee ee Se 


~ * « es 


pone a oat ae 
ie eee 


Modern display board shows how 


some old hardware items looked. 


dence. The oil can hanging on the 
right was used to lubricate freight 
wagons and stage coaches which 
ran between San Mateo and Half 
Moon Bay on the Coast. 

The four sliding door pulls in 
the center of the panel are of hand- 
chased gold plate and were im- 
ported from Paris. Some of the 
other hardware was taken from 
buildings on Spanish land grant 
estates in Hillsborough, Calif. 


Board hardware sells 
fast when displayed 


‘Perforated paneling sales are 
just the first step toward a new 
source of volume,” says W. C. Rein- 
hardt, manager of Lewis Lumber 
Co., Bradenton, Fla. 

“We sell a wide assortment of 
hooks, shelf brackets, and other 

(Continued on page 147) 
















GOOD NEWS terter trom 


NEW LIQUID STEEL IS 
MIXED...READY TO USE 


it’s got real STEEL in it... is mixed. . 

right from the 614 oz. tube . . . repairs most anything 

made of metal. LIQUID STEEL is packaged so great | 

won't even let my mother-in-law look at it ’cause she 

gets too emotional about these things. This is a hot one 
. . it’s Sho Pak’ed .. . retails for $1.00. 





woweetes of eses 

F08 Tels awaring 

tim Purr’ roma 
The Family 
oadymaa” 





. ready to use 


Mice toe ha / 
Asa leowme - 


HOW TO WIN FRIENDS and 
INFLUENCE PEOPLE . . . 


omplete unbiased opinion is that you 
should stock and sell the entire nationally 
promoted DURO-PLASTIC line. including DURO 
PLASTIC ALUMINUM (SPA-!), DURO PLASTIC 
RUBBER (black PR-|, white WPR-I), tan TPR-1), 
RUST REMOVER (RR-!) and the great new Peg 
Board Merchandiser (PBM-59) 


Cordially,  . 
Vw 


Sales Manager and Son-in-lLaw 


is the only mother-in-law approved line. 
ORDER FROM YOUR JOBBER OR WRITE 


tHE WO ODHILL crema co. 


‘Originators and world’s largest manufacturers of Plastic Aluminum’’ 


1390 East 34th Street Cleveland 14, Ohio 
rpe es Want more facts? Circle 197, p. 1 03 


X-1-M 
Crystal Spray 


Ciear Coat... 
of course! 


State 
for redee, ang 
fabric repairs 





Dad has had 
Mother on his 
back for years 
























A clecr spray coating 
that won't turn amber 
—yet will protect for 
years? 









MAJA BAY 


CRYSTAL SPRAY is a truly water clear pro- 
tective coating that will not amber with time. 
It is not a lacquer and can be used for pro- 
tecting aluminum, plastic, brass, wood, chrome 
and many other uses. It has shown exceptional 
weather-resisting qualities over the years and does not become 
scabby. Can be easily removed ad recoated after long periods 
of weathering. An ideal clear protector for all around home, in- 
dustrial, automotive, marine, etc., use. 


Write for further details and attractive Dealer Proposition. 
ANOTHER X-I-M PRODUCT 


H. FORSBERG COMPANY 


Want more facts? Circle 198, p. 103 
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BEST 
SELLERS 


y FROM 3M 


No. 370 Deal—“Production” and “Imperial” Flint assortment. 
Includes cabinet and grit assortment pictured at the right. 
Costs you $32.76, nets you $28.74 profit! 


No. 375 Deal—“Production” and “Wetordry” Tri-M-ite Assort- 
ment with cabinet: $32.12 profit! 


No. 380 Deal—3M Garnet and “Imperial” Flint Assortment with 
cabinet: $25.60 profit! 


No. 385 Deal—3M “Imperial” Flint and “Crystal Bay” Emery 
Cloth Assortment with cabinet: $23.76 profit! 


No. 390 Deal—3M “Imperial” Flint Assortment with cabinet: 
$21.85 profit! 


Want more facts? Circle 199, p. 103 
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SANDPAPER 


for 
Faster, Easier, Sanding! 
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| PRODUCTION FINISHING PAPER 
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Get COARSE 


3M IMPERIAL FLINT PAPER 


2 * 
; Pe Par 
on yak a . eS ee | Y il m 
a iia Bi la Mi BE SL i * 


MEDIUM BEla IMPERIAL FLINT PAPER silelems 








az=—-rn 








os 
ae 
OOO 


anal 


~ 
—— ae 
Oe eee 


Want more facts? Circle 199, p. 103 


jolems 


PRODUCTION PAPER fmeie N t W 
MEDIUM 








¢} OPEN COAT a 
ech ieee §=6 PRODUCTION PAPER )6= Ae 












NEW 


CABINET DESIGN! 


Handsome wood cabinet takes less than a square 
foot of counter space. In actual store use, it’s proved 
the best sandpaper merchandiser ever designed. 
Now, new simplified grit and price markings make 
self-service easier than ever. Cabinet sparks impulse 
buying, boosts sales up to 25%! 


SANDPAPER ASSORTMENTS! 


Two new grit assortments, added to 3M’s proved 
best-sellers, give you a wider, better stock selection 
to handle the needs of do-it-yourself enthusiasts, 
handymen, carpenters and contractors! 


NEW 


BIGGER PROFITS! 


New retail prices mean increased profits for you 
from any of these five deals! 





Be ready for the late Fall and Winter selling 
seasons...order your sandpaper assortments 
now from your 3M Distributor or Salesman! 


TION’’, “IM PERIAL’ ““WETORORY’’, ‘*TRi-m.1TE’*, 

RPYSTAL BAY’*’ ARE WE sTEeRre TRADEMARKS OF DHE 3m 
COMPANY, ST. PAUL 6, MINN. EXPORT: 99 PARK AVE., iw 
Rx 16 CANA 


Minnesota 


>> 
hanuracrurine COMPANY 


++ WHERE RESEARCH IS THE KEY TO TOMORROW 





HARDWARE ACE, October 8, 1959 © 145 











a 


YIPPEE 


De) AMERICAN | 


RANGER American RANGER 
See CAS Barbed Wire brings 
in the business |! 






























When they come looking for a real bargain in barbed 
wire, show ’em low-cost USS American Ranger. Tell 
‘em about its remarkable strength and durability. For 
here’s a lightweight barb that’s approximately as strong 


+ 
—_ 


as regular 12'4-gauge barbed wire . . . and Ranger gives 





the same protection as a heavier gauge product. 


a 
=== = 


=, 


° % . 
aw maw me ae ae ee 


hen 


Yes, Ranger is a great bargain for all of your cus- 


~ 


tomers. And it is a good profit-maker for you. Just what 
you need to meet all types of competition. See your local 
American Fence salesman .. . or write American Steel 
& Wire Division, Dept. 997, 614 Superior Ave., N.W., 
Cleveland 13, Ohio. USS, American and Ranger are trademarks 





Pit} \ 


et 


4 


| | UOT ay pear American Steel & Wire 
i» ' ‘ | ; p ‘ 
4 7 , ' ’ ( / | nh 7 ' . + *. 
i" | t tiff il Division of 
Bey Ls ee Ay United States Steel 
Sy : a o ay A Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors 


Tennessee Coal and tron Division, Fairfield, Ale., Southern Distributors 
United States Stee! Export Company, Distributors Abroad 





USS AMERICAN Fence Posts USS AMERICAN Fence 


—available in three durable types. They drive quickly There’s more in use than any other brand. And here’s why: 
and easily for fast fence erection. Slit-wing anchors Proper galvanizing gives long service. Deep, permanent 
assure firm setting. They are ideal for permanent, weather curves keep it taut and neat in any weather. Hinge 
temporary or contour fencing. Display all three types \ joints allow it to flex when pressure is applied. American 
along with a few rolls of fence. Fence—the farmers’ all-time favorite. | 
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accessories to the tune of some $300 
a month,” Mr. Reinhardt says. 

“One item sells the other. Per- 
forated paneling means sales of 
board hardware, and the hardware 
display stimulates new sales of 
paneling. 

“Our customers are storekeepers 
and do-it-yourself home owners. 
Customers serve themselves, and | 
the average unit sale is probably | 
several dollars,” says Mr. Rein- | 
hardt. | 

A 3x6 ft panel of perforated | 
board shows most fittings in actual | 
use. Glass bins below carry a large 
backup stock. ! 





Changes proposed for 
cvalvanized standards 


Revisions of two standards for 
galvanized ware products have been 
released for consideration by the 
industry. 

The standards cover galvanized 
pails, tubs, utility cans and baskets, 
gasoline and oil cans, coal hods, and 
measures used for grain and feed. 
The Galvanized Ware Manufac- 
turers Council proposed the revi- 
which provide a minimum 
weight for the coating and a test 
method for determining compliance. 
Allowable variations from nominal 
dimensions and capacities have 
been changed to coincide with to- 
day’s practices and production 
methods. 

Copies of both revisions are 
available from the Commodity 
Standards Division, Office of Tech- 
nical Services, Dept. of Commerce, 
Washington 25, D. C. 


S1ions 





HARDWARE HUMOR 


PAINTS » BRUSHES 


"What can | do for you?” 
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No. 35, 355, 360 


No. 725, 729 
NIGHT LATCHES with Automatic 
Hold-Bac 


RIM DEAD LOCK 


k, Iron Case 2'2” x 3%”. 

2%” \lron Strike, Bronze Bolt. 725 
with Brass Cylinder, 729 with Die 
Cast Cylinder, Brass Plug. —— nder 


Die Cast Case 2%” x 3%” x 
15/16”, Backset 2” Die Cast Bolt 
& Strike. No. 35 with Brass Cy/l- 
inder. 355 with Die Cast Cylin- |! to x, 30 Boxes 
der, Brass Plug. 360 Die st 
Cylinder. Packed | to Box, 30 “ 
Boxes to Carton. Approximate 
weight 38 Ibs 


Approximate weight 45 


766 
PROOF DEAD LOCKS 


Cast Case 2%” x 4A” x Be”, 
kset 2%” Cast Bolt & 


Plug. Packed | to . 
. saree, Approximate weight 
$. 


Die Cast Case 2'2” x 3%" x I” 
* Beckset 2%” Cast Bolt. 550 with 
Brass Cylinder. 555 with Die Cast 


he ass Plug. 560 with 
- Die Cast Cylinder, Packed | to 


Ibs. =—-ss« Box, 30 Boxes to 





mate weight 40 ibs: 


YOU MAKE A FRIEND 


AS WELL AS A PROFIT 
WHEN YOU HAND A CUSTOMER EARLE QUALITY LOCKS 


e You can stock and feature 
EARLE locks confident that they 
are designed, built and priced to 
completely satisfy customers and 
give you a worthwhile profit. 
Back of EARLE locks is 45 years 
experience—and a reputation for 
precision engineering and crafts- 
manship. NOW ... with a com- 
pletely modernized plant, with 
exacting mechanical and visual 
testing of each individual piece, 


EARLE locks reflect outstanding 
values. ¢ Write for our catalogs 
and information concerning our 
improved new packaging and 
aggressive sales policies—today. 
Remember — YOU MAKE A 
FRIEND as well as a PROFIT 
when you hand a customer an 
EARLE quality lock. 
EARLE HARDWARE 
Manufacturing 
Pittston, Pennsylvania 


Nos. 35 © 355 © 360 ropeaiy 


supplied Grey Metalic. All other 
Nos. Brass Fin., Aluminum or 
Black on Special Order—Specify. 
Instruction Templates included 


HAE-EH 914/859 Cylinder Locks Masterkeyabie. 


LOCKS 








Mass display moves cans, 


eliminates warehousing 
IIMOUMICESS | | 82 ks ose ots sere 


often make sales. Trouble is, there 
aren’t many items to stack and 
A new approach to help the retail hardware dealer leave outside. Weather spoilage 


: . and theft would soon level profits 
clean up his fastener department and modernize 


from extra sales. 
his fastener merchandising methods. There is one line of merchandise 


that lends itself nicely to full-time 


outside display: galvanized ware. 
[his idea, already successfully field tested in 


selected areas will now be offered to the trade 
generally. 
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A lot of warehouse space is saved 


The picture here shows 120 large 
garbage cans lining the sidewall 
area of Argo Hardware Co., De- 
catur, Ala. 

This massive display helped dou- 
ble Argo’s sales of galvanized ware 


S| ina d haut —— recently, and there was no sacrifice 
laron s modernization plan now gives the h in warehouse space. 


ware retailer an opportunity to utilize his own present The merchandise does not have 
broken package stock in Sharon’s clean, compact, self priced, to be taken indoors at night. A 


refillable merchandisers. The net effect is dealer profit on continuous length of chain is 
strung through the handles to 


guard against theft or shifting. 
service to the consumer, an overall saving in space, a Normal weather can’t hurt these 


gradual reduction in investment, and—in general—a cure cans. 
for most of the headaches usual with this department. 














nickel and dime sales, quicker and more comprehensive 























WRITE FOR DETAILS TO Paint display idea is 


i a 


The display idea shown in the 
SHARON BOLT & SCREW CO., INC., P.O. Box 239, Norwood, Mass.| | a hotograph is the result of a little 


‘ time and a lot of ingenuity at Ben 
seems Bean Hardware, Seattle, Wash. 

Mrs. Bean got to thinking about 
paint customers one day. “Our 
customers invariably shopped for 
paint in their painting clothes, 
and they were usually apologetic 
about their appearance. 

“Most customers get themselves 
pretty well spotted when they’re 


Please furnish complete details on your modernization plan. 


Name__- 





Company__ 





Address __ 
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This display looks alive, and it is a 
lively traffic maker. 


painting,’ Mrs. Bean says, “so we 
decided to put in a dirty-painter 
display to make customers feel a 
little more at home.” 

A ledge in the store, facing the 
display window was selected as the 
spot for the dirty painter display. 
Some spattered coveralls were 
stuffed with paper. Old shoes and 
smeared gloves were added, and 
passersby started to blink. The 
display looks real at first glance. 

Many customers commented 
about the effectiveness of the dis- 
play. When the unit was taken 
down, it was missed by so many 
customers that it was set up 
again, and left as a permanent fix- 
ture and conversation piece. 








HARDWARE HUMOR 
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"Thanks, and come back again, 
in about 10 years. 





KESTER 


c 
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SALTS 


| KESTER ) 
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| PASTS 


KESTER 
rV-RATIo 


SOLDER 


— . 
* KESTER 
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Because it’s more profitable than most 
other items, KESTER SOLDER has a day- 
in day-out sales potential in your store. 
Be sure you're well stocked on all 
Kester products... be sure your cus- 


temers can see them... then you'll be 
sure to do the business you should in 


Kester... first name in Solder! 


KESTER 
SOLDER 


“Soldering Simplified” is a 16-page bro- 
chure that creates more solder custom- 
ers for you. Write for your stock of 
“give-away copies today! 


KESTER SOLDER COMPANY 


4207 Wrightwood Ave. . Chicago 39, Illinois 
Newark 5. N. J.@Anaheim, Cal.¢@ Brantford, Canada 
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A building adjoining its Mid- 
land warehouse has been  pur- 


chased by Weakley- . hard- 
Weakley-Watson adds warehouse space es ee 


ware wholesaler at Brownwood, 
° ° Texas. 
to branch in Midland, Texas The building, at right in photo- 
' graph, has 12,000 sq ft of floor 
space. It is being used for addi- 
tional warehouse space. 

Weakley-Watson’s Midland 
warehouse, at left in photograph 
is of masonry construction. It has 
an 80 ft front. Floor space is 
10,000 sq ft, plus 5000 sq ft on a 
mezzanine. The lot is 200 x 380 ft. 

Warehouse space also includes 
racks and bins in the yard for 
pipe, soil pipe and fittings, sewer 
pipe and fittings. 

The display room and offices are 
directly back of the plate glass 
front of this building. A counter 
at a rear area serves will call cus- 
tomers. The will call department 
opens on to the loading dock. 

A railroad spur is at the rear of 
the property. 

All shipping is done from the 
original masonry warehouse build- 


Weakley-Watson's branch warehouse set up in Midland, ; (Continued on page 152) 
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also 


-COMMBIAN advertises | 
to help you sell! ! ss inakes 

! 

| 


This ad in POPULAR MECHANICS { ° 'YP° 


4s seen by 1,620,662 vise prospects. LEVELS SAVE 10% ON N EW 
Good “4ses’| | INVENTORY SHEETS 


: Aluminum 
Craftsmanship | sua: pine 
° Don’t wait until the last minute to order your 
MASONS’ inventory counting sheets. Until Nov. 15, a 10% 
LEVELS discount will apply on all orders for inventory 


Magnesium sheets totaling $3 or more, to one address. Just 
Mahogany deduct 10% from the regular prices below. 








Sugar Pine Form CC401—Yellow sheets, 36 lines each 
You can’t really ° | side, 10 x 1514. Regular cost, postpaid, $1.75 
do any job well with- per 100 up to 500. Over 500, $1.50 per C. 
out a dependable TORPEDO | , 
B= vise. Columbian D43%; | LEVELS Form CC402—White sheets, 25 lines each side, 


Workshop Vise is | Aluminum 9'4 x 11% in. Regular cost, postpaid, $1.35 per 
: ee | |e 100 sheets up to 500. Over 500, $1.10 per C 
vise builder. Channel steel beam, cold-rolled steel | p » Pi. . 
screw, replaceable heat-treated steel jaw faces, . | 7 
a See HARDWARE AGE, July 16 issue, p. 823, for 
permanent pipe jaws... many more features. ~~ Sa ’ on 
Jaw Width . . . 31 in. Pipe Capacity .. . Ye- 1% in. LINE AND complete description of these dealer-designed 
Jaw Opening . . . 4 in. Weight . . . 16 ibs. SURFACE inventory sheets. 
Vises are also available with LEVELS 
‘owe DAS). ety Sag ¥ ‘ Send order, with check, to HARDWARE AGE 
WRITE FOR FREE CATALOG delivered Reader Service Dept., Chestnut & 56th Sts., 
“add $1 west of Rockies. | POCKET Philadelphia 39, Penna. 


COIVMBIAN VISE & MFG.CO.| LEVELS 


CLEVELAND 4, OHIO 
Want more facts? Circle 205, p. 103 
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VOTO-MOWER 


Unequalled style and performance. Quality backed by the skill and experience of automotive- 
trained engineers—quality you can sell with confidence. Great advancements such as Moto-Mower’s 
Roller Traction Drive, Automotive-Type Transmission and new Console Control Panel. Plus a 
sensational dealer program that includes—a Long Profit Margin all year long, Early Buy Discount, 


and a Profit-making Demonstrator Plan to assure you a really worthwhile profit structure. 


Ask your distributor or write us today for full details on the greatest profit program in the industry. 
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Traffic Stops On 
Bassick White Wheels 


Store traffic 

that is!— 
New Bassick 
white wheel 
casters ina 


“‘self-selling”’ 


display give you «—i(assi( 


high turn-over 
from a 12” wide 
peg-board and 


counter allotment 


Pe the 
Res 


” s _— 
x 3 Bas .- 
“ae *% Cae 
Vd m cat 


Bassick’s white wheel casters are recommended for 
modern tea tables, cribs, bassinettes, toy boxes, ham- 
pers, dresses, cabinets, play pens, kitchen and other 
aus. Saanteh Miibe household furniture. White “Atlasite’ wheels go 
wheel caster. well with light color floor coverings, can’t mark 
floors. Attractive brass-finished metal parts add eye 

appeal to these sturdy, inexpensive single-ball-bearing casters. 
Remember, too, the Bassick line has other retail profit-makers. Devote a por- 
tion of your display to highest quality, heavier duty casters (lower board and first 
shelf) and floor protectors (bottom shelf). You’ll find it pays off in sales. 9.78 





THE BASSICK COMPANY, ([Sz=beis? i. 
Cea 

ited 
; 3 





Bridgeport 5, Conn. 





in Canada: Belleville, Ont. Excellence A DIVISION OF 
| STEWART-WARNER CORPORATION 
Want more facts? Circle 207, p. 103 
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Weakley-Watson adds 


warehouse space 
(Continued from page 150) 


Floors of the original masonry 
building, and the metal adjoining 
warehouse are of concrete, and are 
truck bed height. 

D. A. Holland is manager of the 
Midland warehouse. Three of the 
company’s 10 salesmen live in Mid- 
land or Odessa, 20 miles away, and 
travel the Midland territory. 

All buying and invoicing is done 
at the main offices in Brownwood. 

Delivery trucks are operated out 
of Brownwood and Midland and 
are coordinated to avoid duplica- 
tions. Trucks also are used to bal- 
ance stocks between the two ware- 
houses. 


Sample mower display is 
effective and cost-free 


Some dealers get careless when 
they open power mowers for dis- 
play. The cartons, printed matter, 
and packing are set aside. Too of- 
ten these cartons get thrown away, 
accidentally or purposefully. When 
the mower sample has to be sold it 
is incomplete. 

Often the mowers are set out 
wherever there is floor space. Cus- 
tomers have to bend or stoop to 
get a close look at what they are 
buying. 

Stephen H. Carron, owner of 
Carron’s Hardware, Seattle, 
Wash., has licked both aspects of 
this problem in an effective man- 
ner. 

Sample mowers are unpacked. 
All loose packing and materials 
not needed for display are put 
back into the box. The box is 
closed and used as a display stand 
for the mower. 

All display mowers are raised 
off the floor from 12 to 18 in., in 
good position for close inspection. 
The name on the mower carton 
helps promote the brand being 
featured. 

When the sample mower is to be 
sold, all brochures, warrantees, 
and related material are immedi- 
ately available. The mower does 
not have to be sold at a giveaway 
price because it is incomplete. 
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Cash in ona 


poustnOLl 
fl MA RKET — 


WITH THIS 
powerful, low priced 


JUNIOR STAPLE GUN! 


Every housewife and “do-it-yourself” hobbyist is a prospect for this 
sturdy little staple gun . . . built to stand up for dozens of everyday 
handy household fastening jobs like — lining shelves and closets, 
valances, weatherstripping, hanging drapes and countless other uses. 
Loads 100 staples in 2 sizes — 1/4” and 5/16”. Locks to fit in pocket 
for easy carrying. Comes in attractive colors. Makes perfect gift. 


CHOCK-FULL OF SALES CLINCHING FEATURES! 


@ Unique Safety Compression Handle @ Safety lock @ Non-Jam Loading 
Mechanism @ Built For Longevity @ Visual Refill Window @ Built-In Staple Lifter 


rary 
‘ 





WOW SSE Yroos PROFUY Urd 
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1Po5@) All-Purpose HEAVY DUTY 
STAPLE GUN 


The one tool preferred by building 
contractors, applicators and the do- 


} it-yourself market for 1001 heavy 
} duty nailing jobs. 
J 


Uses 6 different ~ \d 
staple sizes up to 


9/16'', including 


$12.50 








CEILTILE staple 
Especially Designed for Fastening Ceiling Tile 
e Unique leg design drives flush, holds tight! 





T-50 STAPLE GUN ATTACHMENTS 
ars ) 
| 4a EY a 
L— | 
—_ a 
WIRE SCREEN 
ATTACHMENT 


e Flange is never fractured .. . CEILTILE 
penetrates perfectly! 
e Special cement coating provides tremen- 


dous holding power! |\WINDOW SHADE 


ATTACHMENT | ATTACHMENT 

SLIP-ON TACKER FOR HANDY 

EASY, INTERCHANGEABLE USE. 
Price: $1.00 each 


Tested and Approved by Major Ceiling 
Tile Manufacturers: 


A ss Crnorex 
WT “sivocs insure & 








~ 
- 


SOLD ONLY THROUGH THE TRADE 
BARROW FASTENER COMPANY, (NC. 











ONE JUNIUS STREET, BROOKLYN 12, N. Y. 


Pioneers and Pacesetters for Over a Quarter Century 


ONLY 


$4.95 


WHEN SHOWN 
ON YOUR 
COUNTER 

IN THIS 


COLORFUL, 
EYE-CATCHING, 
SELF-SELLING 
DISPLAY 
BOX 


Arrow Backs You With Heavy Advertising Support 
In Leading National Consumer Magazines! 


‘ 
\ - 

Otte Paps oy 
— “\¢ 


There’s A Wide Market of Industrial Users 
All Around You .. . Waiting To Be Sold! 


Look around you, Mr. Dealer! Take note of the many 
industrial plants; the building contractors who install 
roofing, siding, insulation, ceiling tile and other building 
materials — right in your own community! All of them 
use tremendous amounts of stapies everyday! Are you 
getting your share of this business? You can when you 
sell the complete Arrow line of over 30 different models 
of tackers and staplers. Arrow will help you cash in on 
these lucrative markets . . . and reap the steady repeat 
staple business that goes with it! Call on us! We'll show 
you how! 


CANADIAN REP.: Gordon Lightstone 
1180 St. Antoine Street, Montreal 3, Que. 


WESTERN REP.: J. M. Davis 
170 No. Robertson Bivd., Beverly Hills, Calif. 
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Deal 


You're in Business | ‘e¢ 
a < ~ 
e oF a 
with 


Pp re | * A, AA 


t . & 
‘ amy 


ae ad ~ 3 


When you purchase a 
A = 


R42 x PKA-3, requ 
gh 


CONSISTING OF KEY Sy 
DUPLICATING MACHINE, 

MOTOR, ROTARY KEY- 

BOARD plus 1020 of the most popular KEY 
BLANKS. YOU CAN CUT CYLINDER AND CAR 
KEYS QUICKLY AND ACCURATELY. 


FREE 


THIS SIGN WITH YOUR ORDER 
TO HELP YOU SELL KEYS 


" ‘ ‘ 
et ‘* 
wt. .7 ; a 
” “ ya Pale we” a 
“gay ON TEEN 2 old Sap renee eee 
‘B: Beer Poo aT 
4 N ye ne Sa, pe ee St ORE BN vy ° 
: “ cg -* R os 2 - , 
| ty aed Oe A ae © A 
iyce taaige ee * Ae 4 7 . ry Z 
7 ry APS ifs “ad <<" ey ° .* 's 
; bg <<) eon Pi waste iy Mo , ; S&S ’ . 
De fl Pasa p ada te eal APN han tfh om 
tes _. 
. * ee ef 
4 owt 
‘ Ant 
’ 


CAST ALUMINUM 12” x 27” 


ae iH 
oe 
‘ 


MAIL COUPON TODAY 


KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
R 42 x PKA-3 “Package”’ Deal plus FREE Key 
sign. 





Name 
Address 
City 

















ee 
Sey ‘sa 
, bi ib 
> ' 
» . . 
a 





(------------- 


@ durable, pliable, 
easy-to-use... and is 
woven with a strong 
selvage. Galvanized after 
weaving. 

@ has increased distortion-re- 


sistance... twisted mesh is 
formed tightly, evenly. 

@ is available in all standard meshes 
... heights from 12’’ to 72’’... roll 
lengths to specifications... 14—20 
gage wires. 

@ used for poultry netting, baseball back 
stops, tennis court enclosures, plaster rein- 
forcement, corn cribs, window guards, vege- 
table bins, animal pens and cages, fur farm 
netting, crab, fish or lobster traps, and other 
applications. 


Warehouse stocks. Quick delivery. Call the nearest CFal 
sales office. 


Lr 
CF.I-WICKWIRE Ss 
HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


In the West: THE COLORADO FUEL AND IRON CORPORATION 
Albuquerque 


Oakland - Oklahoma City - Phoenix Portland - Pueblo 

San Francisco - San leandro - Seattle - 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta 
Buffalo - Chicago - Detroit - New Orleans - New York - 


r----- 
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Cast in 3 di- & 
mensional life : 
time alumt- 
num. Adjust- 
able Bracket. 


its any root. 
Only ag ee or 


$9.95 in gleaming 


Retail bl a ck. 


ALUMINUM Rust 2 
CAST coe 


SUAS 


S| Remington low 
priced mail boxes 
as: available mn 
n, traditional 


Rain Proof 


onli AE 


are 
moder 


and ranch designs. gy 


Upright or horizon- 
tal. 5 colors. 


¥ - TYPE 
REMINGTON H 
| 102 GREENWICH STR 


P vw 
te 7 3 pos oy re 
z Ride SiS: he Cte asa 
(iy ee On ee . 
3 $B . Saas 
~“ 


‘ hee ; A 
cae vary 8 
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Amarillo Billings - Boise Butte Denver El Paso 
Farmington (N. M.) — Ft. Worth - Houston - Kansas City - Lincoln - Los Angeles 
Salt Lake City 
Spokane Wichita 


ARDWARE CO., INC. e 
EET - NEW YORK 6, N. ¥- | 


Boston 
Philadelphia 


7157 








Convention Calendar 





convention 


shows 


conferences 








*“)_ 


it 


Mid-Ameri Lawn 
Outd Li 
Chicaas 


Yacific uthwe Hardware 


C, irden & 


Trade Sh 


Annual 


Fall Mar- 


Montana 
ment A 


November 
2-12 Cotter 
Show, C 


& Co., Spring Goods 
LS ees 


}© 


January 
3-5 Ace 


11-13 Minne 
[1-15 No 
17-19 

17-19 


18-20 


24 


Hardwore & Iron 
Summer Merchan- 
anapolis 

| Hardware Assn. 





Convention Check List 


; os ; 
5 about the conventions 


isting following this 





listed by dates below use 
quick check ist. 


26-28 Mountain States 
Implement Assn., | 

30 to Louisiana - Mississir 

Feb. 2 Hardware Assn.., 
La. 


February 
1-2 Wisconsin Retai! 
Assn., Milwaukee 
2.5 lowa Retail Hardware 
Des Moines 
5-7 Home Improvement Py 
Show, Chicago 
6-8 Tennessee Retai 
Assn., Nashville 
Oklahoma Hardware & Imple 
ment Assn., Oklahoma City 
Our Own Hardware Co. Cor 
vention & Merchandise She 
Minneapolis 
Virginia Retai! 
Virginia Beach 
Ohio Hardware Assn. 
land 
Connecticut 
Bridgeport 
C. Y. Schelly & Bro., Inc., An 
nual Spring Preview & Mer- 
chandise Show, Allentown, Pa 
Arkansas Retail Hardwar: 
Assn. Rock 
California Retail Hardwar 
Assn., Western State Hard 
ware-Housewares Show Sa 
Francisco 
14-16 Kentucky Retail Hardware Assr 
Louisville 
14-16 Nebraska Retail 
Assn., Lincoln 
14-16 Tri-State Hardware & Imple 
ment Assn., Amarillo, Tex. 
Pennsylvania & Atlantic Sea 
board Hardware Aissn.., 
bura, Pa. 
Michigan Retail Hardware A 
Grand Rapids 
20-22 New England Hardware Dealer 
Asem Gestion 
21-23 Alabama Retail Hardware Assn 
Birmingham 


a ae a 
Pacific rthwest 


Hardware 


Hardware Assn 
Cleve 


Hardware A 


Little 


Hardwar 


15-17 


Harri 


16-18 


21-23 ’ Hardware 
Implement Assn., Portland. Ore. 

21-23 West Coast Hardware & House 
wares Show, Los Anaeles 

21-23 West Virainia Hardware Assr 
Parkesbura 

23-25 Hardware Assn. of the Caro 

lir 3s Hf rd wore & H jUSewores 

Show, Charlotte, N. C. 

29 to New York State Retail Hard- 

Mar. 2 ware Assn., Syracuse 


March 


22-24 South 
Assn. 


Dakota Retail 
Huron 


Hardware 








National Events 


Home Improvement Products Show, 
Feb. 5-7, Navy Pier, Chicago. Man- 
agement office: 331 Madison Ave., 
New York 17, N. Y. 


National Housewares Exhibit, Jan. 11- 
15, Navy Pier & Drill Hall, Chicago. 
Hotel Headquarters, Palmer House. 


Sponsored by the National House- | 


NEW! 


FOR YOUR MARINE 
SUPPLIES DEPT. 


Capt. HYDE 


RELIABLE 


BOAT TOOLS 


oat DE ; 
<= t. HY 
Cue aun BOA 1008 


“ Wo, movers | 


Packaged For Sales 


Nautical display features 6 ea. of the 
following: Cobra Refinishing Scrapers, 
Paint Remover Scrapers and Flexible 
Caulk Knives. Complete assortment 
with free display. Sales List $26.58, 
Dealer Cost $15.95, Dealer Profit 
$10.63. 


Write For Sheet 


Write for catalog sheet on the new Capt. 
Hyde Line. 


I RYDE, SINCE 1875 


HYDE MANUFACTURING CO. 
SOUTHBRIDGE, MASS. U.S.A. 
\ 


| 
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NEW! Whirlwind unit with 
“Wind-Tunnel” design! 


21-inch self-propelled mower unit is iden- 
tical to Toro fixed-engine “Wind-Tunnel”’ 
rotaries. Outmows all others! Powerful 
vacuum and air flow snatches up grass 
clippings, leaves and other lawn lit- 
ter—blasts it all into a bag for easy 
disposal. Sells fast in fall, spring and 
summer! (Special promotion 

now going on for free super- 

size leaf-bagging attachment!) 


Power Handle* sells 


anywhere in the country, 
anytime of the year! 


East, west, north or south—fall, winter, spring 
or summer... build your profits with Power 
Handle! 
This revolutionary lift-off engine and handle 
unit drives a whole family of Toro yard machines 
—works year-round for your customers, se//s 
year-round for you! 
Now—with the new 21-inch self-propelled 
Whirlwind unit with “Wind-Tunnel” design— 
a & you can sell a Power Handle rotary mower that 
Want more facts? Circle 213, p. 103 
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NEW way to sell a rotary tiller! 


Power Handle feature wins a lot of new 
customers for this tiller unit! And you'll find 
plenty of ready customers in your present 
Power Handle owners, too. It’s excellent for 
gardens in the spring, for cultivating during the 
growing season and for sodding preparation. 
Tills up to 8 inches deep with 
multiple passes. 15 inch 
, swath. Kit available to 

convert to lawn aerator. 


NEW! 

Self-propelled 

or push-type Gy 
snow plows! ' 


Higher operating speed } = “Se 
of new rotor design ¥ 
throws snow off 75 feet of p | 
sidewalk in just 5 minutes! . 
Toro **Turret’’ Chute re- 

volves to aim snow in any 

of 15 different directions. 
Push-type model has a 17- 

inch swath. Side plate ex- 

tenders on self-propelled 

model give a 21-inch 

swath. Sell it this winter as 

the snow plow with the 

lift-off engine that powers 

a mower next summer! 


bags grass clippings, leaves and light lawn litter. 
It’s the cleanest-cutting rotary mower on the 
market. Actually outmows all others. 

This winter, you can sell your Power Handle 


customers the new rotary snow plow unit—or a 
tiller or edger-trimmer to keep that Power Han- 
dle working through spring and into summer. 
SNOW PLOW DISPLAY MATERIALS! See your 
Toro distributor soon for the colorful new pro- 


motion kit on the Power Handle snow plows— 


backed by a local ad program. He has complete ‘i TORO MANUFACTURING CORPORATION 
information on dealership availability in your 02 SNELLING AVENUE, MINNEAPOLIS 6, MINNESOTA 


area, too. You sell more than a mower when 
you sell Toro! 
* 4 registered trademark of Toro Mfg. Corp. 
Want more facts? Circle 213, p. 103 
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T ry DB) : - 7 t a Convention Calendar | 
Cc ca er es © (Continued ) 
A n Cc h Oo r B ra rn a wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; 
oe 
Proftit-Makers , 
Regional Events 


Dolph Zapfel, executive secretary. 
a, Ace Hardware Corp., 2355 S. Blue 
“ Check your stock on all 10 now. Island Ave., Chicago 8, 36th An- 


nual Convention and Exhibit, Jan. 
3-5, Conrad Hilton Hotel, Chicago. 
Arthur Krausman, convention man- 
ager. 











Albany Hardware & Iron Co., Dealer 
Show, Jan. 24-26, at company ware- 
house, Broadway at Arch St., Al- 
bany 1, N. Y. 


























__| No. 437 snap, _| No. 225 snap, _| Display Box No. 1 American Hardware Supply Co., Jan. 

%’ swivel eye sizes 2 through 1” swivel eye diesen ensbeniien tate a _ 25-26, Annual Merchandise Fair & 

olds six —— er" a ee iti 

THE SNAP OF 100 USES — on A SNAP FOR WORK, SPORT, dozen snaps in assortment of Stockholders meeting at company 

chains, rope, leather, webbing. useful for farm and home, four kinds. sizes offices, 41 Terminal Way, Pitts- 
on sporting gear. J burgh, Pa. 





Conron, Inc.,. Combined dealer show, 
Jan. 24, at Masonic Temple at 
Davenport, Iowa, combined show 
for dealers from Indiana, Illinois 
and Iowa. 


5. 


Cotter & Co., Spring Goods Show, 
Nov. 2-12, at company warehouse, 
2740 Clybourn Ave., Chicago. 


























_| No. 30 Display Box | | No. 2530PivotLink { | No. 2531 Rivet Link 


Hardware Assn. of the Carolinas 
PACKAGED FOR PROFIT: Col- . i 
can in Alen CHAIN REPAIR LINKS make quick work of repair jobs. Hardware & Housewares Show & 


3 ‘a ‘i 
holds selection of 44 rivet, pivot nee Ti ee Convention, Feb. 23-25. Hotel head- 


links in three sizes. quarters at Charlotte Hotel, ses- 
sions and exhibit at Radio Center 
Auditorium, Charlotte. Martin F. 
Kaelke, Box 6215, Charlotte 7, N. C. 





Hardware Wholesalers, Inc., Oct. 25- 
27, convention and merchandise 
show, at company offices, Nelson 
Road, Fort Wayne, Ind. 


























" “ Hibbard, Spencer, Bartlett & Co. 7th 
| | No. 3300 Wire Rope | | No. 0174 Pulley a No. 4015 Line Cleat Annual Merchandise Show and Con- 


vention, Jan. 24-26, at company 





Clip iron base, steel galvanized gray iron. One of furnished in galvanized gray | ae . : 

u-bolt. Suited for any weather. many styles and sizes. Pro- iron. Others in iron or bronze. warehouse, 2201 W. Howard St., 
tected against corrosion. For indoor or outdoor uses. Evanston, IIl. 

(Continued on page 169) 





You'll rate high with your customers when you 


meet their needs with North & Judd Anchor a 
Brand products. All are quality made, quality HARDWARE HUMOR 


finished. Packaged to appeal, priced to sell. | | wo — [= 


If your quick check shows you there are gaps 
in your stock, get in touch with your hard- 
ware jobber. Let him help you fill in your line 
of North & Judd Anchor Brand and Wilcox- 
Crittenden hardware. 


[ |] No. 421 Oarlock, Q 


standard regular socket — a 


steady boating season seller. NORTH|JUDD 
Manufacturing Company 


New Britain Connecticut 





10. 























"Any 30 30 shells?” 
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ould make 
you...with 


Barnes Sump Pumps!” 


Wherever there’s water, there’s plenty 
of profit in Barnes Sump Pump sales. 
Deluxe and economy pedestal models 
and a new lightweight submersible de- 
liver up to 3100 GPH. Heavy-duty in- 
dustrial sumps, too, with capacities to 
4800 GPH, lifts to 25 feet. Want to find 
the silver linings in the rainclouds in 
your parts? Just write old Jim Hulse 
before the next downpour. 






BARNES MANUFACTURING CO. 
MANSFIELD, OHIO 
Dept. 109 





. » ah ' 






Baaneéts 
» 











Jim Hulse, 








For 
External 
Rings 
Shaft Diam. 
1/16”—4"§ 












No. 300M 


Internal 

Rings 
Bore Diam. 
1/4”—17” 





























Counter Display 


NEW 
PROTO 
TRUARC 
RETAINING 
RING 
PLIERS 


Now, for the first time, you can supply 
your customers with Proto Truarc Retaining 
Ring Pliers. Widely used in automotive, 
appliance, electronics and other industries, 
retaining rings are found wherever 
shafts, bores and linkages are used. 








Why do Proto Truarc 
Pliers handle retaining 
rings best? 


LOOK AT THESE FEATURES: 
1. Designed by retaining ring manufacturers. 


2. Precision ground tips, induction hardened 
at just the right angle, insure trouble-free 
ring installation. 


3. Tips are permanent... can’t lose them, 
don’t have to set them. 


4. The right size plier prevents ring distortion, 
saves time. 12 Proto Truarcs handle nearly 
all applications. 


5. Economy. Two or three Proto Truarcs will 
cover any man’s work faster, better. 

6. Internal, External, and Universal (handles 
both types) Pliers available in 12 most- 
needed types and sizes. 


7. Good range, for shafts to 4”, bores from 
4” to 7” in diameter. 


8. Counter Display No. 300M describes type 
and range of each plier. 


Customer can serve himself; just needs to 
know the approximate diameter of the bore 
or shaft he’s working on. 

Order your Proto Truarc Merchandiser 
from your Proto Wholesaler. 


Division OF 


a 


PROFESSIONAL Quatity TOois 
2213 Santa Fe Ave., Los Angeles 54, California 
513 Allen St., Jamestown, New York 

1713 Oxford East, London, Ontario, Canada 


FR Bistered Trademark of Waldes Kohinoor, Inc. 


Want more facts? Circle 216, p. 103 
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Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
24-26. Hotel headquarters and ses- 
sions at Hotel Utah Motor Lodge, 
Salt Lake City. Leon L. Weeks, 308 
Bank of Idaho Bldg., Boise, Idaho. 


Mid-America Lawn, Garden & Out- 
door Living Trade Show—Chicago, 


Oct. 8-10, International Amphi- 
theatre, Chicago. Frank Yeager, 
331 Madison Ave., New York 17, 


managing director. 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan. 26-28. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver. Francis 
W. Reich, Box 73, Boulder, Colo. 


New England Hardware Dealers’ 
Assn. Convention, Feb. 20-22. Hotel 
headquarters and sessions at Stat- 
ler-Hilton Hotel, exhibit at First 
Corps of Cadets Armory, Boston. 
Chester C. Putney, 665 Boylston 
St., Boston 16. 


North Coast Retail Hardware 
Convention, Jan. 24-26. Hotel head- 
quarters at Heathman Hotel, ses- 
sions and exhibit at Portland Ma- 
sonic Temple, Portland, Ore. Mar- 
tin W. Danko, Route 12, Fife Sq., 
Tacoma, Wash. 


A ssn. 


Our Own Hardware Co., Annual 
Stockholders’ Meeting and Mer- 
chandise Show, Feb. 7-9, at general 
offices, 618 N. Third St., Minne- 
apolis. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Feb. 21- 
23. Hotel headquarters and 
sions at Benson Hotel, Portland, 
Ore. J. Maleolm Smith, 303 Empire 
State Bldg., Spokane, Wash. 


ses- 


Pacific Southwest Hardware Assn. 
Convention, Oct. 13-15, Disneyland 
Hotel, Anaheim, Calif. Otto H. 
Grigg, 1519 S. Garfield, Los An- 

geles 22, managing director. 

Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
15-17. Hotel headquarters at Penn 
Harris Hotel, sessions and exhibit 
at State Farm Show Bldg., Harris- 


burg. J. Wayne Tisdale, 123 S. 
Third St., Harrisburg, Pa. 
Rose, Kimball & Baxter, Annual 


Show, Oct. 19-21, at company ware- 
house, 511 Baldwin St., Elmira, 
N. Y. Pro Dealer meeting, Oct. 19. 
Merchandise display open to all 
dealers, Oct. 20-21. 


C. Y. Schelly & Bro., Inc., 448 N. 16th 
St., Allentown, Pa., 7th Annual 








READY FOR THE CHRISTMAS RUSH? 
Aleoa Tells America..:Give 


“STAR LIGHT, STAR BRIGHT 


OF ALCOA ALUMINUM!" 


Millions will see it . . . millions more will hear it... 
Alcoa’s message to America: “Give ‘Star Light, Star 
Bright Gifts of Alcoa Aluminum!’”’ 


On Alcoa Theatre (NBC-TV Network, alternate Mon- 
days, 9:30 p.m. EST)... two hard-hitting commercials, 
going home to over 25,000,000 viewers with aluminum’s 
bright, inviting story. 


On Alcoa Presents (ABC-TV Network, every Tuesday, 
10:00 p.m. EST) . . . four more commercials, presented 
on one of the nation’s most dramatic television series 
to a skyrocketing audience of more than 20,000,000. 


On Network Radio . . . reaching an estimated 3,000,000 
listeners with multiple sales messages on aluminum 
gift items. 


Make it pay . . . send for free display! 





*“MARKET-MAKER” sym- 
bolizes Aluminum Company of 
America’s year-round sales- 
stimulating programs for manu- 
facturers and retailers of alu- 
minum products. Watch for 
other ‘“‘Market-Maker’”’ promo- 
tions of FURNITURE e 
HARDWARE e COOKWARE 
e BOATS, MOTORS AND 
ACCESSORIES e SPORTING 
GOODS e MAJOR APPLI- 
ANCES e RESIDENTIAL 
BUILDING PRODUCTS 








Tie in with Alcoa’s sales-making theme, “STAR LIGHT, 
STAR BRIGHT GIFTS OF ALUMINUM” .. . fea- 
ture it in your own advertising and promotions. . . 
and send for your free display kit today! 


If you are a retailer, ask your suppliers of aluminum gift- 
wares to affix Alcoa labels to their merchandise at the 
factory. 


If you are a manufacturer, write us or contact your nearest 
Alcoa sales office for details on the simple agreement that 
entitles you to full labeling privileges. 


2m ee 











8 OUT OF 10 BUYERS na 

KNOW THIS LABEL... ALcoa § to the 

IT’S THE BRAND BEHIND | ALUMINUM Best in 

THE BRANDS THEY BUY y* ae =] Aluminum 
SS Value 

geese eenceemecan cen ae SET PAS es 


Aluminum Company of America 
1613-K Alcoa Building 
Pittsburgh 19, Pa. 


Send me your Free Kit of Display Material, featuring gifts made of 
| aluminum for use in my store during December. 


Store Name_ 











Address a aa ateliaiaen 
City a 
| Ordered by. SC” ittlee 
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YOUR customers Need THESE!) | mmen “le™ 


TIGER® AXE Spring Preview and Merchandise 


| Show, Feb. 9-11, at Agricultural 
Craft-Made in U.S.A.—our leading value. A pol- | Exhibition Hall, Fair Grounds, Al- 
m, Pa. 
ished 114 Ib. Dayton pattern head, power lentown, Fa 
driven on 14” flame hardened hickory Tri-State Hardware & Implement 


handle. NEEDED: to cut fire wood, clear Assn. Convention, Feb. 14-16. Hotel - 
| headquarters, sessions and exhibit 

at Hotel Herring, Amarillo, Tex. 

R. B. Allen, 1409 Fourth Ave., Can- 

yon, Tex. : 


(Continued ) 











underbrush, meet emergencies. 


RapiDigger® 
United Hardware Distributing Co., 
A new LIFETIME GUARANTEED forged steel | | Jan. 25-27, Annual Convention & 


digger with mattock blade; weighs only Spring Merchandise Show at Min- 
” nt : neapolis Auditorium, Minneapolis, 
22 oz. 15” pick-type hickory handle; | Minn. 
individually gift-packaged. NEEDED: | | 


Get in touch with your jobber; he for gardening chores, for digging | | 
has the facts on the MANN line 


Van Camp Hardware & Iron Co., 401 
W. Maryland St., P. O. Box 1094, 


made by fine craftsmen bait, for trenching around | Indianapolis, Spring & Summer 

since 1843. tents, etc. | Merchandise Show, Jan. 26-27, at 
Indiana Theatre Exhibit Hall, In- 
dianapolis. 


West Coast Hardware & Housewares 
Show of the Pacific Southwest 
[n’n\ Hardware Assn., Feb. 21-23, at 
Great Western Exhibit Center, Los 

EDGE TOOL COMPANY Angeles. Otto H. Grigg, 1519 5. 
LEWISTOWN 1, PENNSYLVANIA Garfield, Los Angeles 22, managing 


director. 
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= aa _ ware Assn. Convention, Jan. 18-20. 
THE NAME THAT SELLS = ay ¥ Mouse | Hotel headquarters at Hotel Presi- 
OR “Raps dent. sessions and exhibit at Mu- 


IME 


IN THE PAC THAT ATTRACTS! pose aaa 


¢ 
4 
4 


nicipal Auditorium, Kansas City, 
Mo. J. Keith Melvin, 638 W. 39th 
St., Kansas City 11, Mo. 





M. S. Young & Co., 11 S. &th St., 
Allentown, Pa., Fall Market, Oct. 
20-22, at New Agricultural Hall, 
Allentown Fairground. 





State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters at Tutwiler Hotel, ses- 


What a trio for profit... Victor traps in eye- 
catching, self-selling visual display pacs! 


When you handle Victor Traps, you sell more... "win-Pac 


| 

é 
| 
| | 
i make more profit because you've got the name, the | 
| 

\ 





package, the quality, and most important ...a_ big NEW! No. m-17 | sions and exhibit at Municipal Au- 
profit margin, to back you up. And with Victor pacs, Victor Easy-Set | ditorium, Birmingham. A. B. Hill, 
you eliminate “‘one-at-a-time” sales and reduce shrink- Metal Mouse Trap | 407 N. 23rd St., Birmingham. 

age, too. | 





on new 2-Pac Card e 


Nis 





Arkansas Retail Hardware Assn. Con- 
vention, Feb. 14-15. Hotel head- 
quarters at Hotel Marion, sessions 
and exhibit at Robinson Audito- 
rium, Little Rock. Tom R. Pinck- 
ney 1014% Main, Little Rock. 


Remember, all you have to do is display Victor 
traps in convenient pacs... they sell themselves! 





No. M-O Victor 


_ tn nen gn 
oy ' 2 ae yoose on 







California Retail Hardware’ Assn., ° 
Western States Hardware-House- 
wares Show, Feb. 14-16, Hotel 
| headquarters and sessions at Hotel 
Whitcomb, exhibit at Brooks Ex- 
| hibit Hall & Civic Center, San 
Francisco. Krueger B. Jacobsen, 





Order Victor mouse and rat traps 


from your wholesaler. 122 Ninth St., San Francisco 3. 
ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. ¢ PASCAGOULA, MISS. © BERKELEY, CALIF, « NIAGARA FALLS, CANADA Connecticut Hardware Assn. Conven- 


Want more facts? Circle 219, p. 103 tion, Feb. 10. Hotel Headquarters 
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OPUL’ oom) 
ACHANICS | Boys’ Lif 
PLUS dealer coverage 
with full color ads in 


SUNDAY 
_REWSPAPERS | 








“WILL PRE-SELL THE GIFT APPEAL 
OF WELLER TOOLS DURING 


Christmas Promotion 


This Christmas more than ever before, Weller will be the seller. Be 
sure you order now, and order enough to cash in on the tremendous 
value, gift appeal and national and local advertising of Weller Tools 


POST 


during the Christmas selling season. 


WELLER CHRISTMAS ADVERTISING SCHEDULE 





LIFE 


POST 


POPULAR 
MECHANICS 


POPULAR 
SCIENCE 


MECHANIX 
ILLUSTRATED 


BOYS’ 
LIFE 


27 SUNDAY 
NEWSPAPERS 





NOVEMBER 


9th 


28th 


X 


x 


cover 
ad 


X | 29th 





DECEMBER 





7th 





cover 





ad 


2 
pages 





cover 
ad 


X 














IDENTIFY YOUR STORE WITH WELLER TOOLS 


STORE FLYERS— Weller cooperates with the Bunting System to provide ads for your flyers. 


WINDOW DISPLAY SERVICE—Weller 
joins with Popular Mechanics to help you sell 
right from your store windows. 


NEWSPAPER ADVERTISING— Over 1,000 
newspapers have Weller mats on hand for 
your local advertising. 





BE READY WHEN THE CAMPAIGN BEGINS 


Stock up with these advertised Weller Tools now! 


essa anes 


DUAL HEAT ‘ 
SOLDERING GUN KIT 
MODEL 8200K $7.95 


fj Single heat Model sinenaniben 95 In metal kit, Model 700K—$18.95 
erence ecmenrseac scree 


WELLER ELECTRIC “GCORP., 601s Stone’s Crossing Road, Easton, Pa. acer 
Want more facts? Circle 220, p. 103 


HEAVY DUTY 
SOLDERING GUN KIT 
MODEL 8250AK $44.95 

250-watt gun, Model 8250A—$12.95 


POWER SANDER 
MODEL 700 $46.95 


SABRE SAW 
MODEL 800 $49,95 


All Weller tools are sett l pean 








BRIGHT IDEAS 





priced to sell in a oF LASH! 
ASP VAVNNNS 

these nationally advertised items turn-over 

fast—put them on your shelves, on your 

counters. Versatile 3M Reflective Products 

have consumer demand. . 





. move steadily, 
all through the year! 


enotinuTe 


REFLECTIVE TRIM 


Advertised, known nationally! Brilliant 
red day and night. Demanded year ‘round 
to protect cars, trailers, bicycles, anything 
at night. 





$-35—30" x 1” strip on $-37—24” x 2” strip on 
spool, 12 spools per 3% display card with letter- 59: 
package. ing kit. 

Suggested retail, Suggested retail, 


REFLECTO 7 L T Fast turnover, excellent profit! 
I f Brush on curbs, posts, coal. 


$-42—80” x 1” strip on 
display card. ¢ 


Suggested retail, 








boxes, walls, trees. Reflects 
REFLECTIVE COATING bright white at night. 
sans, thiGHT A al WIGHT 
$-45—30" x |” strip on C-2—'» oz. bottle in dis- C-1—1 oz. bottle with 
display card. a play card. 5 ¢ brush on card. ¢ 
Suggested retail, Suggested retail, Suggested retail, 


"MG. wb Pat. OFF, 
~s Your Customers 
see these 
3 Bright Ideas 
Nationally 


Advertised in 


The Seturday & 


POST 


POPULAR MECHANICS 





Capitalize now on these Bright Ideas for fall promotions! See your 3M Representative 
or write Reflective Products Division—Room 513, Minnesota Mining and Manufactur- 
ing Company, 900 Bush Avenue, St. Paul 6, Minnesota. 


TUianesora Miiaine AND fanuracrurine COMPANY (3M ) 
- WHERE RESEARCH IS THE KEY TO TOMORROW 
SAINT PAUL 6, MINNESOTA 
The terms “Scotchlite’; “Chromelite” and “3M” are registered trademarks of Minnesota Mining and Manufacturing Company 
Want more facts? Circle 221, p. 103 
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Convention Calendar 





(Continued ) 


and sessions, Stratfield Hotel, (Rose 
Room) Bridgeport. 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 17-19. Hotel head- 
quarters and sessions at Leland 
Hotel, Springfield. William F. 
Ewart, 1451 Merchandise Mart 
Plaza, Chicago 54. 


Indiana Retail Hardware Assn. Con- 
vention, Jan. 26-27. Hotel head- 
quarters and sessions at Sheraton- 
Lincoln Hotel, exhibit at Indiana 
Theatre Ballroom, Indianapolis. W. 
J. Sheely, 4120 N. Keystone, In- 
dianapolis. 


Iowa Retail Hardware Assn. Conven- 
tion, Feb. 2-5. Hotel headquarters 
at Savery Hotel, sessions and ex- 
hibit at Veterans Memorial Audi- 


torium, Des Moines. Philip R. 
Jacobson, 520 W. 35th St., Des 


Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 14-16. Hotel head- 
quarters, sessions and exhibit at 


Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2. 

Louisiana-Mississippi Retail Hard- 


ware Assn. Convention, Jan. 30- 
Feb. 2. Hotel headquarters, ses- 
sions, and exhibit at Capitol House, 
Baton Rouge, La. David O. Mans- 
field, Box 1696, Jackson, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 16-18. Hotel head- 
quarters and _ sessions at Hotel 
Pantlind, exhibit at Civic Audito- 
rium, Grand Rapids. Harold W. 
Schumacher, 1916 Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 11-13. Hotel head- 
quarters, sessions, and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior 
Blvd., Minneapols 16. 


Missouri Retail Hardware Assn. Con- 
vention, Jan. 26-28. Hotel head- 
quarters, sessions, and exhibit at 
Chase Hotel, St. Louis. Art Ray- 
mond, 2311 Hampton Ave., St. 
Louis 10. 


Montana Hardware & Implement 
Assn. Convention, Oct. 29-31. Ho- 
tel headquarters and sessions at 
Hotel Rainbow, Great Falls. Nor- 
man O. Blevins, Box 1152, Helena. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 14-16. Hotel head- 





Convention Calendar 
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quarters and sessions at Hotel 
Cornhusker, exhibit at Pershing 
Municipal Auditorium, Lincoln. 


Frank Capalino, 325 Insurance 
Bldg., Lincoln 8. 
New York State Retail Hardware | 


Assn. Convention, Feb. 29-Mar. 2.) 


Hotel headquarters and sessions at 
Hotel Syracuse, exhibit at Onan- 
daga County War Memorial, Syra- 
cuse. Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 


Ohio Hardware Assn. Convention, 
Feb. 7-10. Hotel headquarters and 
sessions at Sheraton-Cleveland Ho- 
tel, exhibit at Cleveland Public Au- 
ditorium. John B. Conklin, 1540 W. 
Fifth Ave., Columbus. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 7-9. Hotel 
headquarters and sessions at Okla- 
homa Biltmore, exhibit at State 
Fairgrounds, Oklahoma City. Wil- 
liam B. Ruxlow, 607 N. Dewey 
Ave., Oklahoma City. 


South Dakota Retail Hardware Assn. 
Convention, Mar. 22-24. Hotel head- 


quarters and sessions at Marvin 
Hughit Hotel, exhibit at Huron 
Arena, Huron. Harris T. Benson, 


2108 S. Western Ave., Sioux Falls. 


Tennessee Retail Hardware Assn. 
Convention, Feb. 6-8. Hotel head- 
quarters, sessions, and exhibit at 
Andrew Jackson Hotel and Hermit- 
age, Nashville. R. J. Parish, Box 
784, Nashville. 


Texas Hardware and Implement Assn. 
Convention, Jan. 17-19. Hotel head- 
quarters and sessions at Statler 
Hilton Hotel, exhibit at Dallas Me- 
morial Auditorium, Dallas. R. M. 
Souder, 1108 Gibralter Life Bldg., 
Dallas 1. 





...asS one dealer to another. Like 
you, I’ve learned that PROFIT 
starts with careful buying—and I 
don’t mean just buying CHEAP. 
You know, and I know, that all 





» Let me tell you... 
































«ot 





build up profitable sales; bargain 
hunters never do. 


“Buy goods from reputable, 
QUALITY manufacturers” I say. 









There are plenty of them. For 
small shelf hardware items, I pre- 
fer the WESSEL line. Always uni- 
formly made and finished, always 
completely dependable. Splen- 
didly packaged to reduce my han- 
dling costs and create impulse 
self-service sales. That’s where I 


too often much of this “cheap” 
stuff ends up as distress merchan- 
dise to be junked or sold at a loss. 
I select and buy with caution... 
always asking myself “Is this what 
my customers WANT? Will they 
buy it? and above all, WILL IT 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 7-9. Hotel headquar- 
ters, sessions, and exhibit at Cava- 
lier Hotel, Virginia Beach. G. T. 

‘ Omohundro, Jr., Scottsville. 





West Virginia Hardware Assn. Con- 
vention, Feb. 21-23. Hotel head- 
quarters, sessions, and exhibit at 
Chancellor Hotel, Parkersburg. 
James C. Fielding, 1628 McClung 
St., Charleston. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 1-2. Hotel head- 
quarters and sessions at Hotel 
Pfister, Milwaukee. H. A. Lewis, 


Stevens Point. 


Want more facts? Circle 222, p. 103 > 





COMPLETELY SATISFY 
THEM?” 

Experience proves that it’s the cus- 
tomers with confidence in their 
dealer’s recommendations, who 


come back again and again, who _ jobber. 


MURS WARE 


save money. Priced competitively 
and, I believe, quickly available 
from most of the better jobbers. 
YOU TOO WILL LIKE THE 
WESSEL LINE, so ask YOUR 










WESSEL HARDWARE CORP. 
919-931 N. Sth St., Philadelphia 23, Pa. 


In Canada: Geo. $. Hall Co. 
25 Grenville $t., Toronte 1 
Ex : Hall & Reis, Inc. 

oadway, New York 6 


HAE-WH 683-1258 

















WHY YOU CAN COUNT ON REPUBLIC PLASTIC 
PIPE TO GIVE YOUR CUSTOMERS THE QUALITY 
THEY PAY FOR... THE QUALITY THEY NEED! 


The product of a billion-dollar corporation with more 
than 50 years of pipe-making experience, Republic 
FE® Flexible Plastic Pipe is one plastic pipe you can 
recommend heartily to your customers. The reason 
is simple. Republic has the know-how and facilities... 
uses them full-time! 


At Republic’s new, multi-billion dollar Research 
Center, Independence, Ohio, thousands of man-hours 
are spent in (1) finding the most efficient ways of get- 
ting the best out of new plastics, (2) utilizing them 
to make plastic pipe perform better and longer, and 
(3) using them efficiently so that your customers 


The billion-dollar quality 


can buy this plastic pipe at the lowest possible cost. 


FE Plastic Pipe is certified by the National Sanitation 
Foundation. It is not affected by sunlight, is unaffected 
by freezing, and is highly corrosion-resistant. These 
vital features make it ideal for dozens of applications 
including jet well installations; irrigation systems in 
fields, pastures, and gardens; lawn sprinkler systems 
that needn’t be located below the frost line; permanent 
lines to chicken houses, hog houses, beef and dairy 
barns; and all temporary watering lines. 


FE Plastic Pipe, in sizes %” through 3”, is available 
in coils; 4” and 6” diameters in straight lengths, with 
a complete line of fittings. Pipe is easily cut with 
hacksaw or knife and joined in minutes with insert 
fittings and stainless steel clamps. Get complete infor- 
mation. Contact your Republic distributor or mail the 
coupon, 


The Public Respects the Quality of Republic Products! 








i 


STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. Call your Republic Pipe Distributor, 














-_—* ~ 7 - 2 
= PRS oe 
. 


Pee - 


line that is competitiv 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 


— 


ROOF DRAINAGE PRODUCTS—«a complete ely 








NEW COUNTER DISPLAY FOR NYLOK® SELF-LOCKING NUTS— 
displays six sizes for the most popular applications in handy 
self-service carton, 


i 
t 





WIRE NAILS AND STAPLES—a complete line for every farm and 
home use. Ideally suited to and accepted by the building trades, 
Made from wire specially produced for nail manufacturers. 


—_— ————, 
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Tory... 






REPUBLIC’S NEW RESEARCH CENTER at Independence, 
Ohio, conducts impact, corrosion, slow burst, pulsating 
pressure, and many other tests to determine and improve 
the long-term serviceability of FE Flexible Plastic Pipe, 

















_— anamanenanananenanaranara=a=a=an 
REPUBLIC STEEL CORPORATION 
DEPT. HA-8225 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 


, i Cj Flexible Plastic Pipe C2 Roof Drainage Products 
Wolds Wdeat. Ki ‘AZ C) Republic Steel Pipe C) Wire Nails and Staples 
C) Nylok Counter Display 
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How’s the Hardware Business? 





Why not sell water systems in the winter, Myers 
asks? New promotion push set for cold months 


An all-out merchandising pro- 
gram to help dealers sell more 
water systems in the _ winter 
months is planned by F. E. Myers 
& Bro. Co., Ashland, Ohio. 

Water system sales, according 
to F. E. Myers II, the firm’s first 
vice-president, usually slack off in 
the winter. The six water months 
usually account for 40 percent of 
the year’s volume, with December 
an especially poor month. 

Myers believes that a concen- 
trated promotional effort in the 
winter months can result in sub- 
stantial increases. The underlying 
aim of the new Myers’ program is 
to give dealers, wholesalers and 
the factory better sales distribu- 
tion and income during the winter 
months. 

The program is also shooting 
at stepping up replacement sales. 
Older pumps can be replaced be- 
fore they breakdown completely, 
they believe. The greater efficiency 
of new pumps will be specially 
stressed in this effort. 

As background to the decision 
to undertake this promotion, E. V. 
Myers, sales vice-president, makes 


these points: Over recent years 
many situations that affect pump 
sales have changed and the idea 
that pumps can’t be sold in winter 
months is no longer valid. 

He cites these examples: Wells 
are being drilled in the winter, 
concrete for new homes can be 
poured in cold weather, pumps 
breakdown and need replacement 
in the winter months, and dealers 
sell many large appliances, in- 
cluding refrigerators, in the win- 
ter. Hence, the opportunities for 
selling water systems in the win- 
ter are much better than realized. 

Myers is also looking carefully 
at the replacement market. They 
estimate that by the end of 1960, 
301,000 pumps will be 16 years of 
age or older and still in use. 

If 20 percent of these pumps 
could be replaced before failure, 
the industry could boost its sales 
60,000 units on top of the 825,000 
units that Myers estimates the in- 
dustry would normally sell in that 
year. 

An estimate of the potential ad- 
ditional sales that can be made 
by exploiting this market and 
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Shaded area in chart indicates potential additional sales of water systems 


that might be realized, according to Myers’ market research department 


estimates. 
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and other opportunities is shown 
in the accompanying chart. 

Myers plans to step up its con- 
sumer and trade advertising in 
the winter months. Backing up 
this advertising will be a time-pay 
plan, a dealer co-op ad program, 
and incentive plans for distributor 
salesmen and dealers. 


More small businesses 
receive loans from SBA 


A total of 238 business loans 
was made during August by the 
Small Business Administration. 
That’s 348 less than were made in 
August last year. 

The SBA public report on busi- 
ness loans approved in August, re- 
lease No. 518, includes two hard- 
ware dealers. Following are the 
locations of dealers and amounts 
of loans: 

A dealer in Mississippi with 22 
employees, $20,000. 

A dealer in Washington with 2 
employees, $10,000. 

The SBA also made a disaster 
loan to a Mississippi dealer for 
$4000. 


FHA loans at mid-year 
are highest on record 


Loans up, delinquencies down. 
That’s the mid-year report on 
FHA -insured property loans at 
mid-year. 

FHA-insured loans have passed 
the 214 million mark in number, 
and for a higher dollar amount 
than ever before recorded. Delin- 
quencies reached an all-time low at 
0.93 percent of the outstanding un- 
paid dollar amount of $1.6 billion. 

National banks hold the largest 
amounts of loans, some 50 percent 
of the total. 


Industrial sales ahead 
24% in first 8 months 


Industrial distributor sales for 
the first eight months of 1959 were 
24.1 percent ahead of the like 
period of 1958, according to the 
National Industrial Distributors’ 
Assn. 

Sales for August, 1959, ran 17.8 
percent ahead of August last year. 

Accounts receivable went up 24.3 
percent as of the end of August. 
Inventories rose 15.8 percent. 





EDWARD K. TRYON CO. 


Kids don’t wait for Christmas to demand toys—fine EDWARD K. TRYON CO. 
_ toys. Someone is enjoying this business all year 815-819 Arch Street 
¢ long—why not you? Philadelphia, Pa. 
You’ll find a well-rounded and well-run toy depart- 
ment can keep buzzing for you around the calendar. 


~t Let TRYON, the leading distributor in the East, 
- help you. TRYON SELLS ONLY TO DEALERS 


Established 1811 





. In addition to the quality lines listed below, TRYON, 
 Philadelphia’s oldest distributor, offers you buying 
% and merchandising advice, floor and window dis- 
.. plays, prompt and accurate delivery geared to your 
.° needs, and other services you can get only from the 
leader in the field. 


Come see our gigantic three-floor toy department, or 
write for a TRYON man to discuss toys with you 


Shih —now! 


PLAYSCHOOL © MARX «© TONKA © STRUCTO © IDEAL © BRADLEY « 
AMERICAN CHARACTER © PRICE © LIONEL © WONDER PRODUCTS © WOLVERINE « 
FISHER © PARKER © GILBERT © WANCY ANN © AND OTHER TOP TOY NAMES 
Want more facts? Circle 224, p. 103 
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OPEN YOUR 
CHRISTMAS 
SELLING SEASON 
WITH A ; ' 

hardware fon eee | MAKE PING PONG 
Myre covuetions in self- @ 


selling box. nd many other tables 


CHRISTMAS #600 ort 2 


legs. Zinc coated quickly, easily and 





hardware for4 legs , - 
TREE in Poly Beg with inexpensively 
instructions on self- 
selling card. 


Make Volume Sales to Craftsmen & Hobbyists. . 
LEGS FOLD. . . ADJUST for LEVELING 





. : Loosen bolts to fold; 
30 inch tree... retail price $ 7.00 tighten to lock. 


PINK 48 inch tree... retail price $15.00 4 2 Exclusive Adjustment for 
WHITE 72 inch tree... retail price $22.00 | drop leg to level and re- 
GREEN ! 

o. 


tighten wing nuts. 


Individually packaged in attractive 
gift-storage carton. Order from your local 
distributor —or write for catalog. —_— \ See Your Jobber or 


» Write for Literature 
o | TREES, INC. we CHAS O. LARSON CO. 


te terling Ill., U.S.A. 
120 South Rancho Avenue, San Bernardino, California Sterling 
Want more facts? Circle 225, p. 103 Want more facts? Circle 226, p. 103 
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MOST WANTED 
(2. § ee 


—— ——— 9 a 


UNION P— 


MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
clans, etc. 


MODEL MT-3 (above) 
3 full width drawers and tif] 


Overall size (both 
models) 20%2” x9” x 14” 


MODEL MT-7 (below) 
7 drawers and till 





rawn seamless reinforced cover . 
a girder bottom eiforcement 
Non-sag drawer and till bottoms an 
extension drawer gliders with = : y 
stop . . . Easy-to- clean porcelain- oe 
ish.. Felt-lined drawers and tl 


King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 


UNION STEEL CHEST corp. 


Want more facts? Circle 227, p. 103 
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Construction contracts 
down 11% in August 


Construction contracts declined 
11 percent in August below Au- 
gust, 1958, F. W. Dodge Corp. re- 
ports. The total of $3,083,649,000 
in contracts was the second highest 
ever reported for any August. 

The steel strike had some effect, 
the corporation reports. Construc- 
tion in progress has not felt effects 
of the strike, but there is a ten- 
dency to hold up contracts for work 
to start in the future until sup- 
plies are assured. 

Hospital construction contracts 
were up in August, a gain of 50 
percent over August a year ago. 
This was the single shining spot 
in the non-residential contract pic- 
ture. Other categories of non-resi- 
dential contracts were down. 

Residential contracts in August 
were $1,551,224,000 over a year 
ago. That’s a gain of 7 percent in 
dollars, and 2 percent in units. 


August retail sales up 
by nearly $1.1 billion 


Total retail store sales in August 
were $18,097 million this year as 
compared to $17,000 million last 
August. That’s a gain of nearly 
$1.1 billion, or 7 percent ahead of 
August, 1958. 

The hardware, lumber, and farm 
equipment group retail sales in- 
crease for August was a good deal 
better, percentage-wise, than the 
general gain. The group’s sales for 
the month were $1415 million, 
$136 million or 10.7 percent 
greater than in August 1958. 

Virtually every retail category 
showed slight sales declines from 
July this year. 


Industrial sales gain 
24 percent in eight months 


Industrial hardware sales for the 
first eight months were 24.1 per- 
cent ahead of the same months in 
1958, the National Industrial Dis- 
tributors’ Assn. reports. 

August sales were 17.8 percent 
ahead of August a year ago. 

Accounts receivable as of Aug. 
31 were 24.3 percent ahead of the 
same date last year. Inventory on 
Aug. 31 was 15.8 percent ahead of 
@ year ago. 


Ds< sprayers 
———— 


S| gv 


= . 
ie r" Complete line of sprayers and duste 
First choice for Quality since 1888. 


any styles and sizes. 
Inexpensive. All are 
(> 
de i 
AN 
We are the | | if ( | 
originators of : : 


fast sellers, 
CATALOG! 
sprayers. Every | 


SEND FOR 
SMITH product is 
superior in workmanship, 
design and performance. 
There is a model for every 
spraying need. 


SNe cS “ay sit 
Ww 


D. B. SMITH & CO. 


426 Main St., Utica 2, N. Y. 
“Originators of Sprayers” 
Canadian Rep. G. L. Cohoon 

1265 Stanley St., Montreal 2, Canada 
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PERK-UP PROFITS WITH THIS 


ARCO, 


Jes SALES Hr. ; 


"ARCO DADO-SET" 
6" Dado -Set with 
2 outside Blades & 
7 Chippers 1/16" 





$7.95 RETAIL 
Make BiG Profits 
DEALER’S COST 


thick. 5'' Bore with 
1/2"" Reducing Bush- 


° 1 40% Discount 
ings. Ful Yo 


ASK YOUR JOBBER 
WRITE for LATEST CATALOG 


ARROW METAL PRODUCTS CO. 
ARCO 421 W. 203 St.,N.Y.34, N.Y 
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CASH IN on BIG 


iR roam \ PREMIUM PROMOTION of the 


Tie-in with big AIR LIFT BONUS OFFER! 
Act Now ... ask your local jobber or write 
us for full details of promotion and samples of 
“SELL ON SIGHT” AIR LIFT FIBER FACE 
FATIGUE MATS. .. . Handsomely styled, 
completely practical, foam-backed with exclu- 
sive NAFI foam rubber which eases foot 
strain. For home, office, plant. Dress up any 
floor spot. 101 uses assure “year round sales!” 


WANTED: Representatives for protected territories. 





cS ——— 
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IRONING BATHROOM KITCHEN | NURSERY 


| Exclusive Product of 








ELEN TRENTON DIVISION 


1980 East State Street, Trenton 1, New Jersey 


Want more facts? Circle 230, p. 103 








SPRING ASSORTMENT $$ 
ALL FOR ONLY 20 


yoo DISTRIBUTORS — DEALERS 


METAL 5-DRAWER CABINET 


1,000 SPRINGS (#1 to #100) INVESTIGATE THIS 
METAL DISPLAY with SPRINGS <_— “> 


tr FULL 
OD. N.Y.C. 
\JAD PROFIT 
Bea LINE 
SWISS 
NEW LOOK... POR-0-POR — 


New, convenient, 

3 A mele is i moving, nationally advertised line. 

Le ree tn. lccun ase cae on bento 90 wrought iron 

ver youccue rate a a stands in a range of four pastel shades. For addi- 

wn oo le Oe Tats, WHE + tional information and illustrated brochure fill in 
oF “TILETTE” PORCELAIN and mail attached coupon. 

STOVE REPAIR 


Repairs chipped por- 
celain good as new— POR-O-POR 
in a single application. 


Perfect for gas and elec- MOUNT DORA, FLORIDA 


tric ranges, refrigera- 
e tors, washing machines, N 2a 

Withstands 400° Fahrenheit ava, ae” a AM 
Waterproof! High gloss! Will not tures. A “‘must”’ in the 
discolor or flake off! Guaranteed ! home! ADDRESS 
Ask Your Jobber or Write 


TILETTE CEMENT COMPANY, INC. CITY STATE 


401 Lafayette Street, New York 3, N. Y. 
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NEWEST MEMBER OF FLAMBEAU’S QUALITY GIFTWARE LINE — 


the exciting | Srcidtélton |\ 3-Cup 


Condiment Service Set 











Here’s the latest 
item in the 
expanding Invitation 
line. Superbly 
designed — and 
produced in the 
quality-conscious 
manner of Flambeau 


craftsmen. 


Want to add an extra 
spark to gift- 


ai 


ware sales? Write 
CONDIMENT SET — NO. 1068 

3 gold sparkled eo cups with poly covers. 
Lrass-plated rack. Gift packaged. Retail $1.98 


for prices and other 


information today! 


Flambeau PLASTICS CORPORATION, BARABOO, WIS. 
| Want more facts? Circle 234, p. 103 














broil ieee BUILT-IN 


year ’round! CONSUMER 
DEMAND 


HANG-IT-ALL a 
VERSATILE, VERTICAL advertised 
CHARCOAL BROILER in 


ust (245* a a io visaie | 
COMPLETE , , 


*West of 
Rockies 6.95 


includes broiler, 2 racks. tray 
and indoor-eutdoor cookbook. 


¢ Outdoors; indoors Hang-lt- 
All will broil faster, better 
and safely — vertical design 
eliminates dangerous grease 
flame-ups. 





B i ISAS 0 Im 


i aes : rem 
; = - : 


© Adjustable racks permit con- 
trolled broiling. 


* Big—holds 4 large steaks, 4 
half chickens or 40 hot dogs. 


© Starts in seconds with news- Simon 
paper alone ... 2 Ibs. char- 

coal broils entire meal. FLIPS TO USE. 
AS CAMP STOVE = 


© Assembles without tools—self-contained and com- 
pletely portable. 


© Sell “up’’—other models to 39.95. 


FOR INFORMATION . 


LAKEWOOD MFG., CO. 
25100 Detroit Road, Westiake, Ohio 
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Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 





V & S 16-page mailer 
has 88 cent sale page 


The 16-page tabloid-sized fall 
V & S catalog from Cotten & Co., 
Chicago dealer owned wholesaler, 
is packed with bargain leaders. 

All pages emphasize values in 
every department. Seven pages are 


FALL and WINTER ‘59 


Sqncapl Prim gegare Revernker ”) (He 








DRIESENS 4:7 HARDWARE | 
808 LEONARD ST NW. PHONE aIVERSIDE 23967) 6 
GRAND RAPIDS. MICHIGAN ; 


; 


in full color for housewares, paint, 
and special items. 

An “88 cent each” spread fea- 
tures 57 gadgets. Tools are divided 
into 88 cent, $1.88, and $2.88 price 
groups. 

A merchandising kit of large 
strip banners, over-the-wire pen- 
nants, price cards, and ad copy 
accompany the mailer. 


Worthington offers its 
fall, Christmas mailers 
A fall sale handbill and a choice 
of two Christmas catalogs are of- 
fered to dealers by the Geo. Worth- 
ington Co., Cleveland wholesaler. 
The fall consumer mailer is an 








the BIG name 
in Gun Cleaning 





CLEANING OUT 


Sell ou Sig it! 


Display Them 3) Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition . famous Hoppe's No. 9 Solvent, oil, 
patches, wipers, ‘nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.75 retail) . .. or in a sturdy green-enameled steel 
tote box (Utility: $3.00 retail). Fast movers the year 
round... “naturals” for gifts! Display 

them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 


“UTILITY” 


ASK YOUR 
JOBBER 





FOR HOPPE’S | 
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NEW 


ARKSMAN 
BB REPEATER 


AIR PISTOL 


The world’s 
leading, lowest-priced 
air pistol that 


SHOOTS ALL 3 
Q@) BB's 

QBg PELLETS 
—<ag DARTS 


SHOTS The new Marksman Model MPR REPEATER Air 
Pistol is a 20-shot BB repeater, and has the weight 
and feel of a real .45 automatic. Packed with built-in 
lifetime trouble-free power, it shoots standard .177 
caliber ammunition— BB’s, pellets and darts. Packed 
in attractive presentation box with generous supply of 
ammunition, the MPR is available through America’s 
leading wholesale distributors. 

MARKSMAN air gun PELLETS are recommended for 


maximum accuracy. Write for complete literature, 
including dart games and slingshots: 


(M)ARKSMAN PRODUCTS 


Division of Morton H. Harris, inc. - Los Angeles 25, Calif. 
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ATTRACTIVE 
3 COLOR SIGN 


HOLDS 9 


Way Batty 


TACKLE BOXES 


—? 
AND 3 cy 


MINNOW BUCKETS 


“REVOLVING” 
TURNS ON SWIVEL 





SO CUSTOMERS 
CAN OBSERVE 
ALL ITEMS 


OVER ALL 
HEIGHT 5’5” 


¢+—— WIDEST POINT 33” ———> 





YOU PAY REGULAR DEALER , 
PRICE FOR ASSORTMENT AND 
RECEIVE FREE $25.00 RAC 
YOUR COST $89.45 


Send us the 


ASSORTMENT 
CONSISTS OF 


1 No. 
1 No. 
1 No. 
6 No. 
1 No. 
1 No. 
6 No. 
1 No. 
1 No. 
4 No. 
4 No. 
2 No. 


352 
617 
852 
831 
350 
3I7E 
140 
416 
1416 
8106 
710 
712¢ 


SUGGESTED 
RETAIL VALUE 
$147.50 


| aed cams fecte? Circle 238, ®. 103 
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for 
over 
75 years 


McGILL 


and RAT — 


4 PREFERRED 


Le 
the McGill 2 VALKG 


Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


Vachs 


MARENGO ° 


METAL PRODUCTS 
COMPANY 
ILLINOIS 
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New Wholesalers’ Aids 





(Continued) 


8-page rotogravure tabloid featur- 
ing broad selections of staple lines, 
seasonal items, and three coupon 
specials. Price specials dominate 
the pages. 

Ad mats for 60 of the handbill 
items, plus a store and window 
trim kit are available. 

Dealers are also offered either a 


24 page gift catalog or 40 page 
toy and gift catalog to mail to cus- 
tomers prior to the holidays. The 
Family Gift Center theme is 
stressed in both mailers. 

The catalogs are backed by com- 
plete store and window trim kits, 
tags, and price cards. 


Fall Van Camp mailer 
is offered to dealers 


Van Camp Hardware & Iron Co., 
Indianapolis, Ind., offers dealers an 
8-page consumer mailer for fall. 
The theme of the tabloid is Autumn 
Serenade. 

Designed for use during the last 
two weeks of October, the color 
circular is designed to appeal to 











your BEST SELLER — 
WONDER HORSE 


THE ORIGINAL SPRING HORSE 


Look for the brand name (your customers 
do): THE WONDER HORSE—the original 
spring horse—often imitated—but never 


equalled. Six models to choose from 


Vationally Advertised 
My 


-\€ y maealint 
NDEI PRODUCTS 
COMPANY 
MANUFACTURERS @ COLLIERVILLE TENN. 
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Wagon Display sells for you! 


Model #50 wagon display stacks verti- 
cally up to 5 wagons. Requires mini- 
mum of floor space and can be moved 
from place to place. Each fixture is 
adjustable. Can be used over and over 
again on all types of wagons. Entire set 
to display up to 5 wagons costs $4.85 
(for a limited time only) wt. 11 Ibs. 
Postage Prepaid. Order yours today! 


4 


Radio Steel & Mfg. Co. 

6515 W. Grand Ave., Chicago 35, Illinois 
Please send the following: 

Quantity Pr Total 

$4.85 


Enclose check with order, 





| 








ce 
2 


a 


eee eee ee eee 
> 1 
ee 





‘ 


cit y and state 


Want more facts? Circle 241, or 103 





a 
— ol 
ee wha, 











<Wircit> 
«wane? FLOWER FENCE 


Here’s a brand new idea in garden 
protection—a sure-fire opportunity for more “bloomin’ 
profit’ next spring and summer. Modern WRIGHT 
Flower Fence, with wide “see through” openings, 
easily adjusts to up-and-down-hill garden levels and 
irregular garden shapes. Can be used also for shrub 
supports, arbors and trellises — easy to install and 
remove. Comes in 50 ft. rolls with eye-appealing 
“self-seller” labels — 19” high with 4” built-in stakes. 
Welded construction. 


G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER 3, MASSACHUSETTS 
Your most dependable source of supply for 
Industrial Wire Cloth ¢ Woven Wire Lath © Hardware Cloth 
Welded Wire Fabric @ Wire Strand © Hexagonal Netting 
Gutter Guard © Packaged Galvanized Wire 
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TTR Lamy AAERO 


SNO-THRO 


STURDIEST, BEST CONSTRUCTED 
PLOW ON THE MARKET 


New .. . specially-designed locking clip permits 
i Me Me Me a 
Mi A a 
foot pressure. 
Tubular steel, i 


chrome-plated, Ae tt wy t a7 -_=" 


balanced 
handle. NG FOOT OPERATED 
NANTES Golo 4 
Tractor-lug, 6” 


_ —— 4 wheels, oilite 
WELDED = BN 


Kam__bearings. 
CONSTRUCTION 
assures rugged- 
ness ond posi- 
tive alignment 
. for clean 
plowing. 


Ss 


Heavy gauge 
blade with criti- 
cal pitch. Throws 
snow to side. 


CUTS 21” PATH 
ACTUALLY THROWS SNOW | 
OFF TO SIDE—NO PUSHING 
OF DEAD WEIGHT 


Suggested Retail $12.95 


Easy as pushing a lawn mower 
Liberal Discounts 


Cuts path in 4” to 5” of snow 


WRITE FOR CATALOG TODAY! 


MANUFACTURING CO., ROCKFORD, ILL. 
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ELMER'S LINE OF GLUES 
iS NOW 


in attention-getting, 
newly designed packages €& 
that sell on sight. | 


YOU INCREASE SALES 
WHEN THEY'RE 


in the space-saving counter 
and floor model racks, 
provided free of charge. 











TO HELP YOUR 
CUSTOMERS YOU'RE 











with eye-catching sales aids 
—colorful glue charts, 
free gluing guides. 




















TO PRESELL YOUR 
CUSTOMERS, YOU'RE 


by ads in top consumer 
magazines that build demand 
for the complete Elmer line. 


For details, see your supplier or write: -yZ 
The Borden Company, 350 Madison Ave., New York 17, N.Y. 


HA (09 


Frordens Products FOR THE soins HANDYMAN 
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ELECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 





ELECTRIC 
PORTABLE 
POWER 
TOOLS 
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| New Wholesalers’ Aids 
| (Continued) 





_ every member of the family. There 


* | is special emphasis on price pro- 


-4100 


BErkshire 7 


aia olalelal= 


o Ti 


5841 West Dickens Ave.., 


Ot allot- telomere li ilalels— 


motions and balanced dealer profit 
| Margins. 

_ A store trim kit is provided to 
| augment the circular. The kit in- 
| cludes ad mats, trims, price stick- 
| ers, and rain checks for fast selling 
items. 


Dealers chose items in 
American's broadside 


A full page of sale items is left 
up to individual dealer choice in 
the American Days fall consumer 
mailer of American 
Supply Co., 
saler, Pittsburgh. 

The four-page colored broadside 


prices. 


mailer is printed with 


' DEALERS 


oer ee ee ee ee ee ee me em og 


8° 


each dealer’s choice from four mer- 
chandise categories: paint, assorted 
fall values, lawn care, and home 
heaters. 

The names of all 460 American 
dealers are printed within the 
mailer. 

To tie in with the sale theme of 
the promotion, American offers 
dealers a kit that includes a sales 
calendar, store and window display 
aids, ad mat and radio spot mate- 
rials, and a promotional planning 
guide. 











Hardware | 
dealer-owned whole- | 


features 50 items, mostly at sale | 
The fourth page of the | 
items of | 





MAKE MORE 


MONEY 
FASTER 


with 


JOHNNY 


; STOP 
"y FING Toilet Tank Ball 


LIBERAL DISCOUNTS © FREE DISPLAY 


Only ball with built-in swivel action and 
vacuum seal. Offsets bent or poorly 
aligned lift wires. Can't hang up! 
Can't leak! Never leaves drain—must 
reseat perfectly. Unusual shape, color, 
features of JOHNNY STOP plus colorful 
card display moves product fast! Car- 
ries Money-Back Guarantee. Dealer cost 
per dozen only $10.73—a 40% markup 
or 60¢ profit per unit. See your whole- 
saler or order direct. We pay postage. 


KINNARD SALES 


19 Glenwood Rd., Montclair, WN. J. 
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Troubled with 


INVENTORY -ITIS? 


Did you ever think that on a g 
30% profit basis you have to 
sell the first 9 pieces out of 
each dozen planters just to 
cover your purchase cost? So 
the last three 
pieces represent your other 
costs — and PROFIT. 
And those last three 
pieces are often 
hardest of all to 
sell, 


remaining 


THE CURE? 


Stanford's MINIMUM-INVENTORY PLAN is 
the answer. It simply means that you can 
buy just 2 or 3 each of a large variety of 
designs, styles, and colors. These will sell 
faster, your investment is far less, your 
capital is kept free, and you replace quickly 
those pieces that move fastest. Your nearby 
Framchised Stanfordware Distributor can 
usually supply most of your wants in 24 
hours or less. You're not overstocked, have 
no breakage claims or big freight bills. Write 
today for FREE color catalog and full 
details. 


STANFORD POTTERY, INC. 


Creative Manufacturing Potters 


DEPT. A SEBRING, OHIO 
Want more facts? Circle 247, p. 103 











fue 
COPING 
SAW 


SET no. 26 








This NEW all purpose set of — pressdwood, plastics, non-ferrous 
Parker quailty, is mounted on a metals — even mild steel. Gen- 
colorful, eye-catching display card. | erous 5” throat depth. Mahogany 
Plated, rust resistant, sturdy Parker finished hardwood handle. Blades 
frame with four blades — extra oil hardened and tempered, with ~ > : ‘a 
fine, medium (2), and coarse — filed and set teeth. with a king-size 
for sawing all woods, plywoods, 
profit for you 


PARKER MANUFACTURING COMPANY 


WORCESTER 1, MASSACHUSETTS 
Want more facts? Circle 248, p. 103 


— 


a hi-compression 
| MAKE 25% PROFIT NOW! 
NOW e staple gun yo po | | . Save $200 to $300 


for only °4.95 ame! | Gala | moveRN mixer 


With Exclusive Push-button Loading £ —_ . it's portable 


. a § 63>. Yes, thousands of prospects 
and Built-In Staple Extractor. p> | ja > : right in your own area will 
Here's the fastest selling staple gun on the Cag | al ¥ “ a Se be enthusiastic buyers of 
market today. Designed especially for home _ . the MODERN MIXER. 
use. Staple sizes 4’, %4'’. Nationally advertised. ‘ This unit does a varie ty of 
Immediate shipments—no wait, no delays. Order today. jobs elimin; iting the need 


S ° e ® : for large bulky mixing 
quipmen and labor i 
INC., tong stand City 1, New York — pme i or h - 1 labor in 


small mixing jobs. 


Want more facts? Circle 249, p. 103 HUGE WAITING MARKET 
CLEAR PROFIT with SKIN-PACKAGED Just look at this goldmine of prospects ... 


Homeowners, builders, bricklayers, stone- 
WRENCH SETS neowners, builders, brieklayers, 
¥ aa masons, gardeners, farmers, painters 
-~ Another first by Upland! Sets are ‘‘skin- d : 3 her f; 
\> ae Stl packed’’ directly on attractive, informative ozens of other fields. 
: cards . . . easy to display on peg board ,' ; 
rack, assuring fast turnover! And your The Modern Mixer is the Quality mixer. 


profits stay high because THERE’'S NO : , . 0% < —_ . tool « _ 
aman ie Caen. It is made of 100% all welded steel con 


HEX KEY SET a, nme and “— t compl tely 
No. SP-7—7 piece set, bright-plated. Sizes enc osec or safety . eed any othe out- 
5/64" to 1/4” across flats included. One standing features. Write for details. 
dozen per box. One gross per shipping 
carton. Shipping Weight, 30 Ibs. per gross. Modern Mixer comes complete with agi- 


| 
| SUGGESTED RETAIL 
| 
| 


Manufacturers of World Famous Trojan Saw Blades and Frames 


























Top volume item. 
Retail 39c ea. 
Terms: 2% 10 days, net 30, F.O.B. factory. 


For full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Penna. 
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tator, motor and pail $64.95 FOB Pasa- 
dena, Calif. 


MODERN MFG. CO. wn 


160 NO. FAIR OAKS AVE. © PASADENA, CALIF. 
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JEFFERSON 


is your 


ONE-STOP SOURCE 


for 


SCREWS, NUTS 
AND BOLTS 


for Every Industry! 


STEEL © BRASS 
COPPER © NAVAL BRONZE 
SILICON BRONZE 
STAINLESS STEEL 
MONEL ¢ ALUMINUM 





Promotions 


Manufacturers’ New 
Merchandising Plans 








“Hidden Beauty" slogan 
for Cyanamid's Melmac 


“Hidden Beauty” is the theme 
for the fall promotions of Melmac 
dinnerware. Melmac is the trade- 
mark of the American Cyanamid 
Co. The theme refers to break- 
resistant qualities. 


The fall theme will be promoted 
in October through December is- 
sues of Ladies’ Home Journal, 
Good Housekeeping, Parents, Bet- 
ter Homes and Gardens, This 
Week, Parade, and Sunday editions 
of newspapers in the largest cities. 


These trade names, using the 
Melmac tag, are featured in the 
promotion: Adams House, Apollo 
Ware, Branchell, Brookpark, Cali- 
forniaware, Carleton Products, 
Harmony House, Holiday, Life- 
time, Lucent Oneida Ltd., Prolon, 
Royalon, Russel Wright, Stetson, 
Texasware, and Westinghouse. 


Wood Shovel offers 1960 
drop-ship package deal 


A drop-ship deal has been set up 
for 1960 garden tool selections by 


Sell More 


Expansive Bits 
with this 
VISUAL 


PACKAGE 


for 
open 
YA counter 
a display 


This ONE Bit 
Bores ANY 
HOLE SIZE 
from 7" to 3” 


on”. 
+ 7 
gi? 


Conn. Valley likewise furnishes an Expan- 
sive Bit cutting holes as small as '/,''— 
also extra cutters boring up to 5"'. Other 
Conn. Valley Expansive Bits made with ma- 
chine shanks for power drills. Consult your 
jobber's catalog for order numbers. 


THE CONNECTICUT VALLEY merc. co. 
CENTERBROOK 7, CONNECTICUT 
Want more facts? Circle 253, p. 103 





| 


a 


TOY CATALOG 


Here's mary toy and hobby 

kit you need for setting up a 
successful toy department. Educational pre- 
school items, woedworking and woodburning 
kits, metal tapping, work benches, hand tool 


sets, pegtables, biackboards, etc. Write for 
your copy today. 

© AMERICAN TOY & FURNITURE COMPANY 5 
a 6130 N. Clerk St. Chicago 26, Illinois ® 


Leese eeeeee eee eee eee eee see 


Wood Shovel & Tool Co., Piqua, 
Ohio. Dealers benefit by direct 
orders and shipments, while being 


hail Se ge eae aaa aaaee 


Industry's Easiest-to- 
Use Catalog places all 


your Fastening needs at 


your fingertips! Large, 
clear listings, helpful — 
illustrations. Use your \S 


Jefferson catalog today 
and every day. Additional 
copies free on request. 


®@ Jefferson's Service Desk speeds 
your mail, phone or telegraph order 
to our stockroom within minutes 
after it arrives . . . for same-day 
shipment of most orders. You can't 
beat Jefferson service — anywherel 


JEFFERSON 


SCREW CORPORATION 
691 BROADWAY * NEW YORK 12, N. Y. 


$Pring 7-8400 
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billed by their regular wholesalers. 


The deal consists of 114 garden 
tools ranging at retail from $1.29 
to $4.59, at a 40 percent margin 
plus an extra 5 percent early-order 
discount. 


A metal display rack on wheels 
is available, as an optional extra, 
at cost price. 


Bermuda heads prizes for 
Reo Mower sweepstakes 


Dealers’ salesmen have a chance 
to win a trip to Bermuda and many 
other prizes in a “Pitch and Win 
Sweepstakes” promotion offered by 
Motor Wheel Corp., Lansing, Mich., 
for Reo Mowers. 

The firm emphasizes that the 
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DON'T MISS THE 


BUYING CHECK LIST 


ON PAGE 96 














17 Years of Leadership 


MAGIC SNELL ° 
Vinylsteel® 


LEADERS | 
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e Stops running toilet: 


BIGGER PROFITS 
WITH | 


e Saves money 


"ZY c RT M/ e Nationally advertised 
* e Easy to install (no special too'ls 


TANK BALL i) ity et 


3 year money-back guarantee 


& e715} } 2) = | « Completely corrosion resistant 
(aay 


MORE THAN 


7,000,000 
SATISFIED USERS 
Any home keeper 
who has been a 
“bathroom jiggler” 
is a customer for 
“Alert” because 
it eliminates 
worrisome old type 
tank balls and 
lift wires ... ends 
water waste and 
annoying gurgles 
once and for all. 
Put “Alert” on 
REPLACEMENT RUBBER BALL your counter and 

Round ball, chain and profit. 

attachment hook are 

available. Packed 6 to 
a box, 6 boxes 

to a carton. 





CALL YOUR 
WHOLESALER NOW 
dela 4-12 mia ae) iclai 
TelhaleltlolMmeliiehich a 
<ell« ie ya 
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ARDMORE PRODUCTS CO., CONSHOHOCKEN, PA. 











ESTABLISHED MFR. REPRESENTATIVE 
CAN HANDLE AN ADDITIONAL TOP LINE 
FOR ILLINOIS TERRITORY. 


e THE PUSH AND "SAVVY" TO PUT 
YOUR LINE ACROSS! 

© FINANCIALLY STABLE! 

¢ PROVEN INTEGRITY AND REPUTATION! 

¢ IMPORTANT FOLLOWING WITH LEADING 
HARDWARE OUTLETS! 

e OUTSTANDING BUSINESS, BANK REFERENCES! 

e WAREHOUSE FACILITIES AVAILABLE! 

e EFFICIENT OFFICE STAFF! 

e HIGHLY TRAINED MISSIONARY MAN! 


SERVING INDUSTRY SINCE 1929 


GEORGE J. STEINE & CO. 


P. O. Box 158 Glencoe, Illinois 
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SS BEF ’ LE. Sj PRE Be am iE ; 


Twenty-eight million cat owners in 
U.S. offer you a BIG PROFIT oppor- 
tunity. Kitty Litter is nationally ad- 
vertised and already in demand! Stock 
up and cash-in locally. 
AVAILABLE THROUGH 
YOUR DISTRIBUTOR 


s e-*: ROLE 
Si le ain SS % ; pee ; a wae 
Ts iy me al F, ¢ oF os 
BE eS ee a REE 


os ee wena gs . Z VES wh, ag na at: 7 “ | Z “ ‘ 
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POW-R-BOY 66 
ROTARY TILLER 


RUNS LIKE 60 
WORKS LIKE 60 


SELLS LIKE 60 


mY. 
LOW ; wy, 
PRICE... 


j j IIny 7; - 
Z, 
F 7 

















‘ct a 


QUALITY... 


Available with 
8” or 10” wheels 
2%2to 3% h.p. 








SEE US AT THE 
FOLLOWING SHOW: 
Booth No. 147 

The Mid-America LAWN, 
GARDEN & OUTDOOR 
LIVING Trade Show 
Amphitheatre, Chicago— 
Oct. 8, 9, 10 


This is the line that dug in and chewed up competition in 
hundreds of markets during 1959, its introductory year. 
Now even better able to outperform, outsell toughest com- 
petition with such features as instantly adjustable depth bar, 
instantly detachable wheels. Full year warranty. Five mod- 
els covering wide range of needs from home garden to 
large-acreage use. Send coupon now for profit-making de- 
tails. 


DISTRIBUTORS WANTED! 
Some profitable territories still open. Mail coupon today! 


HAHN, ING. evansvinie, inorana 


Send me confidential trade information about the new 1960 
HAHN Pow-R-Boy Rotary Tillers (check type of business): 


[} DEALER [] DISTRIBUTOR 
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Proved by home owners 
— contractors 
widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood «+ Tile + Stucco « Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furnit ure, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 


distributor nearest you. 4936 


J 
MANUFAC. URERS OF FINE PROTECTIVE 


CHcMICALS SINCE 1929 


., Merchandise Mart, 
San Francisco 3, California 


E. A. Thompson Co., Inc 





San Francisco * Los Angeles * San Diego * 
Portland * Chicago ¢ Seattle * Denver ¢ Dallas 
Houston * St. Louis ¢ St. Paul ¢ Detroit ¢ 
Philadelphia * New York City © Memphis ¢ 
Cleveland * Factory: King City, California 
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Manufacturers Promotions 
(Continued ) 





sweepstakes is not a contest. Deal- 
ers’ salesmen must list what they 
consider to be the 10 most impor- 
tant sales features of Reo power 
mowers. These lists will then be 
matched against a master list which 
will represent the consensus of top 
selling features of all dealers and 
salesmen throughout the country. 


Further promotional ideas for 
Reo in 1960 include broadsides an- 
nouncing rider “Mow-Athon” en- 
durance testing for dealers in key 
areas. Dealers will also be offered 
the deluxe gas can premium which 
has a retail value of $1.50. This 
premium may be used as a give- 
away or part of a package deal. 


U. S. Steel promotes its 
6th Operation Snowflake 


U. S. Steel’s Operation Snow- 
flake newspaper service, promoting 
major appliances as Christmas gifts 
for the 6th year, is being distrib- 


NEWSPAPER SERVICE 


Name Your Pape r 


i 


4TIIUIX Are, 


Lighten = work 


Se a wilh 2 major appliance 
“EIIIriry : 
|, 


Make it 
White Christmas 





uted to every daily and weekly 
newspaper in the country. 

This large proof book of edi- 
torial and advertising materials is 
offered as a dealer aid to help de- 
velop an ad section or individual 
ad for major appliances. A new 
copy line, “Lighten her load with 
a Major appliance,” is being used 
with the established slogan, “Make 
it a white Christmas.” 








Are you selling Toilet Seats just 
to turn over merchandise and 
trade dollars? Or do you want to 
sell a Seat on which you can make 
real profit? 


If you want profit, inquire about 
the new PURITAN Imperial 700! 


AA-6739 





C atm PRODUCTS, INC. 


Cleveland 13, Ohio 




















Want more facts? Circle 261, p. 103 











EW 
SELLING 
“1c 





How to survive and make 
money in hardware is subject 
of 32 p. Store Managers’ 
Guide. Gives useful figures 
on store sales, bankruptcy 
rates, etc. Send 25¢ for a 
copy to Reader Service Dept. 


Start a profitable Rental Busi- 
ness. 12 p. reprint tells what 
to rent, how to set charges, 
customer agreements, book- 
keeping forms, and _ other 
information. Send 25¢ to 
Reader Service Dept. for 
your copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 








AMERICA’S 


FINEST ae = Wf 1960 seting reminder ! 


@TTE TITS am k-y-) (: 
for Professional 
or Home Workshop 


Shopmaster 


RADIAL “== 
ARM DRILL 


set: ws - 


one 


Pennsylvania’s 1960 Deluxe 
Rotaries can be tilted 
without spilling filter oil 
because their 4-cycle engines 
gett apna, i have dry air filters—another 
a od ae : important Pennsylvania 


leader." Complete with | 


motor, $109.95. ie sales advantage! 


DRA RRO, SRI ITO 
cates as iy 


Deluxe 
Tilting Arbor gg=_ 2 >, 
Table Saw JS. 2 2. ee Get the full story on all-new Pennsylvania Mowers. 
For the man who wants th ——=——_————F Write Pennsylvania Power Mower Division, 


finest. Saw model TA8-A, American Chain & Cable Company, Inc., Exeter, Pa. 
cast table extensions, switch 


and cord, less motor $119.95. 

















’ Band 


« JS BOOST 4 


| Se Clean, functional i wv” (4 f \f- : 
- ge oF = design with : 


isen-one 6" Jointer Planer CHRISTMAS + bet | 


sae 


Boe oO Tilting Table | ef | . Want more } facts? Circle 263, p. 103 





OP ip Ste Big 34” x 6” table; sealed-for- “gt 
be re g. betyay ney life ball bearings; depth of cut SA E Ss - , id 
Handies S° thick %y". 6° Jointer Planer less i - idéa 
stock: cuts to cen- motor, $99.95. 4” Jointer 


rT 
ter of 20’ circle: Planer less motor, $59.95. . 00-IT- 
tilts to 45°. Saw 


less motor, $69.95. —— , oe YOURSELF” 


12” Table Model 
Drill Press 


= Vy" capacity; i» . Se eS Pee. 4 

fy gd Ag ee 2 popular new 

chuck, 844" Laue «| \ —_CPRESSURE 

Heavy cast : | fi 

base and _ Tilting Table Jig Saw with capacity to ‘ fi MAID 

table. Drill 2%’ thick; completely self-contained = i - ;4@ : 

Press less 30° Tig Saw. CP a Te. | ma" | 2 jie .s paint sprayer 

motor $59.95 complete, - aa . ie = FP 
$54.50. i : ’ ? 


Saw-Jointer Combination 


Sees Oe Se eS eee ; The “Do-it-Yourself” Dad will love the new re-designed 
Complete with stand and motor competitively ’ 


priced, $174.95. PRESSURE MAID Paint Sprayer. This low-cost, trouble-free tool now 
FULL LINE OF ACCESSORIES: offers higher air volume delivery . . . makes even multi-color painting 
Whitin techn fe ennniete cttee | easy for anyone. Rugged, portable. Complete —ready to spray — with 
of power tools and accessories and latest model paint spray gun. Piston-type, direct-drive, single cylinder 
nome of nearest distsibutor. | Compressor. % h.p., 110 volt AC motor. So simple . . . it sells itself! 
Write for complete line catalog and name of jobber nearest 
you. Stock up now and boost your Christmas gift sales! 





ES 





The Campbell-Hausfeld Co., 63-L Railroad Ave., Harrison, Ohio 


Div. ENERGY MFG. CO., Monticello, lowa CAMPBELL-HAUSFELD 
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News About Dealers: Alabama Store Under 
New Management; Now Called Watson-English 





Brewton, Ala.—The local 
store of WATSON HARDWARE 
Co. was sold recently. Billy 
English is president of the 
new corporation to be known 
as WATSON-ENGLISH Harp- 
WARE Co. Other owners and 
officers of the corporation are 
Kenneth Arnold, vice-presi- 
dent, and Jack Hines, secre- 
tary-treasurer. 


Mt. Holly, N. C.—MASSEY 
HARDWARE Co. held a grand 
opening in the new store. 
The one-story building has 
more than 11,000 sq ft of 
space. It was built on the 


site of the old building de- 
stroyed by fire in January. 
Eighteen employees will man 
the air-conditioned store that 
has acoustical ceilings. Prizes 
were given out and manu- 
facturers’ representatives 
present during the opening 
ceremonies. 


Driggs, Idaho — James A. 
Hunter has purchased the 
DRIGGS HARDWARE STORE 
owned by M. R. Killpack. 
Mr. Hunter was owner of 
the Economy Cash Grocery. 

(Continued on page 188) 





J. M. JAYNE 


J. M. Jayne Heads New 
Cal-Dak Marketing Div. 


Cal-Dak Co., Los Angeles, 
has created a new marketing 
division for Cal-Dak and 
Plas-Tex product lines. J. M. 
Jayne has been elected ex- 
ecutive vice-president of the 
new division. 

Wm. E. Faulkner, vice- 
president of sales, will be 
responsible for both product 
lines. G. F. Dablow, vice- 
president of the Central 
Div., and Ed Henningsen, 
sales manager of the East- 
ern Div., will supervise sales 
of both lines in their areas. 
J. P. Gardner will be sales 
promotion and advertising 


manager. He has held the 
same position with Plas-Tex. 

No changes are planned in 
the present Cal-Dak and 
Plas-Tex sales setup or poli- 
cies. However, Cal-Dak ex- 
ecutive and sales offices have 
been moved to the Plas-Tex 
building at 2525 Military 
Ave., Los Angeles 64, Calif. 


Roy C. Bolt Elected 
American Hardware V-P 


Roy C. Bolt, vice-president 
of Kwikset Sales and Ser- 
vice Co., has been elected 
vice-president of the parent 
company, American Hard- 
ware Corp., New Britain, 
Conn. He was also appointed 
general manager of the 
Kwikset division. 

Mr. Bolt joined the firm’s 
Russell & Erwin division as 
a sales representative in 
1940, a position he held un- 
til 1957. He was named as- 
sistant general manager of 
Kwikset Locks, Inc., Ana- 


ROY C. BOLT 
heim, Calif., when that com- 
pany was acquired by Amer- 
ican Hardware. 





WILLIAM H. WENZEL 


Wenzel Tent & Duck 
Elects New President 


William H. Wenzel has 
been elected president of the 
H. Wenzel Tent & Duck Co., 
St. Louis, Mo. Herman F. 
Wenzel, former president, 
was elected chairman of the 
board. 

The new president joined 
the company in 1945. He is 
a grandson of the company’s 
founder. 





Dates Announced For 
Wholesalers’ Shows 


American Hardware 
Supply Co., Pittsburgh, 
Jan. 25-26, Annual 
Merchandise Fair & 
Stockholders Meeting 
at company offices, 41 
Terminal Way. 


United Hardware 
Distributing Co., Min- 
neapolis, Jan. 25-27, 
Annual Convention & 
Spring Merchandise 
Show at Minneapolis 
Auditorium. 





Dealer Displays African Curios at Show 
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Dates of other wholesalers’ 
shows and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
155. 
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African curios were the feature of this display by Zeek's Ace 
Hardware store in Homewood, Ill. The display was put on at 
the recent Home Show held jointly by Homewood and nearby 
Flossmoor. Stan Zeek (shown) and Albert Lindert of Zeek's collected 
the curios on a recent six-week trek into Africa. The display will 
become a permanent feature at the Zeek store. 
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Wholesaler Ad Service 
Organized in Chicago 


Allied Hardware Services 
has been organized in Chi- 
cago to supply advertising 
services to wholesalers. 

Heading the allied firm are 
Walter M. Bocher, former 
Pritzlaff vice-president, and 
Melvin and Oliver Meyer. 
The Meyers were previously 
associated with Meyer Mer- 
chandising Service. 

Allied plans to offer vari- 
ous services to non-compet- 
ing wholesalers. These ser- 
vices will include consumer 
circulars and catalogs, ad 
mats, a “special of the 
month” and other dealer 
aids. A basic stock list and 
group buying are also 
planned. 

Mr. Bocher has resigned 
as manager of the Midwest 


WALTER M. BOCHER 


Hardware and Housewares 
Show, Prior to joining the 
Midwest show, Mr. Bocher 
had been a vice-president of 
Pritzlaff Hardware, Milwau- 
kee. 

Allied headquarters are at 
1451 Merchandise Mart, Chi- 
cago 54, IIl. 





Pat Gibbons Elected President of Hardware 
Golf Assn.; Child Wins Golf Tournament 


Patrick T. Gibbons, Stan- 
ley Hardware Div., Stanley 
Works, Kansas City, has 
been elected president of the 
Hardware Golf Assn. Other 
officers elected at the asso- 
ciation’s 33rd annual outing 
Sept. 21-25 in Colorado 
Springs, Colo., were: 

Vice-president, W. M. 
Wyeth, III, Wyeth Co., St. 
Joseph, Mo.; Secretary-treas- 
urer, W. J. Shaw, Prairie 
Village, Kans. 

W. K. Child, Illinois Iron 
& Bolt Co., Carpentersville, 
Ill., was medalist low net 
score for qualifying round 
and winner of the champion- 
ship flight. 

New directors elected for 
three years are: A. B. Fel- 
lows, Rogers & Baldwin 
Hardware Co., Springfield, 
Mo.; J. P. Townley, II, 
Townley Metal & Hardware 
Co., Kansas City, Mo.; and 
R. B. Jones, Blish-Mize & 
Silliman Hardware, Atchison, 
Kans.; Lewis Barnard, Jr., 


Lufkin Rule Co., Saginaw, 
Mich.; H. C. Kenyon, Min- 
nesota Mining & Mfg. Co., 
Bedford Park, Ill.; S. G. 
Burritt, Starline, Inc., Har- 
vard, Ill. 

Winners and runners up 
by flights were: 

Championship—W. K. 
Child and J. W. Nall; Rich- 
ard A. Sundvahl Flight— 
A. W. Chisholm and J. C. 
Jewett; Class A— Dwight 
Myers and H. C. Smith, Jr.; 
Class B—C. E. Nichols and 
P. H. Krull; Class C— 
Thomas Patton and S. L. 
Sawyer; Class D—Marshall 
Roth and R. N. Russell; 
Class E—Deitz Lusk and 
H. W. Hawley; Class F— 
R. C. Bolt and John Day; 
Class G—William Sewert 
and V. A. Gunn; Class H— 
W. J. Morrison and W. B. 
Dunham; Class I—W. H. 
Getz and W. H. Dittmann 
and Class J—S. L. Cram and 
Larry Smith. 


Delaware Hardware, Wilmington Wholesaler, 
Reorganizes; Elects J. H. Topkis President 


Delaware Hardware Co., 
wholesaler of Wilmington, 
Del., has reorganized. New 
officers and board of di- 
rectors were elected as part 
of the program. 

J. Henry Topkis has been 
elected president. Malcolm 
K. Beyer and Benjamin F. 
Shaw have been elected vice- 
presidents. Perry Topkis is 
the new secretary-treasurer. 

The board of directors in- 
cludes: Col. Beyer, Mr. Shaw, 
Wm. J. Christopher, David 
B. Coxe, Jr., Paul W. Lukens, 
Perry Topkis and J. H. Top- 
kis. 

The reorganization pro- 
gram calls for more com- 
plete coverage for the hard- 
ware dealers it services in 
Delaware, Maryland, New 
Jersey and Pennsylvania. 
Delaware Hardware also 
plans to expand its activi- 
ties in the industrial field. 

In addition, the company 


plans to deal exclusively at 
the wholesale level. Pre- 
viously, Delaware operated 
a retail store at the ware- 
house. This store will be 
converted to a Service De- 
pot for wholesale customers. 
There will be a few leading 
displays set up but most of 
the area will be binned space 
housing fast-moving items. 

An alley way next to the 
warehouse has been opened 
and named a _ Service-Way. 
Trucks can enter the east- 
west street, stop at the pick- 
up dock, and proceed out on- 
to a main thoroughfare. 

A parking lot across the 
street from the warehouse 
has been converted to a 
parking lot for customers. 

The new president, J. 
Henry Topkis, has been with 
the firm for 25 years. His 
brother, Perry, has been a 
director or officer of the 
company for 24 years. 





Stanley Works Elect 
Richardson a V-P 


Howard L. Richardson 
has been elected executive 
vice-president and a director 
of the Stanley Works, New 
Britain, Conn. 

He was senior vice-presi- 
dent of the Electronics Sys- 
tems Div., Sylvania Electric 
Products, Inc. 


H. L. RICHARDSON 


Mr. Richardson succeeds 
Harold E. Pape as executive 
vice-president and Thomas 
W. Russell, who has retired, 
as a director. 

Mr. Pape, who has reached 
the retirement age, has been 
elected a vice-president and 
assistant to the president. 
He will remain a director. 


Texas Wholesaler Sows 
Good Public Relations 


Employes of Weakley-Wat- 
son, Brownwood, Tex., whole- 
saler, recently completed a 
three-session course in public 
relations. 

Jule Thomas of the Exten- 
sion Division, University of 
Texas presented the course 
on three successive evenings. 
Dinner was served on the 
final evening and a certifi- 
cate was presented to each 
of the participants. 


HARDWARE AGE, October 8, 1959 © 183 








1960 selling reminder 


Pennsylvania’s 1960 Deluxe 
Rotaries come with controls 
and handles already 
attached—no assembly 
necessary —another helpful 
Pennsylvania time-saver 
for the dealer! 


Get the full story on all-new Pennsylvania Mowers. 
Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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Speedy 


Dilaley 





Nationally 
Advertised 





SPEEDY RIVETS 


The ingenious, patented, “just-tap-with-a-hammer’” rivet that’s 
ideal for securely mending hundreds of jobs . . . light metal, 
leather, cloth, plastic, paper or canvas: Available on cards... 
2 popular sizes .. . four colors . . . 48 cards in self-displaying 
carton. ORDER from your jobber or write: 


COLUMBIA FASTENER COMPANY 


3229 S..Ashtand Ave., Chicago 8, Ill. 


Subsidiary United-Carr 


Fastener Corporation 





Want more facts? Circle 265, p. 103 
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“EYE APPEAL: 


NO. 480 SERIES 


CARDED COIL WIRE 


The finest carded line 
on the market, especially 
suitable for peg board or 
self service displays. 


ECONOMY & UTILITY 
COILS 


Soft copper 
Soft galvanized 


+ 
WIRE MIRROR CORD 


Pat. Pending 


a 
PICTURE WIRE 
s 
ALUMINUM WIRE 
a 
STOVE PIPE WIRE 


Catalog on our complete 
Wire Line is yours for the 
asking. 


FIRST QUALITY 
e STRONG 
@ FLEXIBLE 
© DURABLE 








SOLD THROUGH JOBBERS ONLY 


ANCHOR 


WIRE CORPORATION 


(Sos7e Jama rtc a ay €. 
JAMAICA 23, LONG ISLAND, NEW YORK 
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No. 435 
Corrugated 
Threshold 4” wide 


* Forms positive seal for 
temperature controi 
* Eliminates drafts, rain, 
snow, dust, insects, etc. 
* Heavy gauge, quality 
extruded aluminum 
Individually packed In 
clear plastic polyethy- 
lene tubes with instal- 


= 


we % sed lation serews 
oft Me. 350 *% Twelve thresholds per 
4 “Be: ” aan emeny master shipping carton 
Ce . a * Standard lengths. 
THRESHOLD 32” - 36” - 48” 
32" WIDE Others to ord 


Manutocturers of 


ALUMINUM HARDWARE 


ALUMINUM PRODUCTS Phone: MArket 7-3390 
Want more facts? Circle 267, p. 103 


LUSTRE-LINE PRODUCTS 


53 NORTH 2nd ST., PHILA. 6, PA 




















& 
Kenberry GADGETS 
ARE PROFITABLE © 


Sell Fast, Use 
Little Space 


Display as a family of 
gadgets in one place on 
peg boards or counter 
bins for fastest self- 
service sales. Serving 
Tongs in many sizes, 
styles. Cheese Slicers. 
Jar Wrenches. Deluxe 
Roast Rack. Skewers 
in all sizes. Lacing 
Pins. Plate Hangers. 
Potato Bake Rack. 








Broom Clips. Food : 
Mixers. Beaters. Many  ©== . 8 
other gadgets. a es 


GOURMET ROTARY KNIFE 


JOHN CLARK BROWN '!#<¢ 


ONE MONTGOMERY ST. J, 
BELLEVILLE 9,NVU. AG €/TY GADGETS 
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More than 50 
Kenberry GADGETS 
Ask your jobber 

or write for list 














News of the Trade 


GORDON P. WIGGINS 


Comet Mfg. Co. Elects 
Gordon Wiggins V-P 


Gordon P. Wiggins, for- 
mer general sales manager, 
Clemco Aero Products, has 
been elected vice - president 
and appointed general sales 
manager of the Comet Mfg. 
Co., division of Siegler Corp., 
Los Angeles. 


Safe Becomes Division 
Of American Hardware 


Safe Padlock and Hard- 
ware Co., Lancaster, Pa., 
will become a separate oper- 
ating division of the Amer- 
ican Hardware Corp., under 
a recent purchase agree- 
ment. 

Douglas W. Franck, pres- 
ident of Safe, will continue 
to manage the new division’s 
operations in Lancaster. 


Paint-Wallpaper Show 
Is Nov. 21 in Chicago 


“Kaleidoscope of Color and 
Light” is the theme of the 
12th annual convention and 
trade show of the Retail 
Paint & Wallpaper Distribu- 
tors of America scheduled in 
Chicago for Nov. 21 to 24. 
More than 400 booths have 
been reserved by exhibitors. 


Janney Dealer Meetings 


Operating methods of the 
company’s new warehouse 
and details of spring lines 
will be explained by Janney, 
Semple, Hill & Co., Minne- 
apolis wholesaler, to its S & 
Q franchised dealers at eight 
regional meetings later this 
month. 

Four separate meetings 
will be held in Minneapolis. 
Other meetings will be in 
Chicago, Denver, Kansas 
City, and Portland, Ore. 


New York Wire Cloth 
Appoints Van Roden 


A. C. Van Roden, Jr., has 
joined the sales department 
of New York Wire Cloth Co., 
York, Pa., to direct the mar- 
keting of Opal insect wire 
screening. 

Mr. Van Roden was a 
product director of Chicopee 
Mills, Inc., New York City. 


Plymouth Cordage Div. 
Moves Office to Boston 


W. W. Cross & Co., Div. 
of Plymouth Cordage Indus- 
tries, Inc., has moved its of- 
fices to Boston. 

Howard A. Goss, manager 
of industrial sales, has also 
made the move to head the 
new office. New address: 140 
Federal St., Boston 10, Mass. 


Bahder Gets Promotion | 
To New Landers Post 


Arnold W. Bahkder has 
been promoted to the newly- 
created position of merchan- 
dising director of Landers, 
Frary & Clark, New Britain, 
Conn. 

Mr. Bahder joined the firm 
in December 1955 as sales 
development manager for 
the electric housewares divi- 
sion. 


Huffman Mfg. Co. Buys 
Monark Silver King 


Huffman Mfg. Co., Day- 
ton, Ohio, purchased Monark 
Silver King, Inc., Chicago, 
Sept. 21 in Chicago. 

No changes will be made 
until January. Huffman will 
continue to service the west 
coast’s Monark and Wheel 
Craft customers. 


News About Dealers: 





(Continued from page 182) 


Pittsburgh, Pa.— William 
J. Gleason has been ap- 
pointed manager of STAM- 
BAUGH - THOMPSON’S main 
store sporting goods depart- 
ment. He has been assistant 
sporting goods buyer at Gim- 
bel’s department store here. 


Elkhart, Ind.—Amos Sun- 
thimer, owner of the Sun- 
THIMER HARDWARE store 
here, has purchased the 
Borneman Hardware store 
from Herman Borneman. 
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GREAT NECK’S 


¥ ae 


ASSORTMENT we. AA-72 


PP ee ccee 


12 BASIC 
HAND TOOLS 
NEEDED IN 
EVERY HOME 





FAST SELLING 72 TOOL ASSORTMENT! 


Here’s a display unit just packed with profit. Six each of 
the twelve fastest selling tools on the market today! 
American made by skilled craftsmen, these quality tools 
invite sales. Beautifully displayed in a compact, colorful 
counter piece. You sell each tool at the same low 99¢ price. 
Ideal for impulse selling! Setup allows for a dealer profit 
of $24.88. A perfect promotional unit! ‘Tool up’ for profits 
with Great Neck by contacting your jobber today. 


Better than 54% on cost! 


GREAT NECK TOOLS ARE NATIONALLY ADVERTISED 


GREAT NECK 


SAW MANUFACTURERS, ING. 


Want more foot Cirele ro p. 103 
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“JUST A FRIENDLY REMINDER To suGGEST ‘SCOTCH 
BRANO MASKING TAPE WITH EVERY PAINT SALE, FILBERT!“ 





“SCOTCH” and the plaid design ore registered trademarks of 3M Co., St. Poul 6, Minn. 
MMitwwesora (finine ano J\/fanuracturing company 
«+ WHERE RESEARCH IS THE KEY TO TOMORROW 


CHAIN! 


















new! 
compact 
chain 
display 





17” 





- Ta 
ee 


Try this space-saving sales promoter. A full as- 
sortment of 4 reels of most popular, fast-moving 
types and sizes of Turner & Seymour small chain. 
Write for descriptive literature. 


And don't forget the complete line of Turner & 
Seymour chain, including sash, jack, register, safety, 
furnace, universal, cable, double loop, and others 
in many sizes. 


THE TURNER & SEYMOUR MFG. CO. 


TORRINGTON, CONNECTICUT 


SooScecesSsscesess: 
Want more facts? Circle 270, p. 103 
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News of the Trad 








brief reports of 
MANUFACTURERS’ SALESMEN 


@ Red Devil Tools, Union, N. J.—Alan Brosmer to part of 
New York state, most of Pennsylvania, Maryland and 
Washington, D. C.; Jack Greenwell adds the eastern part 
of upper New York state; Walt Brosmer adds western New 
York state and the northwestern section of Pennsylvania; 
Les Orrell adds part of Indiana; Lou Mark adds southern 
Connecticut and southern New Jersey. 


@ Disston Div., H. K. Porter Co., Philadelphia—Franklin 
Reis, formerly with Atkins Saw Co., Borg Warner Corp., 
to sales representative in Arkansas, southern Missouri, 
northern Mississippi and western Tennessee; Dale Cap, for- 
merly with Do-All Twinn Cities Co., to northern Iowa, the 
Dakotas, Minnesota, Wisconsin and northern Michigan. 


@ Rubbermaid Inc., Wooster, Ohio—Roland Bryce, Jr., for- 
merly with Rich’s Inc., Atlanta; Randall L. Williams, for- 
merly with Rival Mfg. Co., Kansas City, Mo., and Thomas 
P. Kennedy of Philadelphia have joined as territorial sales- 
men. 


@ Stanley Hardware Div., Stanley Works, New Britain, 
Conn.—Russell J. Passamano from the sales department to 
sales representative in Long Island, Brooklyn and Queens 
in New York; Chauncey M. Squier, Jr., from the New 
York City area to upper New York state. 


@ Pecora, Inc., Philadelphia—Glisson Wilson to Dallas, 
Tex., area representative, headquartering in Garland. 





news in brief of 
MANUFACTURERS AGENTS 


@ Stan Phillips & Associates, San Mateo, Calif.—Bob Fol- 
lett, formerly sales manager of Narmco-Conolon Co., to in- 
troduce and promote new products in the Los Angeles mar- 
ket; Lee Hamblin, formerly a sporting goods specialty 
dealer, to Colorado, Utah and southern Idaho, from Salt 
Lake City headquarters; Arizona, New Mexico and El] Paso, 
Tex., territory to Don Lee. 


@ Sheffield Clark & Co., Nashville, Tenn.—After Jan. 1 
the firm will reduce its coverage from 14 states to Ten- 
nessee, Kentucky, Virginia, West Virginia, Alabama, Mis- 
sissippi, Arkansas and Louisiana. Sheffield Clark, III and 
Sheffield Clark, Jr. will share the area. Three representa- 
tives have resigned and two will cover their former ter- 
ritories as individual agents. They are: Wm. Rumley, Jr., 
R. E. Cox and Ellis Harring.on. Mr. Harrington has left 
the hardware industry. 


@ William Rumley, Jr., formerly with Sheffield Clark & 
Co., Nashville, Tenn., will operate his own agency covering 
Georgia, North Carolina, South Carolina and Florida. He 
covered this area for Clark. 


@ R. E. Cox, formerly with Sheffield Clark & Co., Nash- 
ville, Tenn., will operate his own agency covering Texas 
and Oklahoma. He covered this area for Clark. 


@ Don Raymond, Seattle, Wash.—Don Raymond, formerly 
Seattle district manager with Rueger Co., manufacturers’ 
representative firm in Los Angeles, has formed his own 
agency for the Washington, Oregon and northern Idaho ter- 
ritory. His new address is PO Box 4083, Seattle 99, Wash. 


@ John M. Pforsich Co., San Francisco—The firm has 
moved into Showroom 466 on the fourth floor of the 
Western Merchandise Mart, 1355 Market St. 
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Electric Drill 
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SELF MERCHANDISING 
FOUR COLOR DISPLAY CARD 


PRE-PRICED FOR FULL PROFIT ae 
Ask Your Jobber 
TEC IMPORTS 
gy Or Write: 15001-03 CALIFA STREET 
VAN NUYS. CALIFORNIA 
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AMERICAS BE. 


ASTIC IN A TUBE 
W WHITE PL 
THE $nO 
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Because It’s Superior «ee 


TUB and TILE } 
CAULK (°70:' 


79¢ ‘ 
RETA\\ 4 
Tehiitmilielic min: YEARS! | 
over © MILLION Sol | 
FREE SAMPLE —Jobber inquiries invited N 
DE WITT PRODUCTS co. /“™ 
Want more facts? Circle 272, p. 103 
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5860 PLUMER ST. DETROIT 9, MICH. 
fe a .P.7. 
19 1A 
( : List Price $1560 
No. 6-261 =, | 


SELF-CLOSING \. @/ nt 
’ one 


STEEL DRUM 9 
FAUCET | if The moisnont ose Se 


and BARREL 
Over 10 million are now in use! 


SETTE PRODUCTS COMPANY 


1241 HIGH STREET + OAKLAND 1, CALIFORNIA 
Want more facts? Circle 273, p. 103 











1960 selling reminder 


Pennsylvania’s 1960 Deluxe 
Rotaries are available with 
long-lived mechanical self- 
starters for safe, easy, 
positive engine starts— 
another big Pennsylvania 
selling advantage! 


Get the full story on all-new Pennsylvania Mowers, 
Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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AUTOMATIC DISPENSERS 
SAVE SPACE! MAKE SALES! 


HOLDS 360 4 Teses!) Woet 


Shelton Self-Service Dispenser 
Racks contain America’s most 
popular, fastest selling hardware 
items: Thumb Tacks, Upholstery 
Nails, Tacks, Screws, Nails, Brads, 
Rivets, Stove Bolts and Nuts in 
Visible Piastic Tubes. 


Write Today DISPLAY SHELTON PRODUCTS 
Get complete details on how to THEY SELL THEMSELVES! 
order. 


SHELTON TACK CO 


, SHELTON, CONN 


Want more facts? Circle 274, p. 103 
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Harrington Cutlery 
Elects New President 


Joseph Ds Gallery, former 
general manager, has been 
elected president of Russell 
Harrington Cutlery Co., 
Southbridge, Mass. He suc- 
ceeds the late Elmer L. Schu- 
macher. 

Mr. Gallery joined the firm 
in 1945 as production man- 
ager and was promoted to 
assistant general manager in 
1948 and to general manager 
in 1950. He is president of 
the American Cutlery Mfrs. 
Assn. 

E. W. Schumacher was 
elected to the board of di- 


—_———— News of the Trade 





JOSEPH D. GALLERY 


rectors and to the executive 
committee succeeding his late 
father. 





Star Expansion Names 
President's Assistant 


Harry Fox has been ap- 
pointed assistant to the 
president of Star Expansion 
Industries Corp., Mountain- 
ville, N. Y. 

Gordon Browne has been 
appointed eastern. division 
sales manager. H. J. Wil- 


helm has been named sales 
manager of the firm’s New 
York City, Long Island and 
Jersey 


northern New divi- 


sion. 





HARRY FOX 


Bantzhaff Ends Career 
At Yale & Towne Div. 


George W. Bantzhaff has 
retired as assistant. sales 
manager of Norton Door 


Closer Co., division of Yale 
& Towne Mfg. Co. 

Mr. Bantzhaff entered the 
contract hardware business 
almost 50 years ago with T. 
B. Rayl Co., Detroit. Follow- 
ing positions with Buhl Sons 
Co. and Bullock-Green Hard- 
ware Co., Detroit, he joined 
Yale & Towne in 1935. 

Mr. Bantzhaff represented 
the Sager and Barrows divi- 
sion until 1950, when he was 


transferred to the Norton 
division. Two years later he 
was appointed assistant sales 
manager. 





J. J. WIERZENSKI 


Wierzenski Appointed 
Dazey Sales Manager 


James J. Wierzenski has 
been appointed sales man- 
ager for the Dazey Corp., 
St. Louis, Mo. 

Mr. Wierzenski has been 
in retail merchandising for 
10 years and has been a 
buyer and assistant buyer of 
housewares and small appli- 
ances for two St. Louis de- 
partment stores. 


Cauchotex Now Fortex 


Cauchotex Industries, Inc., 
New York, has changed its 
name to Fortex Industries, 
Inc. A move to larger quar- 
ters in the midtown New 
York area is being planned. 


National Key Appoints 


Louis M. Cole, former 
credit manager, has been ap- 
pointed to the newly-created 
post of field services di- 
rector at National Key Co., 
Cleveland, Ohio. 
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OBITUARIES 


Albert H. Haut 


Albert H. Haut, 84, part- 
ner in Haut & Marckel’s Our 
Own Hardware store, died 
Sept. 8 at his home in 
Gackle, N. D. He started 
the business in 1906 with 
Amos Marckel and in 1944 
Mr. Haut and his son, Nor- 
bert, formed a partnership 
and became sole owners. 


C. Herschel Hern 


C. Herschel Hern, 58, 
owner of the Hern Hardware 
Store, died Aug. 31 in Wood 
County Hospital, Bowling 
Green, Ohio. He had been a 
representative for the Royal 
Mfg. Co. until eight years 
ago. 


Samuel O. Buchanan 


Samuel O. Buchanan, 75, 
former employee of Belknap 
Hardware and Mfg. Co., 
died Sept. 12 at the Bauman 
Nursing Home, Louisville, 
Ky. 


Leo Marchildon 


Leo Marchildon, Webster, 
Mass., hardware dealer, died 
recently after a brief illness 
at his summer home in West 
Yarmouth, Mass. 


August J. Biar 
August J. Biar, 83, retired 


employee of Bering - Cortes 
Hardware Co., Houston, Tex., 
wholesaler, died Aug. 27 in 
a Giddings, Tex., hospital. 
Mr. Biar had been a sales 
representative in eastern 
and southern Texas for 36 
years. 


Michael Pechter 


Michael Pechter, 62, re- 
tired head of the Pechter 
Hardware Co., Chicago, died 
Sept. 7. He retired three 
years ago after 37 years in 
the business. 


Millard J. Brown 


Millard J. Brown, former 
owner and operator of 
Brown’s Hardware & Sup- 
ply Store, Garden City, 
Mich., died Aug. 2 in Belle- 
ville Hospital. 


Izra Benowitz 


Izra Benowitz, 55, hard- 
ware dealer, died in his 
Carlstadt, N. J., store Sept. 
4. A surviving brother, Ira, 
operates a hardware store in 
Rutherford, N. J. 


William R. Oyster 


William R. Oyster, a man- 
ufacturers’ representative in 
New York, northwestern 
Pennsylvania and Ohio, died 
Aug. 31 in Erie, Pa., after 
a long illness. 





W. M. Koons First Dealer Show A Big Hit 






The first dealer show ever held by Warren M. Koons Inc., 





Philadel- 


phia wholesaler, proved to be a good idec. Howard M. Buhman 
(far right in photograph), the firm's vice-president and secretary, 
reported that Sept. 16 meeting drew 250 dealers from a radius of 
100 miles. Some 76 manufacturers had their wares on exhibit at the 
George Washington Mcior Lodge, King of Prussia, in suburban 
Philadelphia. The busload of dealers shown in the photograph made 
a 200-mile round trip to participate. 








HA Photo Angles 


A report in pictures 
of events in the trade 


President of Toro Mfg. Corp., Minneapolis, David M. Lilly (left) 
hands the symbolic fighting bull, the company's top award honoring 
“Mr. Toro of 1959," to the joint winners, brothers Don (center) and 
Bob O'Brien, owners of Century Power Mower Center, Toledo. 


Executives, office personnel and the national sales force of E Z Paintr Corp., Milwaukee, Wis., attended the recent annual sales meeting 
in Milwaukee. Attending the two-day session from the west coast were: Dave Sneed, Wayne Goff, George Sterling, Art Burris and 
Melville Kirk; from the Midwest, L. F. DeRusha, Dan Beifuss, M. B. Doty, William Hoskins, Charles Baldwin, Chuck Lohner, R. E. Jaehne, 
William Pharris, W. F. Andrews and Clayton Lee; from the East, L. W. Grant, Roy Foulkrod, Leon Gough, Jim Smith, O. S. Dearman, 
Jim Walsh, Carl Zager, Jack Luttner, George Michaels, Hugh Anderson and Frank Sledge. Also attending were: R. L. Touchett, executive 
vice-president; A. M. Brumm, sales, vice-president; W. V. Geehan, Roy Touchett, A. W. Wheeler, J. L. Touchett, W. H. Foy, J. A. Pharris, 
vice-president; and J. J. Quinn, treasurer. Also A. E. Barnes, Terry Touchett, C. A. Pharris, Dr. F. Madenwald, F. P. Sohr and John 
Babincheck. This photo was incorrectly identified in HA Sept. 24 as Wood Shovel & Tool Co. personnel. 


District sales managers of Wood Shovel & Tool Co., Piqua, Ohio, met at the Trojan Motor Hotel, Troy, Ohio, to discuss plans for 
next year. Shown standing left to right, F. Elliot, H. Juckett, T. Jacobs, E. Prior, C. Brauer, J. Cochran, V. G. Scott, vice-president; 
W. Peabody, sales manager; H. Eshelman, vice-president; R. Fultz. Seated, left to right, W. Marvin, treasurer; R. Spahn, D. Cochran, 
R. Peck, J. Detweiler, H. Gilliam, R. Novy, vice-president; W. Bender and W. B. Wood, president. This picture was incorrectly identified 
in HA Sept. 24 as E Z Paintr Corp. personnel. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word......... ; 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words 
Each additional word ; 
Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 


Representatives Wanted 


Accounts Wanted 











HARDWARE SALESMEN 


Calling on retail hardware and lumber 
yard dealers, also plumbing and electrical 
supply concerns. One size Screw Anchor 
fits all screws and designed for all types 
of walls. High Commission. Protected 
territory to qualified salesmen. 


FITSALL SCREW ANCHOR 
473 S. Franklin St., Hempstead, New York 











NATIONAL MANUFACTURER 


of good quality, competitively priced paint 
brushes has several protected territories avail- 
able. Top commission, all shipments prepaid. 
Splendid iy ag for the right men. State 
full particulars in first letter. 


Box 710, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS 
REPRESENTATIVES 


Now calling on Hardware Dealers, 
Lumber Yards and Hardware Job- 
bers. Good Repeat Builders Hard- 
ware Item. State Territory covered 
and Full particulars in First Letter. 


Box 1011, c/o HARDWARE AGE 
Chestnut & Séth Sts., Philadelphia 39, Pa. 




















Manuafacturers’ Representatives 


wanted by leading full line sandpaper 
manufacturer to cover wholesale hardware 
paint and building material trades. Pro- 
tected territories open in every section of 
country Please give full details on your- 
self, territory covered and lines carried. 
Box 902, ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








WANTED SALES REPS. 


Men wanted for National insecticide line 
to sell direct to Hardware and Variety 
stores. Protected territory. Area open at 
this time. W. Va., Tennessee, and adja- 
cent territory. Advise us of your lines 
and coverage. 
Box 10/0, 
Chestnut & 56th Sts., 


c/o HARDWARE AGE 
Philadelphia 39, Pa. 








TO THE 0.E.M. EXECUTIVE 
CONCERNED WITH SALES 
IN THE NEW YORK 
NEW ENGLAND AREA 


Let me outline personally to you my 
approach to sales and why I am confi- 
dent I can produce business for you as 
your New York-New England manufac- 
turers’ representative. Hardware Job- 
bers and Distributors, and Plumbing 
and Industrial Suppliers are my fields. 
Personal information about me as a 
prelude to an interview will be gladly 
sent on request. 


GEORGE WARSHAW 
Clinton, Connecticut 

















WANTED 


Manufacturers Agents calling on Hardware Jobbers, 
Building Material Supply Wholesalers and large Chain 
accounts to sell cow "s outstanding House Jack, 
Stee! Lamp Post and Steel Mail Box Post. Most 
Choice territories still open. Sold from coast to coast. 
Write complete resume immediate to— 
Robert Kearns, Sales Manager 
Cardinal Foundry & Supply Co. 
2177 Seranton Road, Cleveland 13, Ohio 














FACTORY REPRESENTATIVE WANTED 
— All territories open—New Scientific, Non- 
Acid, Non-Caustic Septic Tank and Cesspool 
Cleaner for sale to Hardware Distributors and 
Retailers, also to Plumbing Supply Houses. Sold 
with Money Back Guarantee. Excellent Commis- 
sion Arrangement. Du-Mor Products Inc., 20 
West 22nd Street, New York 10, New York. 





TERRITORIES AVAILABLE FOR MANU- 
FACTURER’S AGENTS contacting volume 
buyers. Just expanded hardware-houseware spe- 
cialty line, introducing two new products. Di- 
versified five-product line in $.39-$1.98 bracket. 
All fast movers. Large repeat percentages. In- 
store displays. Trade advertising support. Adver- 
tising allowances. Many established accounts. 
ea Products, 1141 Atlantic Ave., Rochester 9, 





DEALERS, JOBBERS, REPRESENTA- 
TIVES WANTED. Amazing LIQUID SAND- 
PAPER made first in nationwide sales by home- 
owners, ainters, floor finishers. LIQUID 
SANDPAPER prepares surfaces for easy, com- 
Gaeee free. repainting, cleans floors like new. 

iping minutes saves hours of work. Popular, 
profitable in pints, quarts, gallons, exclusive spray 
can, drums, private label. Write General Liquids 
Corp., Baltimore 18-A, Md. 
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BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot steel 
copper coated BB’s wants repre- 
sentation. Most territories open. 


Box 617, e/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














EXPERIENCED SALESMEN WITH A 
FOLLOWING among the retail trade to sell 
IMPORTED Tools and Hardware on an ex- 
clusive basis at 10% commission. Deposit re- 
quired for samples and 42 page catalogue. State 
your present connections and actual territory, 
which you now cover. Box 921, c/o HARDWARE 
Acs, Chestnut & 56th Sts., Philadelphia 39, Pa. 





EPOXY ADHESIVE KIT manufacturer de- 
sires representation in many areas calling on 
hardware, department stores. Product retails for 
$.98 and $1.98. Nationally advertised and ac- 
cepted. Excellent commission. Box 1008, c/o 
HarpwareE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





FACTORY REPRESENTATIVES WANTED. 
New household cleaning implement to jobbers, de- 
vartment stores and chains. Opening all states. 

yrite territory and principal trade covered. 
Write for descriptive folder. Nu-Way Company, 
2604 Heger Court, St. Louis 10, Mo. 





EXCELLENT LINE for sales representative 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 





Avenue, St. Paul 6, Minn. 





LINES WANTED 


Aggressive Agent desires additional lines 
for the Northern California area. Now 
calling on the Wholesale Hardware, 
Building Materials, Variety and Garden 
Supply Accounts. 


Box 1003, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














MANUFACTURERS REPRESENTATIVE— 
now selling most of the hardware and mill supply 
jobbers in Eastern Pennsylvania, Southern New 
reey Delaware, Maryland and _ metropolitan 

ashington with one leading manufacturers line. 
Can handle one good additional line to mutual 
advantage. College graduate; have good acquaint- 
ance throughout territory. ox 831, c/o Harp- 
waRE Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 





ILLINOIS - WISCONSIN. 
gressive Manufacturer’s 
ested in an additional 


Experienced—Ag- 

Representative — Inter- 
line in Tool, Hardware, 
Garden Supply field. Complete, conscientious 
coverage in hardware, garden, chain, and _ spe- 
cialty field. Box 925, c/o Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





MFRS. AGT.—3 men. Territory: Mo., Kan., 
Iowa and Nebr. desires top quality hardware line. 
Can give complete coverage to hardware and re- 
lated jobbers. Box 1001, c/o HaArpWare AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURERS REPRESENTATIVE 
DESIRES to represent one additional established 
manufacturer in addition to one now represented. 
Have represented one nationally known organiza- 
tion over twenty five years whose sales policy had 
been changed, Calling on the Hardware trade and 
volume buyers. Only a representative firm con- 
sidered. Box 1009, c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 








Accounts Wanted 


Accounts Wanted 








men covering and 


please write 


ADDITIONAL LINE WANTED 


National Sales Organization with 18 sales- 


5,000 well rated retail hardware stores 
will consider taking on one additional line 
on January Ist, 1960. This organization 
does all office work in addition to sales. 
To manufacturers that are interested— 


Box 1013, c/o HARDWARE AGE 
Chestnut & 56th Sts, Philadelphia 39, Pa. 


selling one Line to 














Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 


ae ee emer = 





ee 





"REPRESENTATIVES © 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














ESTABLISHED MANUFACTURERS’ 
RESENTATIVE OPEN FOR Additional Hard- 
ware, Housewares or Garden line for Metropolitan 
New York and New Jersey. Concentrated, per- 
sistent coverage of Hardware, Housewares and 
Garden Wholesalers, Rack Jobbers, Chains and 
Catalog houses. Excellent reputation in trade. 
Box 1012, c/o Harpware AGe, Chestnut & 56th 
Sts., Philadelphia 39, Pa 

‘WANT SALES RESU LTS? 
because we concentrate in 
ana. Will handle two additional lines — only 
highest grade considered. Write Box 219, c/o 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 


We get ret them 
Michigan, Ohio, Indi- 


~REP- 





Chestnut & 56th Sts., 


Help Wanted 








REPRESENTATIVE WANTED 


For Patented, See-Through, Self-Covering 
PLASTIC DRAWERS 
If you are calling on Store Planning Managers or 
Owners—there’s big volume potential in these ex- 
clusive see-through sliding drawers. Easily installed— 
inexpensive—durable. Needed in dozens of depart- 
ments. Write, giving territory and background. 
Box 929. ¢/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














WRITE IN CONFIDENCE STATING quali- 


fications if you are interested to sell space on com- 


|mission to important manufacturers of nationally 
| distributed brand products, 
| voted to stimulating local newspaper advertising 


in a publication de- 


by their retailers. Box 1004, 


c/o HARDWARE 
Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 





Business Opportunities 


HARDWARE APPLIANCE retail store. Es- 
tablished for over 40 years. Located in central 
California in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and television. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details, Box M-26, c/o Harpware AGE, 
Philadelphia 39, Pa. 











Business Opportunities 


WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a 
complete fastener line that will fit in with 
your present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 




















ESTABLISHED RETAIL HARDWARE 


and Appliance store, in a city of 55,000. Volume 
excess of $350,000.00. Modern building and fixtures, 
with private parking lot. Located in Western Ken- 
tucky in the rich Ohio Valley. 


Box 1000, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














YOU CAN’T BEAT THIS! Less than $.05 
each for brass key blanks beautifully embossed 
with your name and address in permanent, raised 
letters. More than 120 different numbers avail- 
able. Every blank guaranteed! Full details in 
our free bulletin #858. Write toda HAZEL- 
TON CHAIN CO. (manufacturers of. key blanks 
& sash chain), 81 Kemble St., Roxbury 19, Mass. 





HARDWARE AND APPLIANCE RETAIL 
STORE. Established 35 years. Community of 
15,000, in Western Michigan. Major Appliances 
with Hardware, Sporting Goods, Lawn and Gar- 
den Specialties. Gross over $100,000. Long term 
lease on buildings and warehouse. Stock and fix- 
tures, $30,000. Owners retiring. Box 1002, c/o 
HARDWARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





FOR SALE—RETAIL HARDWARE and bot- 
tle gas. Established 52 years. Present owner 24 
years located in town of 4,000 in Missouri- Missis- 
sippi River delta section. Rich cotton country, 
general farming. Bumper crop this year. Modern 
fixtures. 59 years old—retiring. $21,000; $10,000 
cash. Fred Glasscock, Box 308, Hayti, Missouri. 





FOR SALE—HARDWARE STORE located 
in Southwestern Wisconsin. Established over 100 
years. Lease or purchase building. $5,000 for 
equipment and fixtures. Inventory can be ad- 
justed to suit purchaser, must sell to settle estate. 
SMITH & JOHANNING, INC., DODGEVILLE, 
WISCONSIN. 





MALVERNE, N. Y.: Widow sacrifices profit- 
able hardware business established over 30 years. 
Full price $25,000, including over $20,000 stock. 
Beautiful five-room apartment over store. Lease 
or purchase of property. Exclusively with CLAR- 
ENCE SIMONSON, 300 Hempstead Ave., Mal- 
verne, N. Y. Lynbrook 3-4050. 





Positions Wanted 





SALES MANAGER (AGE 35) desires new 
affiliation. Former Vice President, Director of 
Sales, Chicago based manufacturer, thoroughly fa 
miliar with all outlets in U. S. and Canada. Have 
managed 28 manufacturer’s representatives. Also 
have merchandising and marketing experience. 
Residing Chicago. Will travel. Will relocate. Box 
1006, c/o Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








POSITION WANTED AS MANAGER. Ex- 
perienced in Hardware Retailing—-L P Gas (Bulk 
plant) operation and appliance sales and service. 
Box 1007, c/o Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 











‘AMERICA’S MOST ADVANCED 


Level Line since 1919'' 








EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


10926 West Potter 
Want more facts? Circle 275, p. 103 


Rood 


Milwaukee 13 


Wisconsin 
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Fast-moving, Space-saving 


GARMENT HANGERS 


Quality built 
with mirror-like 


finish! 


.-- Priced to fit 
every budget! 


Limited closet space in both apartments and homes 
makes Ajax complete line of garment hangers highly 
promotable items in every way—price, quality, appear- 
ance, convenience. Substantial mark-up assures high 
profit return. 


JUNIOR ECONOMY 
"“OVR-DOR" 
HANGER 403 


Inexpensive, for hang- 
ing shirts, blouses, 
etc., after ironing. 8” 
arm accommodates 7 
garments. Clamps 
over door, comes 
carded. To retail for 
49c. 


ECONOMY SCREW-ON 
HANGER 401 


Ideal for small closets. 
Can be attached to 
closet rail. 13” arm 
holds 12 garments. 
Folds down out of way. 
Comes with colorful 
sleeve complete with 
screws. To retail for 
89c. Also comes in 
popular over-door 
style to retail for $1. 


UTILITY "“OVR-DOR" 
HANGER 410-0 


Portable, heavy qual- 
ity, to hold 10 gar- 
ments in minimum of 
space. Folds down out 
of way. No screws re- 
quired. To retail for 
$1.29. Screw-on style 
to retail for $1.19. 


ADJUSTABLE "Shinz-All” 
SHOE POLISHING RACK 


Permits professional shoe shining at 
home. Small, flat bracket fastens to 
wall . . . accepts shoe holder which is 
held securely when in use. Adjustable 
for men’s, women’sand children’s shoes. 
All metal, highly plated. To retail 


PLUS 

ANOTHER 

AJAX 
SPECIAL... 
for $2.19. 


ASS . 














ee ae 
rae 


All items attractively boxed for convenient display. 
Write for full details and prices. 


E. J. AJAX & SONS, INC. 


DEPT. HA-10, 92-43rd AVENUE NORTHEAST, MINNEAPOLIS 21, MINN. 
Want more facts? Circle 276, p. 103 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and 


not as a part of the advertising contract. 


Every care is 


taken to index correctly. No allowance will be made for 
errors or failure to insert. 


A 


Aaero Mfg. Co. 

Airex Div., Lionel Corp. 

Ajax & Sons, Inc., E. J. 

Ajax Hardware Corp. 

Ajax Wire Specialty Co. 

Aluminum Co. of America 
Christmas Prom. 

Pigment Div. 

American Chain Div.., 
American Chain & Cable 
Co. | } 

American Chain & Cable Co., 
Pennsylvania Lawn Mower 
Div. 18t, 184, 187, 

American Thermos Products 


Co., The | 60, 


American Toy and Furniture 
° 


Ames. Co., O. 


93 
68 


178 
46 


Anchor Hocking Glass Corp. 48-49 


Anchor Wire Corp. 
Animal Trap Co. of 
America | 
Ardmore Products Co. 
Arrow Fastener Co., Inc.... 
Arrow Metal Products Co... 
Artistic Wire Products Co.., 
Inc. . 
Arvin Industries, Inc. 23, 65, 
Atlantic Industrial Corp. 


Barnes Mfg. Co. 
Bassick Co., The _. 
Bethlehem Steel Co. 
Black & Decker Mfg. Co. 
Boonton Molding Co. 
Borden Chemical Co. 

Div. of The Borden Co. .. 
Boston Woven Hose & Rubber 

° 


Brown, Inc., John Clark 


C 


Cal-Dak Co., The | | 

Campbell-Hausfeld Co. ... 

Century Products, Inc. 

Champion DeArment Tool 
C 


oO. 
Chicago Roller Skate Co. 


Clayton & Lambert Mfg. Co. 
Colorado Fuel & Iron Corp. 


Wickwire Spencer Steel Div. 


Columbia Fastener Co. Div. 
United Car Fastener Corp. 
Columbian Vise & Mfg. Co. 


Columbus Plastic Products, 
Inc. 


Connecticut Valley Mfg. Co. 


Cordomatic Div. 


Vacuum Cleaner Corp. of 
| SS a a 
Cyclone Fence, Dept. Amer. 


America 


Steel & Wire Div. 
United States Steel 


D 


D-Con Co., Inc. . 
Dazey Corp. .... 
Delta Electric Co. 
Detroit Harvester Co. 
Moto-Mower Div. 


16-17, 133, 


184 
162 
179 
153 
170 
132 


105 
40 


3 
180 
15 
75 
109 
54 


184 
150 


112 
178 


151 





DeWitt Products Co. . 187 
Disston Div. 

H. K. Porter Co., Inc. 123 
Draper-Maynard Co. .. 78 


Duro-Lite Lamps, Inc. 26-27 


E 


Earle Hardware Mfg. Co... 147 

Eclipse Lawn Mower Co., The 50 

Ekco Products Co. 

Empire Level Mfg. Co..... 

Energy Mfg. Co. 
Shopmaster 


Evans Rule Co... 


191 


18 
117 


F 


Falls City Div. 

Stratton & Terstegge Co. 
Flambeau Plastics Corp..... 
Forsberg Co., H. ....... 
Frick-Gallagher Mfg. Co., The 
Friesland Plastics Co. ...... 


G 


General Electric Co. 
Christmas Lamp Div. .... 
Wiring Device Dept. .... 

Goulds Pumps, Inc. ........ 

Graham & Co., Inc., John H. 
Bevin Bros. Mfg. Co...... 
King Cotton Cordage Div. 

Great Lakes Tractor Co.... 

Great Neck Saw Mfrs., Inc... 


Gulton Industries, Inc 


Hahn, Inc. .. 
Hanlon & Goodman Co.... 
Hanson Co., Henry L... 
Heller & Co., W. C. cRereae 
Hoppe, Inc., Frank A....... 
Huenefeld Co., The 
Hunter Tool Co. .. 
gO 
Hy-Ko Products Co. ....... 
| 
Independent Lock Co....... 


International Salt Co., Inc... 
lron City Tool Works, Inc... 


J 


Jefferson Screw Corp....... 
Jordan Industries, Inc. ..... 


K 


Keil Lock Co., 
Kester Solder Co. 
Kinnard Sales 
Kraeuter & Co., Inc 


L 


Lakewood Mfg. Co. ........ 172 
Landers Frary & Clark 
Universal ..... 
Larson Co., Charles O... 
Lawn Boy Div. 
Outboard Marine Corp... 
Lionel Corp. 
Airex Div. 
Lowe's Inc. 
Lustre Line Products 
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M 


Macklanburg-Duncan Co. .. 
Magic Iron Cement Co..... 
Magic Snell Tackle Co..... 
Mann Edge Tool Co....... 
Markman Products Div. 

Morton Harris, Inc. 
Marshalltown Trowel Co..... 
Masonite Corp. 
McGill Metal Products Co... 
McGraw-Edison Co. 

Toastmaster Co. .. 
Midiend Coe. ............. 
Miller & Co., Inc., Robert E. 
Minnesota Mining & Mfg. 

Ce. . .. 144-145, 
Minnesota Mining & Mfg. Co. 

Graphic Products Div. 
Modern Mfg. Co. ....... 
Mortell Co., J. W...... 
Mossberg & Sons, Inc.., 
Moto-Mower Div. 

Detroit Harvester Co. 

16-17, 133, 

Motor-Wheel Corp. 

Reo Div. . aan 
Myers & Bro. Co., F. E... 


N 
Nofi Corp. ...... 
National Cash Register Co.. . 


National Housewares Mfrs. 
Assoc. 


43 
194 
178 
162 


173 
194 
5 | 
174 


Nr 


125 
194 


186 


. 164 
. 177 


38 
56 
151 


45 
36 


New Englend Carbide Tool 
_* 


Co., Ine. | 
North & Judd Mfg. Co. 


O 


OxFibre Brush Co., Inc. 
Oxwall Tool Co., Ltd... 


137, 


p 


Parker Mfg. Co. eo 
Penens Tool Corp. ie aca 
Pennsylvania Lawn Mower Div. 
American Chain & Cable 
Co. 181, 184, 187, 
Perfection Industries | 
Pierce & Stevens Chemical 
Comm ..... a ai 
Pioneer Gen-E-Motor Corp. 
Plastic Products Corp. 
Plumb, Inc., Fayette R. 
Por-O-Por Co. of Florida. . 
Portable Electric Tools, Inc.. 
Porter Co., Inc., H. K. 
Disston Div. 
Proctor Electric Co. 
Proto Tools 


R 


Radio Steel & Mfg. Co. 
Rap Products, Inc. . 
Red Devil Tools + 
Remington Hardware Co., 

Inc. | 
Reo Div. 

Motor Wheel Corp. 
Republic Steel Corp... 
Richards-Wilcox Mfg. Co... 
Ridge Tool Co. 


. 135 


154 


45 


166-167 


2 


, ee 














Rival Mfg. Co. 
Rubberset Co., The 


S 


S-K/Lectrolite Tools ....... 
Safe Padlock & Hardware 


Sharon Bolt & Screw Co.... 


Sheffield Bronze Paint Corp. 142 | 


Shelton Products, 
Shelton Tack Co. . 
Shopmaster 
Div., Energy Mfg. Co.... 
Shuford Mills, Inc. .. iy 
Skil Corp. own} 
Smith & Co., D. B. 
Stanford Pottery, Inc. 
Stanley Works 
Steine & Co., George J. 
Stratton & Terstegge Co., Inc. 
Falls City Div. .......... 
Swing-A-Way Mfg. Co..... 


Swingline, Inc. .. 


rk aces 


Tec Imports 

Thompson Co., Inc., 

Tilette Cement Co., Inc..... 

Toastmaster Div. 
McGraw-Edison Co. 

Toledo Pipe Threading 
Machine Co. 

Toro Mfg. Co. : 

Tryon Co., Edward K. 

Turner & Seymour Mfg. Co... 


U 
Union Fork & Hoe Co... 
Union Stee! Chest Corp..... 
United States Steel 
Cyclone Fence, Dept. Amer. 
Steel & Wire Div 
Upland Industries, Inc. 


V 
Vaco Products Co. 


Vocaline Co. of America, Inc. 53 | 


Ww 


Warren Christmas Trees, Inc. 169 | 
Washburn Co., The ........ 25 | 
Weller Electric Corp. ...... 163 | 


Wessel Hardware Corp. .... 165 
Westclox Div. of 

General Time Corp...... 72 
Wheeling Corrugating Co. 


Wickwire Spencer Steel Div 
Colorado Fuel & Iron Corp. 154 

Wonder Products Co. ...... 174 

Woodhill Chemical Co..... 143 

Worthington Co., George, 

e 31 

Wright Steel & Wire Co., 

F. GC. es 


Y 


Yard-Man, Inc. 
Yardley Plastics Co. 


Z 
Zinsser & Co., Wm. 














1960 selling reminder 


Pennsylvania’s 1960 Deluxe 
Rotaries have brilliant, 
all-new, high-performance 
Pennsylvania engines— 
another important 

selling exclusive for you! 


Get the full story on all-new Pennsylvania Mowers. 
Write Pennsylvania Power Mower Division, 
American Chain & Cable Company, Inc., Exeter, Pa. 
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STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the effective- 
ness of HARDWARE AGE 
Pocket Want Cards for 
minimizing outs and keep- Pocket Want Card 
ing track of shorts and sewn hve 9 wn nm ce wd oe 
special requests. ms 


More than 300,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have _ reor- 
dered several times. 





HARDWARE AGE 


Card fits neatly in jacket 
or shirt pocket. Write 
down outs, etc., immedi- 
ately, as soon as you discover them. Card is 
turned in each evening to store manager for 
review. Take a new card each morning. 











Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware Acer, Chestnut 
& 56th Streets, Philadelphia 39, Penna. Make 
checks payable to “HA Reader Service Dept.” 
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(MARSHALLTOWN) 


wy 


MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 
Want more facts? Circle 277, p. 103 
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NEW 59¢ Size On Bubble Card totam AC WAN) JOBBER 

~ and $1.00 Tubes .. . Be > \ ee PLASTic ee / OR WRITE 

. . WY ° 

7 ig Frag Cond Deol! \ # AMAZING yon Wek {¢ 

: Nationally Advertised = as » os ~f IRON CEMENT CO., INC. 


5427 BOWER AVE., CLEVELAND 27, O. 


~* 


BeAr ane ine oe ~ 





Only Anchor for y Worlds STRONGEST Plastic-Aluminum 
Plaster, Concrete, | EXPANSION SHIELDS 


Brick, Tile &c ° 
33 : es 
sraan 8 Siz 


yA ‘ crew 11 Popular Sizes 
ICM ae ee CO Miami 47, Fla. BULK FOR ALUMINUM AND 


See us: NRLDA, Cleveland, Nov. 14-17 ARDED - RACKS ABV Perr- ace). an 


Want more facts? Circle 279, p. 103 
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NEW 
SELLING 
IDEAS 


Stretch your advertising dollars. Use this 4 p. 
Directory of Housewares Manufacturers with 
Co-op ad funds for dealers. Lists company, 
product and how much co-op money allowed. 

Send 20¢ to HA Reader Service Dept. for a 
| “: Assortment of 1!2 doz. asst. 


4 copy. 
 ¢F AL UMAINUIM EASIEST TO READ B-10 or R-10 3!/"° Numbers, 


} di Rei DAY " NIGHT: eh Lawn Stakes. me y Ke DW A m e A ee e 
a Reblecting wouse numa = CROER FROM VOUR JOSSER Chestnut & 56th Sts., Philadelphia 39, Pa. 
lL Hy-Ko Products Co., Cleveland 3, 0. 


_ Want more facts? Circle 280, p. 103 




















NEW 


SELL-O-RAMA 


CLEVEREST HOUSE NUMBER 
DISPLAY EVER OFFERED 


Always orderly—sales inviting 
—not a dust catcher. Each 
spindle stocks as well as sells. 
Perfect for quick spot-checks. 
Display FREE with #1 or #10! 























eccccccce exes HUNTER TOOLS * 9851 ALBURTIS *® SANTA FE SPRINGS, CAL 
Want more facts? Circle 281, p. 103 
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INSULATED RUBBER CUSHIONED GLIDES 
DOMES OF SILENCE Wonderful for all WOOD and METAL Furniture 


RUBBER 


os ®>, iia : Glide Softly, Silently, Smoothly 
BSE 3-coior DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


One Set of 4 Contains | doz. cards of either %'', 34"" or I'' DOMES. DOMES have 


dl int nail. ' : - 
on a 3-Color Card genes point nail. Case hardened steel, burnished nickel plated mirror 


Sonny Ae x" 1", Both Container and Cards in 3 COLORS 
 ] 4 ’ 4". 
ROBERT E. MILLER & CO., INC., 35 Pearl St., New York ae. oo 











Ask your Jobber or write— 











194 © HARDWARE ACE, October 8, 1959 Want more facts? Circle 282, p. 103 





, , ! . 2 | 
MAKES HUNDREDS OF JOBS EASIER and faster. Your customers will use Dragon- 
Skin on holder or as plain sheets—in the hand or wrapped around scrap wood 
to make special tools. Cuts easily with scissors. 


DRAGON-SKIN PRINCIPLE: CUTTERS 
NOT GRITS. Steel sheet is punched 
to form thousands of cutters that 
carve away work—smoothly, evenly, 
quickly. There’s no gouging. Balanced cutting action means Jess scratching than 
similar-grade abrasive paper. No clogging—one slap clears away chips and dust. 


D rea 2, | <&> vv _— % 7 
WwW - ee be 
1 A EYE-CATCHING DISPLAY BOX is colorful, 
compact, offers Dragon-Skin complete 


with holder and in individually-packaged 


& e * sheets. Get fast extra sales by putting the 
- individually-wrapped units in your win- 
* dow or bins. Perfect for peg-board or 


counter, too. 
New Steel Sandpaper Sells on Sight 
.-- Outsells All Predictions 


“| move a display box in 4 or 5 days . . . have to order 6 or 7 cartons 
a week,” says one West Coast dealer. “Re-ordered 4 times in about 2 months,” 
says another. And a Midwestern retailer reports: “Dragon-Skin is one of the 
best turnover items I’ve ever stocked... it all but leaps off my counter!” 


>? =" = : : « ” : ’ ° ; 
Why? Because Dragon-Skin is an “all appeal” item. It’s an easier, faster ‘jew SANDER SIZE Dragon-Skin sheets are 
way to sand, rasp, shape and smooth hard and soft woods, plastics, soft pre-cut 324” x 9” with edges crimped to 
metals. It zips off old paint. It won't clog like sandpaper. And, it’s priced fit oscillating sanders. Sheets snap right 


for fast “pick-up” buying ... 75¢ complete with holder, 25¢ for single sheets. im place. Your jobber also has new Full- 


;, : Size 9” x 11” sheets for extra sales! 
Pictures on this page show why handy, 


versatile Dragon-Skin can set your | oS WAYS TO CASH IN ON DRAGON-SKIN 


: . ; Your 
cash register ringing, too. Check your Your Sellen on 


stock—and call your Red Devil jobber, Cost Price Profit 
today! rans A21 Counter Merchandiser—'/2 doz. Red Devil $3460 $600 $240 40% 
9-S Holders each with 414x5 sheet of Dragon- 

Skin plus 42 doz. individually boxed sheets 

Dragon-Skin—No. DS-1. Weight: 3 Ibs., 8 oz. 


No. 98 — Display box of 1 dozen Red Devil 
9-S holders each with 1 sheet Dragon-Skin. 
Weight: 5 lbs., 13 oz. 

DS! — Display box of 1 dozen individually 
boxed sheets Dragon-Skin — No. DS-1. 
Weight: 1 Ib., 6 oz. 


DS7—full size (9” x 11”) individually $. 
packaged sheets 1 dozen in display box. 


DS4 — '3-sheet size for oscillating sanders in- $ .30 


MORE THAN 13 MILLION PEOPLE see Dragon- dividually packaged, 1 dozen in display box. 
Skin advertised in Saturday Evening Post, GE _ 


Better Homes & Gardens, Popular Science, 
: eS 
Popular Mechanics, Mechanix Illustrated. Red Devil T. 
News mats and other hard-hitting tie-in pro- 
motion materials are available from Red UNION, N.J.. U.S.A. 


Devil. Write today! 
World’s largest manufacturer of painters’ and glaziers’ tools—Since 1872. 
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Kerosene Ranges and Stoves 


Famous for flavorful cooking and baking, 
BOSS cooking appliances are... 


@ available in a wide choice of styles and sizes—the 
most complete line on the market 


@ equipped with famous Top-Speed, Blu-Hot, Prize or 
Azure burners 


@ priced to fit any budget 


easily installed anywhere with no expensive fuel 
connections needed 


finished in white porcelain or baked enamel 


Stock the BOSS line . . . sell the BOSS line, leader in smart new 
kerosene ranges, stoves, ovens and heaters. Write for dealer 
literature and details now. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 
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